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** It’s Irwin’s exclusive hollow ground point 
that makes the Speedbor “88” your best seller 


IRWIN SPEEDBOR “88 WOOD BiTS for 
electric drills and drill presses bore faster 
at any angle, sell faster in any store. 
Imitated but never equalled in boring 
efficiency in hardest or softest woods — 
even plaster and plastics. No wobble, no 
run-out. 14” machine-ground shank 
chucks perfectly. Forged in one piece 
from solid bar of special bit steel, heat 
treated full length, machine-sharpened. 
Wider size range and special features 
guarantee faster turnover, complete cus- 
tomer satisfaction, more repeat sales: 

EXCLUSIVE HOLLOW GROUND POINT with 
Irwin’s special cutting edges starts holes 


faster, permits spade-type cutters to go to 
work faster for up to 5 times faster boring. 
Holes are cleaner, more accurate, too. 
EXCLUSIVE SIZE RANGE. From 14” to 14”. 
17 open stock sizes in all. 

NEW ROLL KIT ASSORTMENTS of 4, 6, and 13 
Speedbor “88” bits increase unit sales, add 
bigger dollar volume. Plastic case set of 6 
popular sizes also available, 


IRWIN 


every bit as good as the name 


NEW SELF-SELLING SELLOPAK display jackets 
dress up all sizes, 44” thru 14”, to invite 
more impulse purchases and self-serve sales. 
NEW DISPLAY PANEL. Free with assortment of 
20 Speedbor “88” bits in fastest selling sizes. 
All metal one-piece construction. Fits in 
small space. Mounts easily on wall, peg 
board, island tables, doors for use at multiple 
trafhe points throughout store. 


Order from your 
Irwin wholesaler today 


The Irwin Auger Bit Company 


at Wilmington, Ohio, USA, since 1885 


Adjustments 


are so easily 
Lilelels 
on the 


\ 


FLETCHER icromatic 
GLASS CUTTING MACHINE 


Every retail hardware, paint and lumber store should have a FLETCHER 
Automatic Glass Cutting Machine as a part of standard equipment. This installa- 
tion provides the means for selling glass, cut to a customer's specification, with OTHER FLETCHER 
no more effort than selling any other item. No glass cutting skill is required. PRODUCTS 








The FLETCHER machine is easily adjusted for squareness (pictured above), 
for measurement and for exact cutting pressure. All moving parts are equipped 
with ball bearings for smooth easy operation, and all parts are seid. 
No special tools are required. 


The FLETCHER machine uses the standard FLETCHER "Gold Tip" glass 
cutter with the lubricone impinged wheel assuring dependable results. Leadin 
glass manufacturers are today using the FLETCHER lubricone impinged crs 


the same as used in this machine. Get the complete FLETCHER story from 
your jobber. Y PUTTY KNIVES 


WALL SCRAPERS 


PUTTY SOFTENERS 
ETC. 


GLASS CUTTERS 
CIRCLE CUTTERS 
GAUGE CUTTERS 
TILE CUTTERS 
WOOD SCRAPERS 


THE FLETCHER-TERRY CO. 


961 SOUTH ST. FORESTVILLE, CONN. 

















... for the complete line of locks and hardware. You name it—Yale makes it! Padlocks! Nightlatches! Screen 
door hardware! Cabinet locks! Casement window operators! Specialty locks! All in the latest styling — widest 
price range—highest quality. For full information, contact your jobber or write The Yale & Towne Manufac- 


turing Co., Lock and Hardware Division, White Plains, N. Y. 


YALE & TOWNE 


YALE REG. U.S. PAT. OFF. 


Want more facts? Circle 101, p. 89 
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ACCO SWING KITS ARE 
PACKED FOR PROFIT! 


vy = ™/ SS, 
ye tas \ ~ e's, 
. Cw : 
‘ = Attractive, Transparent 


Bag Contains Chain 
and Fittings for Making 
a Safe, Strong Swing! 


Kids love swings, and so do parents—when they’re safe and Here’s what the New Acco Swing Kit contains: 
strong! Now, with Acco Swing Kits, you can sell a swing that’s 
sure to appeal to everyone—kids, parents, and especially you, 
Mister Dealer! The Acco Swing Kit contains chain and fittings 
for assembling a sturdy new swing or repairing an old one. No 
need to stock separate swing components any more— because 
they’re all right here in one complete package. Put up in a 
colorful, transparent polyethylene bag, Acco Swing Kits are 
always “‘on display” on a counter or on a wall rack. Join the 
swing to Acco Swing Kits—a sparkling new fun item that’s 
packed with profit for you! 





* two pieces No. 1/0 Double Loop (Tenso) Chain, 
each 10 ft. long. 


¢ four pieces 4” (No. 526) Steel ‘“‘S’’ Hooks. 

¢ two rust-proof Nylon bearing links. 

All chain and fittings are bright zinc plated. Packed 
five bags to a carton, five cartons to a shipping case. 


“Specify American when you order these items from your distributor” 


SSS | 





SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
iy over pulleys. In cold rolled 
steel or solid bronze. 


SAFETY PLUMBERS’ 
CHAIN — A light flat chain 
in brass or steel. Four sizes-—- 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 


TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
500 or 1000 ft. on reel. No. 7 
to 10/0 sizes. 





Go, 


ELWEL MACHINE 


CHAIN—Twist link elec- 
trical welded chain. Also in 

straight link. Bright, bright 
zinc aaa hot galvanized finish. 
oe ho ioc 50 and 100 


PROOF COIL 


For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 


Gite, DOG CHAIN 
i? 1} acco makes a 
variety of dog 
chain both in 
welded and weld- 
Win less styles. Ask 
we your distributor 
for information. 








TENSO COW TIES 
In a varied range of styles and 
sizes. Bright finish. 





o —— 
TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





COLD 
SHUTS 





For jotaing cores sizes of 
chain. Use size heavier 
cam chatnaion “3/16 to 1% in. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





ORDER . 

FROM YOUR =: 

DISTRIBUTOR =; 

Contact your American Chain dis- 


AMERICAN CHAIN “°° 
American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
Sales Offices: *Atilanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore.,*San Francisco ‘asx 
*Indicates Warehouse Stocks 


tributor for complete information 
about these items or write our 
York, Pa., office for free Cata- 
logs DH-176B and DH-140. 


Want more facts? Circle 103, p. 89 
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Chicago |, fll. 


h 
yore Michigan Ave. L. Phillips 
Telephone: Randolph 6-2166 
San 3, Cal, 
Telephone: Underhill 1-9737 
Los Angeles 57, Col. 
L. H. Jackson, 198 S$. Alvarado St. 
Telephone: Dunkirk 74937 
Atlanta 3. Ga. | 
John W, 7 cs 
John | Sangston 32 Peachtree St N. E. 


Dallas 6 Texas 
Ha E. 


’ 


> Address mail to: Chestnut & Séth Sts., 
Philadelphia 39, Pa.; SHerwood 8-2000 


Editorial 


by W. A. Phair 


What about tomorrow .. . 


It doesn’t take much urging to start a heated conversation on the 
problems of the hardware trade. It seems that everybody is an ex- 
pert on what is wrong with the industry. But, very few appear to be 
acquainted with the constructive steps that are being taken. 


It’s unfortunate that unpleasant news is usually more spectacular 
and gets more attention than good deeds or favorable actions. Murders 
always get on the front pages, while good deeds are usually buried 
with the social notes in a newspaper. 


This situation seems to be always true in the hardware business. 
When a distributor goes out of business, it is big news and everybody 
has his own ideas of why this happened. But the constructive de- 
velopments are too often overlooked. 


Yet, our common future hinges on the positive steps that are being 
taken to assure a good future, rather than on past events. If you 
have an interest in the future, as I am certain all of us have, then 
I urge you to read very carefully the feature articles that appeared 
in the April 21 issue. 


This issue contained a number of reports of talks presented at the 
recent Southern Convention of wholesalers and manufacturers. I have 
read these articles several times, in addition to hearing the original 
presentations in New Orleans. These articles, I feel, are especially 
significant and most stimulating to anyone concerned about the future 
of the hardware business. As a reflection of the progressive thinking 
and planning that is taking place in many areas of the wholesale 
trade, these discussions are of prime importance to manufacturers 
and dealers, as well as to other wholesalers. 


If you are a dealer and felt that these articles would not be of 
interest because they were concerned with wholesaling, I think you 
made a mistake. Wholesaling and retailing are so closely bound to- 
gether that what happens to one inevitably has an equally significant 
influence on the other. 


A careful reading of these articles will give you many clues of 
the likely trends of the future, as wholesalers see them. It is im- 
portant that you be aware of the shape of tomorrow if you are going 
to fit into the picture of the future. 


Looking back at the Southern Convention report, I think that the 
one activity that impressed me most and which gave me renewed 
conviction that we have a promising future, was the announcement 
of the formation of a group, within the association, comprised of the 
younger executives in the wholesale business. 


We know most of these young men personally and we have been 
most impressed by their sincerity, their enthusiasm for hardware, 
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Editorial 


continued 


and the quality of their thinking and planning for the future. Now 
that these young men have joined together to share and to increase 
their common knowledge, only good can result. 


Tomorrow is in the hands of young men such as these. They are 
all sensible, reasonable executives, who have been tempered with ex- 
perience. Any observations or suggestions that they make must be 
given a serious audience. There is no point in encouraging them in 
their efforts, unless there is an intent to give full consideration to 
their opinions. 


All of us will be watching these young men, and we will expect im- 
portant things from them. Let’s give them every encouragement and 
assistance. I am confident they will justify our faith. 


Packaging problems. . . 


“You harp too much on getting out into the trade. How is a man 
going to run an office, and still spend so much time in the field?” 


This remark from a letter from a manufacturing friend poses an 
interesting question, and [I don’t know the answer. But it seems to 
me that unless a manufacturer has some other way of learning how 
his product fits into a store’s operation, there is no alternative to 
getting out into the field. Or at least making certain that some key 
person in the company does this. 


The need for better understanding of the problems of dealers is 
especially noticeable in the packaging field. Carded merchandise, in 
particular, fits into this category. 


For example, we see giant cards used to hold a product that mea- 
sures 1 x 3 in. and with a low sale value. When you consider the 
space headaches every dealer has, this type of packaging seems some- 
what inappropriate. 


Or, to take another example, is it wise to develop a display so 
large and with such a variety of items that a dealer can’t possibly 


put it in any one department where it will be with related merchan- 
dise? 


Most stores these days are departmentalized, and dealers like to 
keep related products together to build impulse sales. But when a 
manufacturer mounts, on one display, items that are related to 
housewares, paint sundries and hand tools, just where should the 
dealer put the unit? No matter where he puts it, he loses some of 
the values that come from related displays. 


Too often, I suspect, dealers are blamed for not appreciating a 
new product display or package, when the truth is that the display 
or package is not appropriate. Getting out into the trade and under- 
standing the retailer’s problem is a good way to avoid these troubles. 


So, if I seem to harp on the subject of getting out into the field, 
it is only because I think it is very important. 
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Remember DAD on Mother’s Day! 


Mother did when she made the 
country’s only “mother-in-law approved’ fix-it line 


Mrs. Ruth Freeman, 
ever loving gray 
haired mother- 
in-law of Vic 

Gelb (he’s the 
sales manager.) 


Mr. Norman 
J. Freeman, 
President, 
Woodhill 
Chemical Co. 
(and father- 
in-law). 


Remember to show and sell the complete 


CURD line. The world’s fastest selling 


line of fixit products. 


Order from your jobber or write 


THE WOODHILL CHEMICAL COMPANY 


1390 E. 34th STREET @ CLEVELAND 14, OHIO 
“ORIGINATORS and WORLD’S LARGEST MANUFACTURERS OF PLASTIC ALUMINUM ” 





Want more facts? Circle 104, p. 89 
HARDWARE AGE, May 5, 1960 «9 





WASHINGTON 


Labor Secretary Mitchell asks for 


moderate 10-15¢ minimum wage hike 


Labor Secretary James P. Mitchell asked Con- 
gress to approve a moderate increase in federal 
minimum wages. 

Secretary Mitchell recommends a wage raise 
of 10 to 15 cents. He endorses extending cover- 
age to an additional three million workers, 
mostly in retail trade. 

The Secretary, voicing the Eisenhower Ad- 
ministration view, rejected as “too extreme” a 
Democrat-backed bill. The Democrat-backed bill 
would boost the wage floor to $1.25, extend cov- 
erage to an extra eight million workers. 

He said the latter bill could cause a great deal 
of unemployment. The loss of jobs by many low- 
paid workers could result. 

Secretary Mitchell supports a bill covering any 
company selling more than $1 million worth of 
merchandise yearly, and having 100 or more em- 
ployees. 


outlook 


Backers of the broader bill are ready to com- 
promise. If a minimum wage bill passes Con- 
gress, it will be closer to Secretary Mitchell’s 
plan. The Mitchell plan would go easier on hard- 
ware dealers. 


House Rules Committee kills hope 
for vote on Fair Trade this year 


The House Rules Committee has done its best 
to kill Fair Trade legislation for this year. 

The committee turned down a controversial bill 
that would sanction minimum consumer prices 
for brand-name merchandise. The committee 
shelved the bill despite pressure from hardware 
dealers, druggists, jewelers and other indepen- 
dent merchants. 

The committee has refused to clear the bill for 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


a House floor vote for a year. Such a vote prob- 
ably would mean passage in an election year. 

The committee tabled the bill on a motion by 
Rep. Richard Bolling (D., Mo.). He claims the 
bill would not provide the relief for small busi- 
nessmen that they think it will. He also feels it 
would damage the economy. 


outlook 


The committee's action apparently killed the bill 
for this session, unless the House Commerce 
Committee succeeds in putting together a new 
compromise version. Fair Trade advocates have 
offered compromise amendments. There is not 
much hope. 


Forecast of higher prices turns to 
prediction of level prices in 1960 


Government economists warned of higher 
prices in their glowing forecasts of boom busi- 
ness in 1960. 

Now, these economists forecast a steady price 
level for the balance of this year. Prices, indus- 
trial and consumer, will continue on even keel 
for the next eight months. 

Government experts warn that some prices 
may rise, others decline in the months ahead. 
But the overall trend is toward stability. 

Many government experts were too optimistic 
in December forecasts of 1960 business. Al- 
though boom forces are still at work, they’re 
being diluted somewhat by heavy inventories. 

In addition, consumers are showing a strong 
tendency to hang onto their savings. 


outlook 


This leveling off of inflation is a healthy sign of 
stability in a strong economy. It means you can 
plan ahead realistically, and that customers will 
not be scared away by artificially high prices. 





ROCK PAINT & 
CHEMICAL COMPANY'S 
ALUMINUM ENAMEL 


GILDS THE 


BRILLIANT NEW ESKA 





Durable, sparkling Rock Aluminum Enamel protects the handsome 1960 Eska mower. Product of Rock Paint & Chemical Co., Fort Atkinson, Wis. 


First thing your Eska mower prospect 
sees is the finish—brilliant Rock Alu- 
minum Enamel, made with Alcoa® 
Pigments. Helps make the sale. . . and 
later gains a friend. Because Rock 
Paint & Chemical Company’s special 
finish lasts the long life of the Eska. It’s 
a baked-on, metallic enamel that resists 
oil and gas attack, stays bright and at- 
tractive for years. 

Famous for “automatic” features, 
Eska offers automatic governor, auto- 
matic starter, built-in automatic engine 
controls. But we’re talking about auto- 
matic sales appeal. 

L. D. Kascel, president of The Eska 
Company, Inc., writes, “Both ourselves 
and our customers have been very sat- 


isfied with the durability, brilliance and 
sales appeal of this paint.” 

Alcoa does not make paint, but paint 
manufacturers working with Alcoa 
Aluminum Pigments have developed a 
wide range of metallic finishes that are 
adding extra protection, building big 
sales for a variety of products. Special 
formulas have been developed by man- 
ufacturers like Rock Paint & Chemical 
Co. to solve individual problems. Paints 
made to these formulas actually cost 
less, last longer, give utmost protection 
against heat, cold, sun, rain, smoke and 
fumes. 

Send today for our booklets about 
aluminum paints and coatings. They 
contain information to help you sell. 


Want more facts? Circle 105, p. 89 


iu amas 9 Look 

PIGMENTED with "4 : 
atcoa &@ | for this label 
ALUMINUM when you buy 
an commer omens | 6Cluminum point 


ets ee 


Aluminum Company of America 

1744-E Alcoa Building, Pittsburgh 19, Pa. 
Please send your free booklets: 

("] Painting With Aluminum [_] Aluminum 
Roof Coatings Make Time Stand Still 


Nome. 


Company- 
Address 


City 
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HARDWARE BUSINESS 


ourlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Warm weather bolsters business .. . 


Winter weather hindered business during the early part of March. 
By month’s end, business at the consumer level showed improve- 
ment. For instance, retail stores did $17.2 billion worth of busi- 
ness in March, about even with February, 1 percent higher than 
in March a year ago. Personal income climbed $500 million to a 
$393.5 billion seasonally adjusted annual rate. This was $18.1 bil- 
lion more than in March, 1959. Housing starts, at 97,000 units, 
were below a year ago. Commodity prices remained pretty much 
the same. 


Summer sales boosters ... 


Promotion minded dealers are now planning for big gift-giving 
occasions coming up next month. With June comes Father’s Day, 
bridal showers, weddings, and graduations. All offer opportunities 
for a sales boost in giftware items. June also officially opens the 
vacation season. Vacation and outdoor lines will be in big demand. 
Planning your promotions now, and taking advantage of the many 
specials offered by manufacturers for these events, will put you in 
line for a big summer sales boost. 


Toys: almost a $2 billion market... 


The toy market is growing. In the last decade toy sales have 
doubled. In 1959 sales were a record $1.65 billion. A $2 billion a 
year market is not far away. The average family spends $33-$35 
for Christmas toys alone. The figure for the entire year is con- 
siderably higher. How big is the market? Statistics show there 
are 1000 and 1500 children of prime toy age for every hardware 
store in the country. For a complete breakdown of the future toy 
market see the Toy Merchandising Guide in the May 19 issue 
of HARDWARE AGE. 


Who has the money? .. . 


More families are in the higher income brackets. This fact comes 
from a Commerce Dept. report on the incomes of families in 1959. 
The shift upward from 1958 is only slight, but it definitely puts 
more families in higher income groups. Here’s the breakdown 
for 1959: 24 percent of all families had an income of $8000 or 
more, 23 percent $4000 to $6000, 21 percent $2000 to $4000, 18 
percent $6000 to $8000, and 14 percent under $2000. 


... turn to page 123 for more news of How’s the Hardware Business 
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FROM WELDWOOD—THE PEOPLE WHO KNOW WHAT’S GOOD FOR WOOD 


DRIFTWOOD — gives groy, naturally weathered effects. 


is an 


CASCADE GREEN—=o cool, refreshing color, ideal for outdoor furniture, too. 


Four new Exterior Stains to boost 
your springtime profits 


With the outdoor season just about here, these long-lasting, 
new exterior stains come just in time to put an added push 
behind your wood finishes sales. Weldwood Exterior Stains 
are easy to use, for both professional and do-it-yourselfer 


Other fast-turnover wood finishes 


Weldwood Satinlac Lightener. 
New, anti-wetting agent for use 
as a first coat to prevent wood 
from darkening when finishing. 
Not a bleach, Satinlac Lightener 
retains the wood’s native tone 
(particularly pine and cedar, 
which tend to discolor quickly) 
and prevents yellowing. Sell 
Satinlac Lightener as a team 
with Weldwood Satinlac for as- 


sured customer satisfaction. For 
interior use. 

Weldwood Satinlac®. New, 
improved formula with greater 
solids content goes farther, works 
easier, is nearly odor-free. Brings 
out and preserves fine wood’s 
natural beauty without building 
up an unsightly “plate glass” 
look common to nonpenetrat- 
ing finishes. Satinlac penetrates 


Take advantage of Weldwood’s full 40% discount. Also, get your free 
real wood samples showing each of the four new Weldwood Exterior 
Stain colors. Contact your jobber, Weldwood representative, or write: 


Want more facts? Circle 106, p. 89 


wood finishers. The stains subtly bring out the wood’s grain, 
add rich, beautiful color. The deep-penetrating, hard-drying 
oils, resins, and pigments resist weather and wear. Built-in 
ultraviolet ray barrier impedes fading caused by sun’s rays, 


in the high-profit Weldwood line 


deeply, seals as it finishes, gives 
a soft, mellowed appearance. 
For interior use. 

Weldwood Wood Preserva- 
tive. New high-potency Penta- 
chlorophenol water-repellent 
sealer protects against rot, mil- 
dew, blue stain, warping, and ter- 
mites and other wood chewing 
insects. Deeply penetrating oils 
retard checking, swelling, and 


shrinking. Prevents paint or var- 
nish from blistering and peeling. 
Weldwood Firzite®. A pene- 
trating resin sealer. White for 
blond, pickled, and limed effects ; 
and as a primer under paint to 
prevent checking. Clear to pre- 
vent wild grain when staining 
softwoods. Both Clear and White 
Firzite can be tinted with colors- 
in- oil for oil stained effects. 


WELDWOOD WOOD FINISHES 


UNITED STATES PLYWOOD, Dept. HA 5-5-60, 55 West 44th St., N.Y. 36, N.Y. 
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MERCHANDISING 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE 


Don't oversell air conditioners, coolers, fans. And be wary of 
advertising which leads customers to believe that a % ton air 
conditioner is ample to chill a three bedroom home. Complaints 

are mounting in this regard. Every inadequate cooler sold means an 
angry customer; maybe a costly return. Also, many customers have 
not considered wiring or other installation problems. No matter 
what your trade has been lead to believe, you must know the limits 
of each type of cooler. How? Study fact tags and instructions 
packed in every cooler you stock. 























A new trend in electric housewares? Private label appliances being sold 

by an Eastern division of a giant catalog house now bear an immediate one- 
year parts replacement guarantee. This company also has begun making its 
own repairs, instead of farming them cut. Effects of these ideas could be 
far reaching. Other chains may copy to stay competitive. National brand 
name appliance makers might come up with new immediate replacement guar- 
antees. If service improves, list prices may return. 























Paint is still a prime hardware line. Paint of all types broke a 
Sales record in February. Sales reached $131 million, a gain of 
8.5 percent over February, 1959. This happened in spite of the 
worst weather in decades. Paint sales will continue breaking 
records for dealers who keep shelves full. Six million new homes 
built since 1955 are your best market for new trade. You can't go 
wrong by boosting paint inventory and promotion. There's no import 
problem. Shoddy competition is nil. Paint's your safest, fastest 
growing line in proportion to sales. Back it for all it's worth! 



































Are you planning far enough ahead? With cold-war tensions easing and our 
economy holding strong, it seems wiser and safer to make firm plans for 
10, 20, even 30 years ahead. The day will come, maybe when your son is 
running the store, when population explosion will obsolete your now-ample 
establishment. That building lot you've had your eye on may cost 30 per- 
cent more in 10 years. Population will jump 34 million by 1970. This is 
the equal of adding the population of Chicago and suburbs to our market 
every two years. New construction, now $55 billion a year, will top $65 
billion by 1970. Nearly $1 trillion will be spent on new building, and 
repairs to old structures by 1970. In terms of dollars, every store, home, 
school, and church will be replaced in the next 40 years. If you're going 
to change with the times, get busy now. 
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BRIGHT STAR ST 


DAZZLING NEW MIRROR-LIKE FINISH GUARANTEED TO PUT A 
GLOW i YOUR SALES! See it in three of the fastest-selling, freshest-styled stainless 


lines: Hallmark! Stylist! Silverskill! You'll see the same fine quality Wallace graded stainless. The same 
superior Wallace craftsmanship that gives you perfect balance |never bowl-heavy), perfect uniformity 
every time. All at the same familiar quick-sale price that trades-up your stainless flatware customers. 
See for yourself. Stock up on new Wallace with Deep-Glo today and watch them goooo00000000000! 


VVALLACE \\X| STAINLESS 


A DIVISION OF WALLACE SILVERSMITHS AT WALLINGFORD, CONN. SINCE 1835 
Want more facts? Circle 107, p. 89 
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Cm +: 
Model SS-210 Oscillating Sander 


3.5 amg eolig-lemmelah 1 -mmiile, 


grease-sealed ball Mode! SC-730M 7” Circular Saw 


1e n Telaleitate $ y hs 
aalteaiae Tela ahale 


ONLY HEAVY-DUTY 
INDUSTRIAL RATED POWER TOOLS 


riced to sell in volume: 


QUALITY NEVER BEFORE OFFERED AT turing every one of the most popular portable power tools: 
ANYWHERE NEAR THESE PRICES! “4, ¥%" and '2" Drills, 7” Circular Saw, Jig Saw and Oscil- 
lating Sander. And each tool offers outstanding features 
Until now there has never been a line of power tools with that put it in a class by itself. 
every conceivable professional feature at volume prices! The ball bearing jig saw, for example, has built-in-jig-light, 
But not only are Shopmate Starflyte Power Tools priced sawdust blower, 45° bevel adjustment, rip and circle guide, 
to sell in volume, they are equal or superior to the finest ball and needle bearings... plus a powerful 2.9 amp. 
tools made by any manufacturer! They are the only power industrial rated motor! Comes complete with three free 
tools you can sell that offer so much for so little! blades. No other jig saw offers so many outstanding fea- 
Starflyte features include ball bearings throughout, tures at only $39.20. 
heavy-duty industrial rated motors, 3-wire conductor cords, All other Starflyte Power Tools offer features just as out- 
permanent lifetime mirror finishes...and all the other standing at prices equally low! That’s why you'll make 
quality selling points usually found only in the highest bigger profits and keep your customers happier with the 
priced power tools. line that outshines them all...SHOPMATE STARFLYTE 
What's more, the Starflyte line is a complete line fea- POWER TOOLS! 


PORTABLE ELECTRIC TOOLS, INC. 


320 WEST 83RD STREET — CHICAGO 20, ILLINOIS In Canada: 452 Birchmont Road, Toronto 13, Ontario 


Want more facts? Circle 108, p. 89 
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by SHOPMATE 


Model 





$0-525 


Heavy Duty Reversible 


Drill 


Model $J-590 ” Saw 


‘elesta 
> 


— 


bevel adiust 


elueki ‘arek Ten 2enth elleh 2 ti 


45 


stroke 


Model SD-2550 


s’ Drill 
at 3 ] , ry i+ 
a amas ams 


amp. mot 


OUTSELLS, OUTPERFORMS, 
OUTSHINES THEM ALL! 


Want more facts? 


MAIL COUPON NOW... 


FOR COMPLETE INFORMATION INCLUDING PRICES! 


mail to: George Weatherby, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street ¢ Chicago 20, Illinois 


Please send me complete information on Shopmate Starflyte 
Power tools with no obligation. 
Name 


Firm Name__—| 


Address 


eee 


Zone State 


City 


My Preferred Distributor 


Circle 108, p. 89 
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FOR PROFIT stuosox 


Let Southern fasteners spell profit for your store. From quality manufacture through 10 0% 

the new NRHA-approved packaging bearing Southern's EZ to C© foolproof label, ON SOUTHERN 
Southern fasteners are dealer-preferred because they're customer-preferred. This is 

no accident because Southern Screws are pre-sold throughout the year in national FASTENERS 
craftsmen's magazines. 


Stock the full Southern Screw line —the screws that experienced craftsmen buy 
by the box. Put Southern Screws in your want book — or call the Southern wholesale 


distributor right now! Let Southern Screw work as one of your dependable profit partners % ° h SS 
starting today! FA . Oud 

Sold Through Leading Wholesale Distributors. Warehouses: New York + Chicago seer COm hae 
Dallas « Los Angeles 


Wood Screws Stove Bolts Machine Screws & Nuts s 


- 


¥ 

¢ 

f 

Ge % 
9 # moe 





more facts? Circle 109, p. 89 A 
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Before you look at the ads 


on the next 


BETTER LIVING - BETTER GIVING 


How wo 
burld sales 


with your 


BETTER LIVING 
BETTER GIVING 


BETTER LIVIM, - BETTER GIVING 


elelelojo]@ 


: 4 
BETTER LIVING - BETTER GIVING ¥ 


three pages... 


FILL OUT 
THIS 
COUPON 


Here’s how U.S. Steel’s Housewares and 
Home Furnishings Program will pre-sell your 
customers on merchandise made of steel. 
Take advantage of this national advertising 
and tie in for greater profits. Better Homes 
& Gardens ads (next 3 pages) in full color 
will be seen by millions of readers. Subject: 
housewares and home furnishings of steel. 
Two Saturday Evening Post spreads, in full 
color, will feature products of steel for out- 
door living and gift giving. United States Stee/ 
Hour commercials and / Love Lucy commer- 
cials will tell millions of TV viewers about 
housewares and home furnishings of steel. 
The STEELMARK, featured in all U.S. Steel 
advertising in this program, identifies prod- 
ucts made of steel. People will be looking for 
it on your merchandise. 

Tie in: Send for your free Dealer Kit. 


(Us) united states Stoo 


United States Stee/ 
Room 6097, William Penn Place 
Pittsburgh 30, Pa. 


Please rush me my free Better Living-Better Giving merchandising kit. 


Name 





Company 





Title 





Address 





City Zone 





State 

















teel is for better living, better giving 


This advertisement appears in the May issue of Better Homes & Gardens 














There’s something specially thoughtful about a gift of steel: You give more than smart good 
looks, you give the lastingness of steel. Your best wishes stay bright longer because steel is so color- 


ful, stylish and durable. It’s a good time of year for giving gifts... Mother’s Day, Father’s Day, 


June weddings and graduations. So give the present with a bright future—a stylish gift of steel. 


(iss) United States Steel lat! 
The STEELMARK on this tag tells 


spe tmenene you a product is made of steel. Look for it when you buy 








Steel is for al TT outdoor living 


ian »* 
Yee on oR" 
: see a. _ 


+ NN 
FT 


in cookouts on steel : iT) iN ‘ene equipment. Holiday relaxation 








7 


The STEELMARK on this tag telis you a 
product is made of steel. Look for it when you buy. | 


This advertisement appears in the April issue of Better Homes & Gardens 





.. puts the 
bugs in the bag... 


and the money 
in your pocket! 


NIGHT- FLYING INSECT TRAP 





A revolutionary night-flying insect trap— that 
lures insects with black light, sucks them into 
a velocity air stream and spins them into a 
plastic bag for easy disposal. It’s light —weighs 
less than six pounds; compact—only 14 inches 
high, and economical — runs all night long for 
30 nights for less than $1.00. Best of all — 
it has consumer utility and consumer appeal 
—a single unit displayed in your store will 
bring you steady sales and profits this summer. 
Stock up now! Order direct from your jobber. 
If he can’t supply you, mail the coupon below 
for the name of one who can. 


S PBEBECIFIiOCATIEON S$ 


Operates on 115 Volt, 60 cycles. 


Equipped with 10” grounding spike, 7 feet of rubber- 
covered, 3-wire cord. 


Housing of sturdy, long-lasting, Cycolac plastic. 


Motor, Black Light, and Ballast manufactured by General 
Electric. 


50 disposable plastic bags with each unit. 
Sealed-in (permanently-oiled) motor. 


Equipped with L-shaped hanger for wall, fence, post, or pipe 
mounting. 


Suggested 
Retail Price 
$54.50... 
generous profit 
to you! 








ys. PICNIC 
ga: s Ris 
5 ak 


MAIL COUPON TODAY! 
Ampsco Corporation © 1281 South Front Street © Columbus 6, Ohie 


As advertised in House Beautiful, 
Pane ee ee ee eee 


Living for Young Homemakers, and Popular Mechanics. 


Gentiemen: Please send me catalog page on the new 
Spinsect night-flying insect trap, and the name of your 
jobber in my area. 


NAME 
STORE 











AS Da ADDRESS 
1281 SOUTH FRONT STREET © COLUMBUS 6, OHIO CITY ZONE__STATE_ 
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when your 
customers mow 


YOU'LL REAP 

2 
PROFITS 
With 


—GUMOUT. 


Every power mower needs GUMOUT—especially after months 
of winter storage. GUMOUT, added to the gas tank, cleans 
out the carburetor and fuel system. With a clean carburetor -: 
engines start faster, deliver full power. 


GUMOUT will be used in millions of power mowers this sum- 
mer. Will you get your share of this market? Act now! Order 
GUMOUT today. Reap a bundle of extra profit this summer. 


For power mowers and small engines, 
you’re always right when you recom- 


mend and sell No. 508 Power Mower Oil. 


Order GUMOUT 

from your wholesaler or write: 

GUMOUT DIVISION PENNSYLVANIA REFINING COMPANY « CLEVELAND 4, OHIO 
Want more facts? Circle 112, p. 89 
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STANSCREW 


ro} mr Mm al-h" Mere) aleot-j ec) | 


in fastener service 


The hardware industry is fast learning the Stanscrew trademark means 
quality merchandise, important profits, fast service, and satisfied 
customers. 


Included in the more than 5,000 different types and sizes of Stanscrew 


fasteners are many especially designed for retail hardware operations. 
A few of these are shown at the left. 


Although it first appeared in 1958, the Stanscrew trademark repre- 
sents a wealth of fastener experience. For it combines the technical 
skills and specialized facilities of three major manufacturing divisions 


of Standard Screw Company, each an honored name for more than 
80 years. They are: 


THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


Stanscrew fasteners are quickly available through your wholesaler. 
Call him today. 


A NOTE TO WHOLESALERS 


If you are not already offering the profitable Stanscrew line to your 
dealers, get in touch with us today. You'll like our extra fast delivery and 
competitive prices. 


STANDARD SCREW COMPANY 
2701 Washington Boulevard « Bellwood, iilinois 


Want more facts? Circle 113, p. 89 
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% IK E presents a complete =a of SISALS 


packaged for convenient selling 


.., ROPE unoiled 


All sizes 1/4'’ diameter to 1'’ diameter 
420 lb. test — 6300 Ib. test. 


Put up in 100°ft. coils —banded. 


Put up in 52 lb. cartons—center pull 
dispensing type. 


.v >). TYING TWINE 


1 ply —160 lb. test—22 Ib. and 52 lb. cartons. 
2 ply —320 Ib. test—22 Ib. cartons. 

Put up on coreless tubes in individual 
self-dispensing center pull cartons. 


ART 961 
SISAL 


== =). WRAPPING TWINE 


55 Ib. test. Put up on 1/2 Ib. and 1 Ib. coreless tube. 
Each tube labeled and wrapped in cellophane. 


Put your confidence in 
the QUALITY LINE... 
Vinyl Weather Stripping Mop Heads . 
 WoeoodGlue Wrapping Twines 
Braided Nylon Line Kitchen Lines 
Seine Twines Express Twines 
Seine Cords Chalk Lines 
Trot Lines Parcel Post Twines 
Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Piastic Clothes Lines prepaid. Orders of less than $30.00 


Sash Cords _ Jute Twine f. o. b. Mill, Lawndale, N. C., Van Nuys, 
ce i nba . Gnbanee: Lines Calif., Marietta, Minnesota, Dallas, Texas, 
Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 
Starter Rope Freezer Tape $50.00, freight allowed to $1.00 per cwt. 
Jump Rope ' Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
oor ne regular zone of delivery. 


eS ne ae 


aa ; _— 
- 


; 7 
a ~ 


ee 
esrasuenco veo GICVElaNd Mills Company 000+.» 


14346 Bessemer St., Van Nuys, Cal.@ Marietta, Minn.@ 3104 Gaston Ave., Dallas 26, Texas e Waynetown, Ind. 


Want more facts? Circle 114, p. 89 
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No. 280 
CONTRACTORS’ PICK 


No. 2% 
CLAY PICK 
5, 6, 7, 8 LB. 


No. 430 
PICK MATTOCK 
5 LB. 


No. 424 
CUTTER MATTOCK 


6 LB. 3, 5 LB. 


No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24"", 30°, 36" Length 


No. 75 ‘ ‘ ‘ / No. 400 
PINCH POINT SQUARE HEAD WEDGE 
CROWBAR 3, 4, 5 LB. 
18, 22 LB. " ' 


3. 
CARPENTERS’ WRECKING 
BAR 
12", ie", 24"", 30", 3%" Length 


No. 88 
TAMPER TOP 
POST HOLE DIGGER 
16 LB. 


Stock these 


CITY TOOLS 


for 75% of your 
heavy hand tool 
requirements 


No. 74 Ca 

WEDGE POINT if 

CROWBAR \ 
18 LB. 


Here are the lron City Tools with 
the fastest turnover. Three of 
every 4 calls for heavy hand 

tools are for one or more 

of these items. You can stock 


No. 229-H 
NEVADA (Long Pattern) 
STRIKING HAMMER 
8 LB. 


the weights listed with con- 
fidence — they'll move. 


No. 325 H 
DOUBLE-FACE 
BLACKSMITHS’ 

SLEDGE 


4, 6, 8, 10, 12 LB. 
most popular 


0 tear Prenante Lad serene 2 ay oe. oe 
pa es pli ey ‘ g 3 oe eo * 


eon Giy Woot \Norks, re. 


BOX 791 * WARREN, OHIO 
Want oi oo Circle 115, p. 89 





LOOKS 6000 
WORKS BETTER! 


THE NEW Og SAS SB HANDI-GRIP PUMP OILER 


Here’s the ideal pump oiler 

for every use! Introduced by Eagle 

Guaranteed 5 years! 

Strong, leakproof steel body. 

Powerful positive-acting pump to 

deliver oil in full stream or one drop. 

No pump leathers, no soldered connections 

to wear out. Handy to reach those | New Eagle Handi-Grip Oilers come 
difficult places. Stout bottom, steady eS a ee 


| size has 6-inch rigid angle spout or 
stance, won’t tip over! Easy to hold, 7%-inch flexible spout. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 


Eagle products are also 


gee in Canada 


FACTORY, 
HOME, 
GARAGE, 
WORKSHOP 


Write for latest 60 Catalog, 
just off press, showing the Complete Eagle Line. It’s FREE. 


MANUFACTURING CO. wetssure, w.va. 


SERVING THE TRADE SINCE 1894 
Want more facts? Circle 116, p. 89 
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tinest quality at competitive price 


Manel @ 


401 Temperature-Pressure Relief Valve 


meets or exceeds latest F.H.A. requirements 
A.G.A. listed... fully automatic 


The A.G.A. listed Mansfield 501 relief 
valve is precision manufactured to 

offer the finest automatic temperature- 
pressure protection for hot water tanks 
and heaters. It meets or exceeds the 
A.S.A. Z21.22-1958 construction standard 
and all latest F.H.A. requirements. 


Quality features include extra heavy 
red brass body cast in Mansfield’s own 
modern foundry, stainless steel control 
spring, special bibb washer, test lever 
and 7-inch exposed (8-inch overall) 
straight extension tube. The latter, 
which is free from bulbs or other 
obstructions, assures unrestricted flow 
when installed directly in the hot water 
line. Only % inch in diameter, it will 
pass through all fittings and 
tank connections. 


Temperature relief is designed to 
begin at 200°F with full opening at 
210°F. After the proper amount of water 
has been discharged and the temperature 
falls, the valve automatically closes. 
— 8/16 inch seat opening, instead 
of the required minimum 7/16 inch, 
provides an added safety factor. Also, a 
pu 3/16 inch space between the tube 
and body keeps waterways free from 
liming or possible obstruction. 


Power element of the 501 is securel 
assembled to the body without threads 
or solder. 3/4 inch inlet and outlet. 
125 p.s.i. standard pressure setting. 
Other settings from 75 to 175 p.s.1. 
B.T.U. steam rating—95,000. Each valve 
individually boxed, 12 boxes baa x 
to a master carton. Mansfield 501 


_ Automatic Temperature-Pressure 
Relief Valve with test lever 
and 7-inch extension tube 


MANSFIELD SANITARY, INC. 


PERRYSVILLE, OHIO A-1827A 
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A dealer from Minneapolis, Minn., reports on Du Pont’s new spinning line: 


“otren is outselling 
our other premium 
spinning lines 


by 3 to I! 


says Fred Corrie, Corrie’s Sporting Goods, Inc., 


820 Marquette Ave., Minneapolis, Minn. 


“My customers hear a lot about STREN from other fishermen, 
so they’re already sold when they come to the store. They like 
its performance, too, because repeat sales are excellent. And 


I’ve never had any returns on STREN.” 


The great family of STREN products is the most prof- 
itable one you can handle, because the premium per- 
formance of STREN commands premium prices, which 
mean premium profits for you. And fishermen have 
already proved they’ll pay a little more for the best. 


Eye-catching 
new rack 
available 


This attractive display rack is 
available to you free through 
your jobber. Size 14’"x15""x 5”. 
It’s designed to hold any six- 
dozen assortment of the knotless tapered leader or the 
level-leader pack or a combination of both. This color- 
ful, all-metal, eye-catching rack works hard not only 
at the point of purchase, but also as a tie-in with 
Du Pont’s strong consumer advertising campaign.Why 
not get the details from your jobber now on his offer 


of this free counter display? 

If you don’t already have a full stock of STREN 
products, you’re missing premium profits. STREN mono- 
filament spinning line comes in 100-yard spools, single, 
two or six spools connected,in pound tests from 2 to 30. 
STREN knotless tapered leaders come in 9- and 7%- 
foot lengths and in a range of tippet sizes. STREN level 
leader is available in pound tests from 2 to 30, and in 
lengths from 8 to 20 yards. So order a supply of STREN 
products from your jobber or the representative of 
your authorized agent today (see list)—and get the 
free display rack with your purchase of leaders. 

A new 14-minute, 16-mm, color-sound movie en- 
titled ‘‘Hook, Line and What Knot?’ is now available to 
you for showing to outdoor clubs, civic groups, service 
clubs, etc. Included in this instructive film are the vital 
points of tying knots with spinning line. If you would 
like to borrow the film (the only cost is the return post- 
age), send your request, specifying when you want it, 
to: E. I. du Pont de Nemours & Co. (Inc.), Dept. P-55, 
Room 2507S, Nemours Bidg., Wilmington 98, Del. 


Want more facts? Circle 118, p. 89 
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STREN is distributed 
by these authorized agents 


Glen L. Evans, Inc. 
P. O. Box 691, Caldwell, Idaho 
Les Davis Fishing Tackle Co. 
1565 Center Street, Tacoma 2, Washington 
Newton Line Company 
South Main Street, Homer, New York 


Sunset Line & Twine Company 
Petaluma, California, and Florence, Ala. 


The Weber Tackle Company 
113 West Ellis Street, Stevens Point, Wisc. 
The Woodstock Line Company 
83 Canal Street, Putnam, Conn. 
Mason Tackle Company 
Route M-15, Otisville, Michigan 
Wright & McGill Company 
1400 Yosemite Street, Denver 8, Colorado 
Ashaway Line & Twine Mfg. Co. 
Ashaway, Rhode Island 


Cortland Line Company, Inc. 
67 East Court Street, Cortland, New York 








RES. U. 5. pat. OFF Monofilament Spinning Line & Leaders 
BETTER THINGS FOR BETTER LIVING. .. THROUGH CHEMISTRY 


The greatest advance in spinning line since spin fishing began! 


Want more facts? Circle 118, p. 89 
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To recharge, just unscrew cap... 





and plug overnight into any 
110-120-volt AC outlet. 


Sonotone.: 


Battery Division, Dept. B58-50 
ELMSFORD, NEW YORK 
Leading makers of fine transistor hearing aids, 
ceramic phonograph cartridges, speakers, 


microphones, electronic tubes, sintered-plate, 
nickel-cadmium batteries. 
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‘purty SONOTONE Rechargeable 
Flashlight Battery Cartridge 


A new, multi-use adaptation of the patented Sonotone sintered- 
plate, nickel-cadmium battery used in space missiles and jets. 
Gives at least 3 hours of strong, continuous light from a single 
charge with PR-6 bulb—or 1% hours with full-powered PR-2 bulb. 
Dependable in extreme temperature and weather conditions. 
Can be recharged hundreds of times at about “¢ per charge. 
Sturdy, leakproof construction — aluminum jacket — electrically 
shockproof. 

Full-year guarantee under heavy industrial use — backed by Sono- 


tone’s leadership of over 30 years in precision engineering and 
service. 


A completely new concept in long-life flashlight power! Replaces and 
outmodes any two “D” cells, for any purpose, in end-to-end use. Recharge- 
able overnight simply by plugging into any 110-120-volt AC outlet. Gives 
users a lifetime of service — gives you more profit than you make from 
selling 20 pairs of industrial ““D” cells! Retail price, Model FC-3, $9.95. 
(Also Standard Model FC-2 for home use—light lasts at least 1% hours 
with PR-6 bulb — $7.95 retail.) Order from your supplier now. 
Want more facts? Circle 119, p. 89 





means 


Heavy 1960 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, _ 
and push the entire line. = 


PACKS THE /\ POWER 
A 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
Want more facts? Circle 120, p. 89 
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BUSINESS & TECHNICAL 


1. ANNIVERSARY CELEBRATIONS MADE EASY (Peel, J. 
D.): Helpful to anyone responsible for setting up and carry- 
ing out complete public anniversary celebrations, and ex- 
ploiting publicity and public relations values of the ob- 
servance. .00 
EMPLOYE TRAINING HANDBOOK (Von Bleicken, B): 
Guidance on every phase of successful employee training. 
How to determine type of training best suited to your opera- 
tion, how to run a continuous tailor-made training ane 


tc. . 

- EXECUTIVE PUBLIC SPEAKING TECHNIQUES (Simmons, 
H.): Shows how to develop a sales ability, to make every 
talk successful, to be known as a dynamic, effective speaker. 
Gives confidence from which good personal and public rela- 
tions spring .00 
HOW TO GET INDUSTRIAL AND BUSINESS PUBLICITY 
(St. Thomas, C. E.): What to do and how to do it to get 
full publicity coverage for any business, industry or organi- 
omnes Aids securing efficient, effective publicity, advertis- 

g, sales promotion achievements. $5. 
INDUSTRIAL LEADERSHIP (Weber, C. A., and Karnes, J. 
W., Jr.): Leadership discussed in a way to focus attention 
on broad principles and generalizations. Presents phases of 
leadership common to schools, business, industry, govern- 
ment services. -00 

. INDUSTRIAL STOREKEEPING MANUAL (Melnitsky, B.): 
How stores department costs can be cut, how departmental 
efficiency can be upped, how modern management techniques 
can be put = > pies in daily stores operations for greater 
profits, effici $6.00 

: MANAGEMENT ‘OF INDUSTRIAL INVENTORY (Melnitsky, 
B.): How to set up complete inventory control system, how 
to organize inventory + ge how to keep in-process in- 
ventory under daily contr $4.75 

-. MATERIALS HANDLING. APPLICATIONS (Haynes, D. O.): 
Shows how to attain efficiency in operation of equipment and 
movement of materials, how to keep damage and accidents 
low, etc. $12.50 

- MATERIALS HANDLING EQUIPMENT (Haynes, D. O.): 
Gives help and know-how for cost cutting and improving 
competitive position of every firm handling, moving, process- 
ing, storing, packing, transporting, assembling materials or 
products. 17.5 

. MATERIALS HANDLING MANUAL (Harrington, C. C.): 
Practical materials handling equipment application book; 
covers installation, Soo gear maintenance; shows how to 
cut costs by using ht equipment for the best job. $6.00 

- OPPORTUNITY UNLIMITED (Clifton, M.): Advice on how 
to shift from college to job, how to get ahead in industry; 
points up educational qualities of value to management; 
shows how to find the sort of job which will start a person 
on his chosen career to progress through steps of building 
that career $3.95 
PLANT MAINTENANCE MANUAL (Clement, E. J., and 
Harrington, C. C.): Working basis for preventive main- 
tenance program for industrial plant equipment. Stresses 
the necessity for building “simplicity of maintenance’”’ into 
products. $5.50 
PRIMER OF LAMPS AND LIGHTING (Alliphin, W.): Basic 
easy to understand word and picture electrical information 
and lighting material to enable the reader/user to deal in- 
telligently with lamps and lighting layouts. A separate 
handy removable Slide Rule for rapid lighting calculations 
included. 10.00 

. TRAFFIC DEPARTMENT ORGANIZATION (Frederick, J. 
H.): Points up the increasing importance of the traffic man 
and his whole function in management and emis 


. USING PUBLIC WAREHOUSES (Frederick, J. H.): Treating 
storage as an important link in distribution, points out how 
traffic executives can eliminate wasteful motions which now 
increase cost of their products to consumers. J 


ARTS & CRAFTS 


16. WOOD CARVING WITH POWER TOOLS (Byers, R.): A 
book that will appeal to hand-carvers and hobbyists who will 
discover that they can create striking and beautiful forms 
with power tools; hundreds of step-by-step photos. $7.50 


SPORTS 


17. BATBOY OF THE BRAVES (Wick, P.): The dream-come- 
true story of Paul Wick, batboy for the Milwaukee Braves 
and the envy of every teen-age boy in Wisconsin; the inside 
story of the Braves as seen through the eyes of their batboy. 


= =e ee ee ee ee PP eS RH SH Se a a a 
CHILTON CO.—Book Div. ae 
Dept. HA-55 a § 
56th & Chestnut Streets 9 
Philadelphia 39, Pa. 10 
11 
12 
Piease send me the book(s) | have indicated: 
[] Remittance Attached; (| Bill Me (Plus handling costs) 
[] Also, please send me the latest catalog. 
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18. 


19. 


KNOWLEDGE IS PROFIT—READ MORE—MAKE MOE 


. .. with CHILTON business, technical, self-help, sports, boating books 
DO A BETTER JOB ... GAIN MANAGEMENT RECOGNITION! 


GUN TRADER’S GUIDE (Wahl, P.): The “bible” of the 
gun-swapping fraternity; with current values for domestic 
and foreign weapons from 1900. . 

HANDBOOK OF SELF DEFENSE (Martone, J.):A manual 
prepared for the law-enforcement officer, and anyone who 
wishes to exce! in offensive and defensive techniques and has 
an interest in keeping physically fit. $2.95 


. HI-STANDARD PISTOL GUIDE (Leyson, B.): This guide is 


a must for anyone interested in High Standard pistols: pistol 
shooters, gunsmiths and anyone interested in guns. $1.95 
HOW TO BE A CRACK SHOT (Parmelee, C.): Hundreds of 
photos reveal training methods and shooting secrets of a real 
crack shot, a man acknowledged as one of the finest shots 
the world ever saw. In over 35 years of demonstration and 
teaching, he never had a single shooting accident. $1.00 


. NEW ANGLES TO BASS FISHING (Radke, E. F.): A com- 


posite of the knowledge and experiences of the author in 
many years of fishing, principally for bass. It contains many 
helpful suggestions and tips on fishing methods, tackle, and 
equipment. $5.00 


-. SPORTSMAN’S GAME AND FISH COOKBOOK (Adamson, 


H. C., and Adamson, H. L.): A cookbook for those who shoot 
their own game and catch their own fish. Nine hundred 
North American regional recipes with ways to preserve 
fresh-killed game for home cooking. An outdoor cookbook 
for indoor kitchen pleasure. $5.95 


- WATERFOWL SHOOTING (Labisky, W. R.): How to pre- 


pare for trips afield, the best techniques over various ter- 
rains, recommended guns and loads, the preparation and 
use of decoys, identification of ducks and geese, methods of 
shooting in various situations. 


. WATER SKIING FOR ALL (Prince, W.): Slalom, turn- 


around, jumping, show, saucer, trick, doubles—even how to 
put on shows and tournaments. $3.75 


BOATING 


26. 


BUILDING YOUR BOAT FROM PLANS AND KITS (Kelly, 
H.): What tools are needed, the proper wood and fasteners 
and where and how to buy them, step-by-step photographs 
showing how to build a boat, the finish, trim and hardware 
and equipment. $2.95 


. FITTING OUT AND REPAIRING YOUR BOAT (Canfield, 


J. D.): Methods of repair and maintenance on planked, lap- 
strake, plywood, aluminum, steel and fiberglass hulls are 
covered. Specific suggestions on methods to prevent costly 
repair bills. Illustrations show ‘‘how it’s done.”’ $2.95 


. GUIDE FOR THE EXPERT OUTBOARDER (Whittier, B.): 


The author covers such advanced subjects as the planing 
hull, performance experience, skillful handling and steering 
at high speeds, porpoising, adjusting the outboard motor, 
servicing, outboard compasses, tachometers, radio telephones, 
using twin motors. $2.95 


. GUIDE TO BOATMANSHIP (Aymar, B., and Marshall, J.): 


For the new boat owner needing to know how to run it, and 
the old-timer who wants to brush up on the seamanlike way 
to handle his boat, this guide clearly shows how with large 
step-by-step photographs and easy-to-follow directions. $2.95 


. GUIDE TO BUYING YOUR BOAT (Bowman, H.): The 


author points out the best uses of wood, plywood, fiberglass, 
aluminum, and plastics, plus what to look for in buying a 
boat—both new and used. $2.95 


. GUIDE TO CARE AND REPAIR OF YOUR OUTBOARD 


MOTOR (Bowman, H.): Shows in detail why well-maintained 
outboard motors do not fail and spots the tell-tale signs of 
trouble in advance; how an outboard motor functions, points 
out how to detect malfunctioning, how to prevent it and 
what should be done if breakdowns occur. $2.95 


. GUIDE TO EQUIPPING YOUR BOAT (Whittier, B.): An 


up-to-date and comprehensive book on boating accessories, 
their installation and uses. $2.95 


. GUIDE TO SAILING (Fowle, L. M.): The irt of sailing for 


beginners in a fashion understandable by all. The basic 
components making up the hull, spars, rigging, and sails of 
small boats are discussed. The theory of sailing (aerody- 
namics) is completely covered. $2.95 
GUIDE TO WATER SKIING (Bartlett, T.): Expert pointers 
on how to ski, for both the beginner and the more advanced 
skier. Emphasis is on how to handle your boat and what 
equipment is the best to use to have the most fun. $2.95 


. USING YOUR BOAT FOR FISHING (Rogers, E. L.): Types 


of boats to use, from ‘“take-alongs’’ to salt-water cruisers 
and their proper engines, the best techniques for catching 
fresh and salt-water fish, where to find fish, what tackle 
to use, and how to use it. $2.95 


FREE: Latest catalog 
describing the complete 
list of Chilton books 
hundreds of titles, 
many different subjects. 


CHILTON CO.— Book Div. 


56th & Chestnut Streets Philadelphia 39, Pa. 
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Cash in on your share of Church Seat national advertis- Stock Church Seats — available in a wide range of styles 
ing support — and the fame of the Church brand name. and colors through your hardware wholesaler. 





Church I he best seat in the house...” 


A) Standard and Standard@ are trademarks of 
American Radiator & Standard Sanitary Corporation. cy AMERICAN -Standard 


Want more facts? Circle 122, p. 89 
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Npeedy Sprayer 


e/ow price! 
© high profit! 
¢ fop quality! 
¢ nationally 
advertised! 


ADVERTISED 


POST 


New 1/4 H.P. at Popular Price! 


Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size 
Spray Gun. Develops 25 Ibs. pressure 
with any % h.p. motor with 42” shaft. 
Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 


Sao ‘ 
No. 890 1/3 hp Sprayer No. 544 Mobile Twin 


Proved favorite since No job too big for this 
1921! Delivers 30-40 lbs. powerful Master Twin 
pressure, 2 cu. ft. clean, Sprayer. Wheels easily 
oil-free air per min. Never on semi-pneumatic tires. 
needs oiling. Outfit with Delivers 4 cu. ft. air, 40 
No. 112 Gun etc., without ibs. pressure. With 
motor only..... $42.50 wheels, No. 131 Gunetc., 


909 Mobile Kit adds mobility to less motor only $88.00 
890 Sprayer, extra $7.50 


ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catclog 


w. R. BROWN CORP. 


SPECIALISTS IN PAINT SPRAYERS SINCE,1921 


Want more facts? Circle 123, p. 89 
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NEW tuneaos 


make the difference! 


Wipes Clean 
in Seconds! 


* New 3-Twist Lok-Spin Cap! 

* Draws in Bulk Caulk—Vacuum Fast! 
* Fits All Cartridges Snug! 

* Takes All Standard Nozzles! 


. 
ger © 

Only “VITAL” makes : “Ac cw 

Caulk Guns exclusively =: 

— completely. From us 

you select only the guns 

best suited to your cus- 

tomers’ requirements — 

shipped to you direct — 

on time ...WNo need fo 
overstock. 


CRADLE-CAULKER 
Takes spouted cartridges 


CAULK-MASTER 
Our wide selection of - For spoutless cartridges 


betticineets ahit disies cobb esebddsesetscee 
with all the established 
diameters and lengths, is 
the result of years of ex- 
perience in interpreting 
what the industry requires. 


MAINTENANCE 
Bulk and cartridge gun 


All of the improvements 
on caulking guns are con- 
tinually being made at se 
“VITAL” where we can : Bulk ae ey 
serve you betterthanany- : for longer loads 
one else, at lower prices, 
and with quality 
beyond your 


expectations. 


MANUFACTURING CO. 


7504 Quincy Avenue * Cleveland 4, Ohio 
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TAKE IT FROM GARRY MOORE! 


“Boost your spring sales... 
Get aboard the biggest 


promotion ever for America’s ¢ 





finest house paint!” 


SPECIAL “Sie 
LOW PRICE on Pittsburgh 


UN-PROOF tam 


PAINT 
Beginning May 15th... for limited time only. 





Backed by a tremendous advertising program that 
will reach many millions of homeowners 


GARRY MOORE TV SHOW e All newspaper ads will carry names and addresses 


e Nearly twenty-five million viewers will see and 
hear about this special SUN-PrRoor offer on 177 
CBS-TYV and affiliated stations Tuesday evenings. 


e They'll also see dramatic demonstrations of 
SuN-Proor’s resistance to discoloration from 
exhaust and fuel fumes. 


NATIONAL MAGAZINES 


e Many millions of homeowners will see the con- 
vincing proof of SUN-PROOF’s superior fume- 
resistance in ads in national magazines. 


LEADING NEWSPAPERS 


e Nearly thirty million readers of hundreds of 
major newspapers will see smashing announce- 
ments of SUN-PROOF’s special low price. 


Watch the Garry Moore Show—CBS-TV—Tuesday evenings. 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


of dealers who sell SUN-PROOF. 

POINT-OF-SALE 

e Dealers will be provided colorful, attractive 
point-of-sale advertising that ties them in with 


this promotion and focuses attention on their 
stores as SUN-PROOF headquarters. 


How you can cash in on this 
opportunity to increase sales 


If you wish to increase your paint business this spring, 
arrange now to put this SUN-PRooF advertising to 
work for you. Just get in touch with your nearest 
Pittsburgh Plate Glass Company branch. Or mail 
this coupon. 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-50, Pittsburgh 22, Pa. 


Please send me additional details on how I can par- 
ticipate in your special SUN-PROOF spring promotion. 





Address 
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MINIATURE SIZE! Low priced. Plain 
dial. Model 7S261, $4.98 x 


PLUS REPEAT ALARM! New! Cue-ette 
Snooz-Alarm clock. Model 7S268, $5.98 x 


WITH LIGHTED DIAL! Lights up at 
night. Model 7S261-K, $6.98 x 


EVERYTHING! NEW! Miniature, lighted 
dial Snooz-Alarm clock. 7S268-K, $7.98 x 





IT’S RED HOT IN EVERY WAY! 


New Clocks! Best Brand! New Display! 


Now General Electric offers you four different mini- 
ature clocks just made for impulse buying. What’s more, 
they’re all packaged in individual see-through cartons 
with their own selling message and protective plastic 
“bubble.” And the General Electric name means they 
enjoy a 7 to 1 consumer preference plus advertising in 
TV, Sunday magazines and newspapers coast to coast. 


This FEATURE FOUR display is big in everything but 
size. Also, salespeople can win free 78268-K! General 
Electric Co., Clock and Timer Dept., Ashland, Mass. 


INDIVIDUAL SEE-THROUGH PACKAGES 
can be shown in the FEATURE FOUR 
display or by themselves. They identify 
each clock, point out the features, pro- 
vide a clear, protective plastic “bubble.” 


“CUE-ETTE” FEATURE FOUR DISPLAY (DEAL 1-60) 


1 Cue-ette Plain Dial Model (78261). . $4.98 * 
1 Cue-ette Model Snooz-Alarm® Clock (7$268) $5.98 * 
1 Cue-ette Lighted Dial Model (7S261-K) $6.98 * 


1 Cue-ette Model aneyexeanel — — naa 


dial (7S268-K) . $7.98 * 


TOTAL RETAIL VALUE . $25.92 


Suggested Dealer Price (1 ~ 1-60, _ ~ 
(2 or more Deal 1-60)—each. . . 
DEALER PROFIT 


* Manufacturer’s suggested retail prices, applicable taxes extra. 


®Snooz-Alarm is a registered trademark of General Electric Company to identify 
its brand of repeat alarm clocks. 


. $16.23 
. $ 9.69 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


Want more fects? Circle 126, p. 89 
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| 28 


AND ANY OLD CAN OPENER 


th 
ANNUAL 
SWING -A-WAY 
TRADE-IN SALE! 


A SELL-OUT THE PAST 7 YEARS 
Here’s just the right ORDER YOUR TRADE-IN DEALS NOW! 
prescription for pulling 
traffic during dull sum- 
mer weeks..the 8th an- TRADE-IN allowance, 
nual SWING-A-WAY = | Packed 
money-saving TRADE- ay 20M cin ore COUNTER DISPLAY 
IN promotion. YOU | 
GIVE $1.00 TRADE-IN 
ALLOWANCE for any 
old can opener toward 
the purchase of a regu- 
lar $3.98 Swing-A-Way 
Standard MagneticCan | 3 | | 
Opener, and MAKE | CAT NO. | CONTAINS | RETAIL EACH | TOTAL RETAIL 


YOUR FULL SWING- | 123 | 3-No.607W White | $2.98 $17.88 | 


3 #123 DEALS TO SHIPPING CARTON we. 27 bs. 








A-WAY MARK-UP. 1 edie © Fae 
Hundreds of dealers 7 

were disappointed last 
year. Better act now! 


Order the No. 123 youwcan sell more, make more ~« [SUING “A- Way) 
TRADE-IN deal at 


your usual discount. 














SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE + ST. LOUIS 16, MO, 
Want more facts? Circle 127, p. 89 
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..2WITH ALCOAS 1960 MARKET MAKERN 


Reach for that extra profit—higher turnover and greater 
volume—from aluminum sporting goods with the support 
of network TV .. . heaviest-in-history national magazine 
advertising . . . an unsurpassed assortment of direct selling 
tools, merchandising and promotion—al/ focused on the 
symbol of things new and good: the famous red, blue and 
white ALCOA LABEL! Start now by reading about all the 
things Alcoa has in store to help you sell . . . and then send 
for your personal copy of the Alcoa 1960 Market-Maker 
Planning Guide. 


SELL WITH NETWORK TV—Take a look at the net- 
work television programs Alcoa has scheduled to push 
Alcoa® Aluminum sporting goods sales soaring! On Alcoa 
Theatre, every other week, millions of viewers will see and 
hear aluminum commercials . . . will be entertained and 
sold at the same time. On Alcoa Presents, each week, more 
millions of TV fans will be exposed to 
and influenced by other hard-hitting, 
selling commercials. Each of these 
popular programs has gained the atten- 
tion and respect of customers all over 
America, customers who will come 
into your store to buy the Alcoa-labeled 
products they see on TV. Be ready for 





them by scheduling your own promotions, by installing in- 
store displays, window banners and counter cards. 


SELL WITH NATIONAL MAGAZINE ADVERTISING 

—Your customers will see attractive, full-color advertise- 

ments in leading national magazines. Holiday will tell its 

hundreds of thousands of pleasure-seeking readers how 

they can have more fun, season after season, with sporting 

goods made with lightweight, sturdy Alcoa Aluminum. 
And The Saturday Evening Post “influ- 
entials” (over two million of them! ) will 
not only read about aluminum sporting 
goods, but will tell their friends, too! 
You will find reprints of the Alcoa 
consumer advertisements on aluminum 
sporting goods in your Market-Maker 
Planning Guide. 


SELL WITH THE FAMOUS ALCOA LABEL—Remem- 
ber the label your customers know and respect as a symbol 
of quality when it comes to aluminum sporting goods: the 
famous Alcoa label. This bright red, blue and white label 
is their guide to all that’s good and all that’s new. Be sure 
every aluminum badminton racket, every piece of alumi- 


Want more facts? Circle 128, p. 89 
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num sporting goods you stock carries this label . . . and, if 
it doesn’t, ask your supplier “why not?” 


START REACHING NOW ... let your Alcoa 1960 
Market-Maker Planning Guide help you MAKE BIGGER 
PROFITS FROM ALUMINUM SPORTING GOODS— 
Climb to new profit heights! Here’s a promotion guide— 
completely filled with retail-proven sales and promotional 
tools: promotion suggestions . . . publicity ideas . . . selling 
features of the products themselves that will really help 
your sales force go! Here’s a package that will help you 
earn bigger profits from aluminum sporting goods than 
ever before! 

Order your FREE copy of the Alcoa 1960 Market- 
Maker Planning Guide today ... and be ready to use the 
wealth of exciting material it contains—a new approach 

to sporting goods retailing. And re- 
member: the Market-Maker promotion 
is backed by one of the most famous 
symbols in America—the Alcoa label, 
consumers’ guide to the best in alumi- 
num sporting goods. Order your Plan- 
ning Guide right now with the handy 
coupon at right. 


Your Guide 
to the Best 


in Aluminum Value PLU PALIN LRA 


MILL PRODUCTS 


ate Bee COM FaeY CF 4ER' EA 





Aluminum Company of America 

1605-E Alcoa Building, Pittsburgh 19, Pa. 

Please send me a copy of the brand-new, exciting Alcoa 
1960 Market-Maker Planning Guide . .. so I can 
use it to help sell aluminum sporting goods in my store. 


Store Name 








Address__ 








City. wth : P — 





ee SS SS eS SS eS ee ee 


Ordered By___ a EG 
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market 


BOOPUAG «0 0+ 


HERE’S 

AN EASY WAY 
TO GET A 
SHARE OF iT 


Marine Padlocks GO 


- INDEPENDENT LOCK COMPANY, FITCHBURG, MASS. 


This handsome counter or wall display 
board is one sure-fire and easy way for you 
to cash in on what is becoming America’s 
No. 1 leisure pastime: boating — outboard 
motor boats, cabin cruisers, sail boats etc. 
On virtually every boat afloat there are 


® All brass throughout 


many uses for the right kind of padlock 
— lockers, hatches, refrigerators, bulk- 
heads, outboard motors etc. 

lico now offers you a special assortment 
of Marine Padlocks specifically designed 
to meet rigid, all-weather requirements: 


® Heavy, one-piece brass casings 


® Resistant to corrosion and erosion 


® Variety of sizes and shackle openings to meet all applications 


The colorful display board is yours for Free 
... you pay only for the hardware. Ilco’s 
Special Introductory Assortment (available 
for a limited time only), consists of 

3 each of 6 numbers: 1 of each 


INDEPENDENT LOCK COMPANY 


padlock on display board — others individu- 
ally packaged. This small investment starts 
you properly in this lucrative new market. 
Don’t delay. Ask your jobber for full de- 
tails, or write us direct. 


\W FITCHBURG, MASS. 
Want more facts? Circle 129, p. 89 
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Why aren't all filters WHITE? 


Honestly, we who make AMER-glas filters don’t know why all filters 
aren’t WHITE! But then AMER-glas is the only nationally 
distributed filter made by filter specialists. Result: an engineered air 
filter of the highest efficiency. White and clean looking, free of prickly 
slivers, and with a built-in longer life. 


AMER-glas ... made by men who know how to make filters best, and 
how to help hardware dealers sell more of them. 


“AMER-G/1S FURNACE AND AIR CONDITIONING FILTERS 


* BI 


Ul. 


FILTER 


AMER- 


iy 


“AAR | ne ae Ai Litter COMPANY, INC., LOUISVILLE, KY. © WORLD'S LARGEST MANUFACTURER OF AIR FILTERS 
Want more facts? Circle 130, p. 89 





Complete with Fasteners 

No Cutting—No Waste 

Small Refill Packs 

Minimum Inventory 

100% Dealer Profit 

14 Multi-Purpose Mouldings 
Cover Most Customer Needs. 


WRITE 


FOR sPECIAL saints 
CHROMEBRITE MERCHANDISER DEAL: 
T RODU CT ORY = 2 bao cs cioeze, ail Cost $81.06 
IN OF Ri is ee welded steel nile 
rE a trimmed in chromebrite 


5 4 EXTRA SALABLE SAMPLE TRIMS 
r Jobber Salesme Retail Value $8.16 FREE 


United’s Moulding Merchandiser is com- 
pact, occupies only % square foot. 










































































Or Ask You 


UNITED INDUSTRIES, Inc. 231 S. LaSalle Street. Chicago 4, Illinois 
Want more facts? Circle 131, p. 89 











ANUFACTURING COMPANY 


ee 


“WORCESTER, MASS., US UA. . 


Pn, 


This NEW all purpose set of pressdwood, plastics, non-ferrous 
Parker quailty, is mounted on a metals — even mild steel. Gen- 
colorful, eye-catching display card. erous 5” throat depth. Mahogany 
Plated, rust resistant, sturdy Parker finished hardwood handle. Blades 
frame with four blades — extra oil hardened and tempered, with 


ith a king-sized 
fine, medium (2), and coarse — filed and set teeth. wi a ing-size 


for sawing all woods, plywoods, 


Manufacturers of World Famous Trojan Saw Blades and Frames Pp r ofit for you 


SUGGESTED RETAIL 


PARKER MANUFACTURING COMPANY 


eb th ee 2 So Oe on oie ee 
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DIAMALLOY 






PLIERS & 
WRENCHES 





The DIAMALLOY 
GROOVE JOINT 
PLIER LINE starts 
witha... . 


16 -inch SIZE 
ee With Jaws that Open 414, inches 


(Enough to Grip 2-inch Pipe Fittings) 


You will sell more tools if you make sure the line 
of adjustable wrenches and pliers you carry, 
bears the familiar Diamond and Diamalloy Trade 
Marks ... You will strengthen your tool business 
if you have a good stock and display the finest 


quality tools. Remember these trade marks... 


DIAMOND 


DIAMOND TOOL 3/10/0606 (;,, 


~~ DULUTH, MINNESOTA * TORONTO, ONTARIO 
ce 
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Stanley Uni-Rack displays stop the shopper, stimulate profitable 
impulse sales. See listings below. Note wide range of tools and prices. 


STANLEY PROFITOOL UNI-RACKS 


Easy to install... designed for fast self-service! 


Stanley Profitool Uni-Rack merchandising is tested and 
proved. With Profitool it is the 25% shown here that 
gives you 80% OF YOUR HAND TOOL VOLUME. 
Here in one compact, easy-to-shop space you can effec- 
tively display all the most-wanted hand tools. A price 
ticketing system* saves you your time and the shopper’s 
... helps you control stock. You can maintain a lower 
inventory, yet display fast-moving tools to better advan- 
tage. Most important—customers quickly see what they 


EVERY STANLEY UNI-RACK PROVIDES... 


A pre-selected, balanced assortment of best-selling 
items in free, easy-to-install display racks. 


A selling and stocking arrangement of fast-turnover 
items designed for self-service, impulse sales and easy 
stock control. 


The opportunity to use the Uni-Rack individually or as 
part of an integrated, modern merchandising program. 


46 © HARDWARE AGE, May 5, 1960 


want, select other attractively displayed tools on impulse, 
help build your volume! 

Decide now to set up your Hand Tool department with 
modern Stanley Profitool Uni-Racks. Your wholesaler 
carries complete Stanley Profitool stocks and will gladly 
help you. Call him. 

*A Registration Card System keeps us informed on which 


Uni-Racks you are displaying. Whenever prices change, you 
immediately receive new price cards to slip into the Uni-Rack. 


ORDER FROM YOUR 
STANLEY WHOLESALER ! 


or write: 


Stanley Tools, Div. of The Stanley Works, 
Department 3805, New Britain, Connecticut 
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STANLEY 








BOOST SALES, TURNOVER, PROFITS 


WIRE RACK FREE WITH EACH UNIT PURCHASED 


No. 8A— Planes No. 3D— Yankee-Handyman No. 215D— Power Bits No. 2940D—“Surform” Tools § No. M11D— Special 
Your Cost........ $34.85 Your Cost........$22.05 Your Cost........ $16.20 $44.60 Hammers 
Retail Value Retail Value Retail Value Retail Value...... 66.65 


No. BHSD—Boring Tools No. J11D—“Jobmaster” No. 1050M—Chalk-O-Matic No. 15200—“Screw Mate” 
Your Cost........$22.22 Hammers Your Cost $20.32 
Retail Value 33.35 oe ae is ants se Retail Value 
etail Value . 


Your Cost........ Your Cost...... 


feu Yokes : Retail Value...... 51. . 44, STOCKS AGAINST 
ter . STANLEY’S 


-60 etail Value : . . 
No. 120—Folding Rules. . Ne. 105D— Power Bit COMPLETE LINE 


Your Cost........ $15.00 Your Cost 
Retail Value * Retail Value " Retail Value...... 26.90 


AMERICA BUILDS BETTER AND LIVES BETTER WITH ST 


* springs * coatings © strip steel * steel strapping—made in 24 olants in 
REG. U.S. PAT. OFF. _CANADIAN PLANTS: HAMILTON, ONTARIO AND ROXTON POND, P. Q. 


Want more facts? Circle 134, p. 89 
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PROPANE OR 


With the C&L complete line from one reliable source, 
you eliminate all heat tool ordering and stocking 
problems. And over eighty years of acceptance 
insures your profits. The same high quality that makes 
C&L the established favorite of professional 
craftsmen makes every homeowner customer a 
satisfied repeat customer. Write today for details 

of the line that sells better and stays sold. 


CLAYTON & LAMBERT 
MANUFACTURING COMPANY 
1701 Dixie Highway, Louisville 10, Ky. 


Want more facts? Circle 135, p. 89 
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GASOLINE 


C&L has the 
right torch 


or firepot 


for every 


customer... 


for over seventy years 
a famous name in heat tools 





Swingline *4” Staple Guns 

are nationally advertised 

in more magazines than 
any other brand! 


Kosults : More Swingline *4” Staple Guns are sold 
than all others combined! 


*With exclusive push-button loading and built-in staple extractor. Handle lock. 


al * 
SS ~ 
FOR COMPLETE INFORMATION, CONTACT: winglene: INC. LONG ISLAND CITY 1, NEW YORK 


World's Largest Manufacturer of Staplers for Home and Office! 
Want more facts? Circle 136, p. 89 
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BRILLIANT 
NEW CONCEPT 


New double sturdiness in an 
OPEN ENDED towel bar. 
Now from GENERAL CHROME 
—the beauty and convenience 
of Accent styling, combined 
with the extra security of dual 
mount design. Unique mount- 
ing fixtures on 16 inch centers 
for special ease of installation 
and stay-fast holding power. 


THE IN BATHROOM ACCESSORIES 
rHeAoacdt LINE IS YOUR PROFIT LINE = 


Striking blend of beauty, quality, practicality and = 

individuality mean eye appeal and buy appeal for Handsome, 
the discriminating consumer. Individually unique ri S aes space saving 
styling and superior functional design makes : towel ring — 
GENERAL CHROME the bathroom accessory choice : | pioneered by 
of modern minded homemakers. EASIEST TO SELL! etter 


Lifetime chrome 
quality in finely 
styled recess 
fixtures. 


eats Saami F Modern in beauty and convenience FOR LEADERSHIP IN BATHROOM 

—open ended towel bars with ACCESSORY MERCHANDISING 
A standout on your practical single point mounting ob- BRIDGMAN, MICHIGAN 
showroom floor — the solete old fashioned towel racks. 


i ti ispl f th GENERAL 
full Une Display of the =e sae Inui Card... ENRALSZ a 


tures. Put this great sell- Send for Free Catalog. BRIDGMAN, MICHIGAN 
ing aid to work for you. Jobber inquiries cordially welcomed 


Want more facts? Circle 137, p. 89 





A good pair of team-mates to dis- 
play and sell together. Each has great 
eye-appeal and is beautifully pack- 
aged — together they cover most 
fishing needs, are easy to sell. Long 
life and sturdy performance are built 
in by AIREX, America’s oldest 
maker of Spinning Tackle. 


IMPALA — easy to sell, easy to use. 
Has all of the features of the high 
priced models but priced for volume 
sales. All metal, beautiful Epoxolite 
finish. List $12.95. 


LARCHMONT — exclusive quadrant 
Brake, 2 different size spools to hold 
200 yds. of 6 Ib. test line or 200 yds. 
of 10 Ib. test line. Handsome gold 
Epoxolite finish. 


List (with 2 spools) $32.50. 


Unconditionally Guaranteed by 


AIRE X< 


Division of The Lionel Corporation 
15 East 26th Street, New York 10, N. Y. 


Want more facts? Circle 138, p. 89 
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Dealer Price 
$15-% 
EARNS %13.22 
FULL 


FREE! DISPLAY AND 10 EXTRA BLADES—60 Day Offer! 


50 BLADES WITH EACH DISPLAY—50 of the finest wood and metal cutting blades for the regular price of 40 blades alone. 


5 BLADES FOR PRICE OF 4 Each col- 
orful card contains (5) blades; one 
popular type per card. Each blade 
separately encased in clear plastic. 
The package of five blades sells for 
the price of four individual blades . . . 
40¢ to $1.25 savings per purchase. 
All prices clearly marked. Individual 
blades easily detached from perfo- 
rated card. 


SELF EDUCATING DISPLAY Superior 


Disston blades fit 16 leading makes 
of sabre saws. Each make listed on 
display and cards. Type of blade, 
number of teeth and material blade 
cuts best clearly stated. Total blade 
assortment handles combination of 
39 materials or cutting jobs. 


DISSTON BLADES FOR ALL USES 
Disston. Sabre Saw blades are the 
finest . . . suitable for professional or 
hobbyist to cut ferrous and non-fer- 


rous metals, wood, plastics, rubber 
and leather. Wood cutting blades 
machine set and sharpened. Metal 
cutting blades are high speed steel; 
milled, then raker and wave set. 

Order Disston Sabre Saw Blades 
and FREE display from your jobber, 
now! Display size 84” x 12”, ap- 
proximate complete shipping weight 
2% lbs. 

Disston Division, H. K. Porter Co., 
Inc., Philddelphia 35, Pa. 


DISSTON DIVISION pf] DTP H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 


Want more facts? Circle 139, p. 89 
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e Kills, prevents mildew, mold and odors. 

e Won't stain finest fabrics. 

e Leaves no odor. 

e ideal for surfaces: walls and floors — mattresses, rugs, drapes, 
etc. — luggage, suits, dresses, shoes, cellar, laundry, bathroom, 
blankets, sporting equipment, garbage pails . . . HUNDREDS OF 
OTHER USES! 


INTRODUCTORY OFFER 
#-#DS-913 
SPECIAL 50% DISCOUNT! 
Good only until July 15, 1960 
Retail List Price 
40% Discount 


Cash Refund 
Your 50% Profit 


*You'll find a special certificate packed in each carton of De-Moist 
Mildew Spray. Simply return it to G. N. Coughlan Co. along with 
your retail letterhead or billhead and receive a $1.53 cash rebate. 
This gives you a full 50% discount on purchase of De-Moist 


Mildew Spray made before July 15, 1960! 
Want more facts? Circle 140, p 89 
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PROBLEMS FOREVER 


e America’s largest-selling, biggest money-making chemical 
dehumidifier, summer after summer. Bound to be bigger 
than ever! 

e Won't drip, odorless, completely safe — can be used over 
and over again. 

e Works in all areas — closet, cellar, TV, laundry, car trunk, 
locker, tool chest, playroom...wherever dampness occurs! 


Assortment No. 1178 


SHIP WT. 14 LBS. 
7 — 1202. Closet Size ($1.39 €@.) 0... cece 
2 — 50 oz. Basement Size ($4.95 @€.) 00... cece $ 9.90 
$19.63 
Your cost $11.78 
"OPEN STOCK (Fair Trade — Price Protected) ee a 


spe ye ———— 





List List | 
| Size | _—— Pack __—_—|_-Weight | Per Case| Each | egyds G oa ST 
Sa mee _DE-MOIST MILDEW SPRAY ad 
-913| 12 0z.| 9 can display carton | 9¥2 Ibs.|_ $15.21 | $ 1.69 
<4 ———————————— 
-12 | 1202] idoz, | i2¥elbs.| 20.28 | 1.69 | 
ee _ DE-MOIST AIR DRYER 
ages [ao] i es] seme e138] BARRAGE 
p——ae el v2 EERE - | £90 ae. -——— * 
[~p-160*[ 10 tbs.[ 2 only id tbs. [12.95 | 12.95 | Keeps De-Moist No.1] Seller Across the Nation 
| (*Kit contains: 10 Ibs. bulk De-Moist, plastic scoop, ‘“‘Easy-to-do” chart 
_for all uses, assortment of 7 drawstring bags.) 





G. N. COUGHLAN, West Orange, N. J. 


Mfr. of Nationally Advertised Mr. Slick Silicone Lubricant, Chimney Sweep Soot Destroyer. Oven-Aid Oven Cleaner, Easy-Aid Silver Cleaner. 
Want more facts? Circle 140, p 89 





A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 


No. 50 Merchandiser contains 


5 packets each of the following 





Type 


Style 


Length 


Teeth 


Width 


No. of 
Blades 





Jig 


Pin 


5” 


10T 


.125” 


8 








Jig 


Pin 


5” 


15T 


.093 





Jig 


Blank 


6” 


10T 


125 





Jig 


Blank 


6” 


15T 


.093 





Jig 


Blank 


6” 


18T 








Sabre 


Sabre 


6” 


8T 





Coping 


Loop 


6” 


16T 


ee 





Coping 


6%” 


16T 





6506 


Coping 


6%” 


16T 





6502 








Coping 








6%” 





22T 








NI NI OL OO] Wi &] @] GO] & 








Ask your wholesaler for the NEW #50 GRIFFIN Sales Booster. 


Want more facts? Circle 141, p. 89 A 
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Want more facts? Circle 142, p. 89 > 
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S-K/LECTROLITE PAYS YOU EXTRA CASH DIVIDENDS 


When you sell S-K/Lectrolite, you have complete profit protection 
on the tools your customers prefer 


Highest degree of acceptance on the market 
today makes S-K /Lectrolite socket and flat 
wrench sets exceptional profit makers. A FAST SELLING LINE 
Realistic, competitive pricing puts these WITH 4 TO 6 TIME TURNOVER 


fine tools head and shoulders above 


, be e Set sales alone deliver more than twice the 

all other lines. You get top merchandising business possible with an ordinary line of 
help with S-K /Lectrolite, too. individual wrenches. 

And although the line is simplified, it 


e You offer your customers more for their 
| is : money. 
satisfies over 90° of your customers 

( 


demands. Yes. from stock to sale | e Handsomely plated finishes, rugged strength, 
’ ’ perfect balance and precision-finished open- 
S-K /Lectrolite is the tool line you can ings ... truly the highest quality wrenches. 


count on...for quality, for user e Tools never become obsolete . . . they're built 


acceptance and for profit! to last... your customers stay satisfied. 


SEE THE EYE-APPEALING DISPLAYS ON REVERSE SIDE p» 
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S-K/LECTROLITE 


SpaSaver* DISPLAYS - 


e Displays supplied FREE with stock itt , 


eS a 
sen eo 0 08 8 Fe = 
ov ee ev ee 8 8) 


e Compact... attractive arrangements to ‘<s em 


to catch customers’ eye sare i L-35-H 


e Makes stock-checking faster ...simpler... 
more accurate 


wr —_ a oe a Pt Gre *. , 
Eee tj wee weeerae pee, grandes 4 
tdi | ae 


You'll like the way these displays help you sell S-K /Lectrolite wrench sets. Carefully 
designed to give top eye-appeal and to make maximum use of a small amount of 
space ... they work their heads off. There is no charge for these new displays... 
another example of the thorough merchandising aid you get from S-K /Lectrolite. 
Write today for your personal copy of our SpaSaver* DISPLAY BROCHURE. 


' *Trademark 





Individual sets have top customer appeal, too! 


S-K socket sets have long been 
the favorite of men who make 
their living with tools. Sets 
come in handsome steel chests. 


Lectrolite wrench sets give you 
twice the volume of individual 
wrenches. Sets are packed in 

tough vinyl and plastic bags or rolls, 
each with grommets for hanging. 


L-6 Display CHICAGO 32, ILLINOIS e¢ DEFIANCE, OHIO 
Designers and Manufacturers of 
Quality Wrenches Since 1923 
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This billboard is responsible for much new trade and 
tourist traffic. 


for making money 


in a small-town store 


Keep one jump ahead of your 
competition with promotions and 
by pioneering new ideas. Here is. 


the way one dealer does both. 


Fortuna is only a little speck on the map in North- 
ern California—a town of barely 3000. The big log 
trucks hardly rumble through its small business dis- 
trict before they’re out in the redwood forests again. 
Yet Fortuna doesn’t take a back seat for anybody 
when it comes to hardware merchandising and pro- 
motion. 

Tourists are impressed whether they enter the town 
from either side on U. S. 101. They see huge, full- 
color billboards advertising the Fortuna Hardware Co. 
One billboard reads “First with Revolving Credit— 
Fortuna Hardware.” The other billboard is a nos- 
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Wigwam tent for little campers draws atten- 
tion to sporting goods. 





Dear Friend: 


You are invited to a private “Dividend” Party Th’ csday evening, Rx for making money 
May 7, at 7:30 p. m. at our store. We are calling it a Dividend Party in asm all-t own store 
because of special “Bonus” prices on garden, household and camping a 
supplies which will be offered only to our charge account customers this (Continued ) 
one night. In sales or otherwise these “Dividend” prices will not be 
offered again for the balance of the year. As one example we will have 
our $18.95 3-pound Dacron sleeping bags on sale for $13.49 and Toast- 
masters at $12.99. 


Refreshments will be served by Mr. and Mrs. Robert Cox, who are 
well known locally for their catering. 


For those who enjoy demonstrations we will have factory represen- 
tatives of Porter-Cable power tools, Homko power mowers, Big Boy 
barbecues, Lawn Boy mowers and G-E transitor radios. These men will 
be happy to demonstrate proper use of their products as well as answer 
any questions concerning them. 


Because we feel credit is an important part of our business we are 
holding these semi-annual parties each year as one means of expressing 
our appreciation to you for allowing us to serve you in this manner. 


We hope to see you Thursday night. 


Sincerely, 


Bob aad jim Loudoun This letter, sent to all credit accounts, is typ- 


ical of the store's unceasing promotional 
efforts. 
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talgic camping scene, plugging the store’s outdoor 
equipment. 

These signs stick out, in sharp contrast to the two- 
by-four signs set up by some other retail merchants. 
Visitors expect the hardware store to be outstanding. 
It is. 

“We spend a lot of money for advertising,” explains 
Jim Loudon, co-owner of the store with his brother 
Bob. “Our ad budget runs 5 to 6 percent of gross 
sales, compared with the national hardware average 
of about 14. percent. 

“Approximately half of the total ad budget goes for 
newspaper advertising. The balance is for television, 
radio, billboards, and direct mail pieces. 

“One of those billboards alone costs $70 a month 
but we think it’s well worth it. The newspaper is our 
best medium. We usually run an ad once a week on 
a contract basis. Once a month we shoot the works 
and run a page, or page and a half. 

“Promotion is something you have to actively en- 
gage in all the time,” Jim Loudon says. 

“We schedule a sale every single week and a major 
promotion once a month. That may explain why our 
volume increases every period. 

“We base our business on turnover rather than 
mark-up. Some categories move faster and some 


Mass display moves out of doors in season to slow down 
passersby. 


Bob Loudon (lett) and Jim Loudon (right) double-check 
a spot radio announcement with a radio station executive. 
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Rx for making money 


in a small-town store 
(Continued ) 


slower, but we shoot for an average turnover of five 
times a year. For this reason, I am pretty sure that 
we are the largest retailer of camping supplies within 
300 miles. Possibly the same goes for toys.” 


Those two departments, toys and camping gear, are 
getting so.large that the Loudons are converting their 
full basement for the display of just these items. 


What’s more, they plan to expand their 60x 100 ft 
store and have acquired a third of an acre in the rear 
area. A glass-enclosed showroom will be built across 
the front of their 25-car parking lot, next door to the 
existing building. 


Aiming to set the pace, rather than to follow the 
crowd, the store has installed a display of marine 
hardware and is preparing to plunge into the field of 
boat finishing for the do-it-yourselfer. 


Hardware and housewares are of course the main- 
stays of the business, each accounting for about one- 
third of the total volume. The other third is sport- 
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ing and camping goods, plumbing supplies, paint, and 
garden supplies. 

Consistent expansion is the direct result of per- 
sistent promotion. 

“The catalog houses are our principal competition, 
besides the surplus and discount houses and even some 
of the supermarkets,” Jim Loudon says. 

“We try to meet them on their own ground, not by 
price-cutting but rather by incentive merchandising. 

“Last year we sold more than 300 power mowers in 
the $79 to $129 range by giving each purchaser of a 
mower some little gift. We had an assortment of 10 
different gift items with a retail value of $10 or $15. 

“In the spring we give away rose bushes and in- 
expensive garden supplies. With larger purchases we 
even present a small tent or a camping stove. Some- 
times that’s all that’s needed to get 2 family inter- 
ested in camping. 

“TI think the most important thing a small-town 
hardware retailer must do is to keep one jump ahead 
of his competition. 

“Promotional items help us do just that. We try 
to look ahead, and even take a gamble. 

“Fortuna Hardware was carrying a full line of 


(Continued on page 106) 


Power tools are up front for 
maximum traffic exposure. 





Displays that lure traffic 


Do you have outdoor space for unusual settings of merchandise displays? 


Here are ideas on how you can use such areas to pull traffic to your store. 


Some stores have a big display 
space out front. Some have such 
an area at the rear of the store, 
fronting on a parking lot. The 
space is big enough for displaying 
more than a few mowers or wheel- 
barrows. 

If you have such an area you 
probably have thought of ways to 
dress it up. You want to have un- 
usual settings for merchandise. You 
want displays that have atmos- 
phere. 

Here are some ideas you can use 
for such display areas. 

Dick Schwering has such display 
spaces at his Schwering Hardware 
in Palmyra, N. J. And he likes to 
change his outdoor displays often. 
He feels that stopping traffic is 
half the job of getting customers 
into his store. 

Mr. Schwering likes to build 
things, and he builds them well. 
Here are two examples of how he 
uses outside display space to pull 
store traffic, and to indulge his de- 
sires for do-it-yourself projects. 

The covered buckboard is home- 
made, except for the four wheels 
salvaged from a scrap pile. The 
working fountain is made of a piece 
of stove pipe, a funnel, and two 
garbage can lids. 

The buckboard is a show case for 
spot displays of many types of mer- 
chandise. Here it is being used to 
promote a spring housewares sale. 
Cleaning aids are on display. 

A garden hose keeps water flow- 
ing in the fountain. An added at- 
traction, making for realism, are 
the birds that bathe and drink in 
the fountain. In this display, the 
fountain area is used for barbecue 
grilles. Sections of fencing set off 
the area. @ End 


Buckboard is homemade, except for wheels. 


Fountain is made of hardware store items. 


me HERING 
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by John Kittleson 
Kittleson-Petersen Hardwore 
Postville, lowa 


“This is the age of the goof-off,” says a critic in a 
recent issue of Reader’s Digest, “It is an age popu- 
lated with laundrymen who won’t iron shirts, with 
waiters who won't serve and with carpenters who 
will come around some day, maybe.” 

I would like to add, that this is also an age of 
hardware retailers who seem to have forgotten how 
to sell. 

Each day we hear many complaints about increased 
competition, higher expenses, smaller gross margins 
and discount-house competition. There is no doubt 
that today’s competition is rough. 

But, let’s face a fact—didn’t we, as dealers, get a 
little fat and complacent during the easy profit years? 
Isn’t it time we quit looking for alibis, stopped mak- 


The thoughts in this article are based on a speech made by the 
author before members of Our Oicn Hardware Co., Minneapolis. 


About the author 


John Kittleson went into the hard- 
ware business in 1952. His previous 
experience included teaching retail- 
ing, and department store appliance 
merchandising. 
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SELLING! 


Stop trying to be a wholesale buyer and concentrate on 


your No. 1 job... selling, urges this dealer. His 


discussion of today’s retailing problems are sharp 


ing excuses, and take the bull by the horns and put 
some positive, practical, hard selling back into our 
retail stores? 

This is the only real solution to the problems con- 
fronting us, in my opinion. 

Let’s remember that our basic function, as retailers, 
is selling. All other functions performed in retail 
store operation are, or at least should be, secondary 
to selling. Our primary purpose, as retailers, is to 
sell merchandise. This may sound like over-simplifica- 
tion of the problem, but don’t we often get so involved 
with details that we fail to see how they are related 
to the final objective of selling merchandise? 

We are, for example, greatly occupied with adver- 
tising techniques, attractive store fronts, interior and 
window displays, lighting, credit policies, special pro- 
motions, etc. 

These are all important toels for attracting people 
to our store, but they are not, in themselves, the 
answer to selling merchandise. They are devices that 
bring potential customers into our store and create a 
desirable atmosphere in which a sale may be made. 
But let’s never forget that nothing is really accom- 
plished until the sale is actually completed. All manu- 
facturing and all distribution activities hinge on this 
final step—the sale! 

The weak spot in the average independent hard- 
ware store today is poor quality of retail selling. 
There are too many clerks and not enough salesmen. 
Our ability to sell could, and should, be the one big 
advantage of the independent merchant over his 
“price” competition. 

Effective, personalized selling is the simple act of 


and thought-provoking. 


showing the value in your merchandise and service 
in terms of customer needs and benefits. 

When value is thoroughly sold, price becomes 
secondary. 

There is no substitute for enthusiastic, intelligent, 
planned, personal salesmanship. This is the main 
difference between a successful, profitable opera- 
tion and a marginal, unprofitable store. 

Increased competition has brought lower margins. 
We cannot be successful if we offer the extra services 
and stock which have been the independent hardware 
retailer’s trademark, and at the same time try to 
compete on a strictly price basis. Let’s not go into 
a price panic—it’s economic suicide. 

We independent dealers have many advantages over 
most of our competition. These include complete 
stocks, credit of various types, service, personal rela- 
tionships with our customers, and, most important, 
we should have intelligent, trained salespeople that 
know their merchandise, and know how to sell it to 
benefit the needs and desires of customers. 

Let’s get on the offensive, instead of trying to jus- 
tify our operation from a defensive position. Aggres- 
sive, enthusiastic, positive salesmanship is the best 
retail offensive yet devised for the independent dealer. 
Let’s put personal selling back in the No. 1 spot in 
our stores ... where it should be. By doing this we 
can increase our retail gross margin and we can com- 
pete on value and service as specialists, rather than 
getting caught on the fatal merry-go-round of price 
selling. 

We can beat our price competition by using selling 

(Continued on page 115) 
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Do you know your 


by Wm. D. Peabody 


sales manager 
The Wood Shovel & Too! Co. 
Piqua, Ohio 


Do you know how to answer cus- 
tomers’ questions? 

Can you sell quality? 

Can you suggest the right tool? 


Garden tools are something everyone knows about, 
but few people really know. Neither do people know 
what they should get for how much. So, when your 
customer looks at your $4.50 shovel, and says, “That’s 
too high. Tweedledum has one for $2.98, and it’s 
exactly the same identical tool,” you can tell him to 
_ go to—Tweedledum, and lose the sale. Or, there are 
a couple of other things you can do, and possibly hold 
the sale. 

Since each garden tools maker offers some hundreds 
of different styles, sizes, weights, and grades it’s most 
likely that (a) your customer may not know the best 
tool for the job he has in mind, and (b) he doesn’t 
know the difference between better and cheaper grades 
of the same tool unless you tell him. 


Now, when your customer walks into the store, he 


is approving your judgment in the matter of stock 
selection. He thinks you have what he should have, 
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Here, in this article, is a practi- 
cal product knowledge refresher 
course. Use it yourself, and at 
your store meetings. 


or he wouldn’t come in. Secondly, he seldom wants 
the cheapest thing he can buy, but does want good 
value for his money ... even as you and I. 

So, even when he says, “Too much money,” you 
have an opening to sell him two right-tools-for-the-job 
when he would otherwise crutch along with an ill- 
chosen one. And you can send him on his way pleased 
with both you and himself because he made a wise 
selection at the right price to give him good value. 

This in turn, promotes a department which is above 
store-average in dollar sales, turnover, and sales per 
square foot of display. 

Garden hand tools are all designed for primarily 
one of four functions: digging earth, moving it, culti- 
vating it, or surface cleaning it. In other words, they 
are made to spade, shovel, hoe, or rake. 

It is hard on the back and the disposition to use 
a tool for a job for which it was not designed. You 
can use a spade for a shovel, but it is small and heavy 





for shoveling. A customer soon feels as though he 
could move as much dirt in his cupped hands. It is 
much better for your customer if you sell him a shovel 
for shoveling and a spade for spading. And this 
»pproach makes both profit and friends for you. 

The following tabulation may help you classify 
garden tools (1) by use, so you can suggest the right 
tool for the job, and (2) by grade, so you will remem- 
ber the features that make one tool worth more than 
a similar but cheaper one. 


LONG HANDLE ROUND POINT SHOVEL. Best all-purpose 
shoveling tool. Pointed blade cuts into 
loose, firm, or lumpy material. Blade cur- 
vature keeps load from spilling. Long 
handle lets you stand up to the job. 


Best grades have some of these fea- 
tures: (1) Select straight grain 
Northern Ash handle, sanded smooth 
and lacquered. May or may not be fire 
finished. (2) Handle reinforced at 
shank end with steel insert, or steel 
collar or tab end socket. (3) High 
carbon or alloy grade steel blade with 
uniform all-over heat treat to toughen 
the steel. (4) Pressed steel blade with 
open or closed back, or taper rolled, 
forged blade. (5) May have rolled 
edge or turned step on blade shoulder. 


D-HANDLE SQUARE POINT SHOVEL. For shoveling loose 
dirt, sand, gravel. Fiat, square blade 
works cleaner and holds more, but won't 
cut in as well as pointed blade. Good 
shovel for cement work. D-handle is pre- 
ferred for work in confined space, ind 
because the handle won't twist in the 
hands and raise blisters. 


Best grades have some of these fea- 
tures: (1) Select straight grain 
Northern Ash handle, sanded smooth 
and lacquered. May or may not be fire 
finished. (2) Handle reinforced at 
shank end with steel insert, or steel 
collar or tab end socket. (3) High 
carbon or alloy grade steel blade with 
uniform all-over heat treat to toughen 
the steel. (4) Pressed steel blade with 
open or closed back, or taper rolled, 
forged blade with tube or solid shank. 
(5)May have rolled edge or turned 
step on blade shoulder. (6) D-Handle 
grip permanently anchored to prevent 
loosening and turning or twisting in 
the hands. 


FLORAL SHOVEL. A 2/3 size long handle round point 


shovel. Very light weight. Relatively new, 
and popular for garden puttering. 


Best grades have scme of these fea- 
tures: (1) Clear grain ash handle. 
(2) Heat treated blade. (3) Light 
weight and good balance. (4) Attrac- 
tive painted or fire finish handle. (5) 
Rolled shoulder or turned tops of 
blade. 


LONG HANDLE SPADING SHOVEL. This is a round point 


long handle shovel with a “spade bend” 
in the shank. As a digging tool, the 
pointed blade cuts in better than most 
spades. Long handle gives more leverage, 
and saves your back. As a shovel, it 
works as well as a long handle round 
point, but Icose dirt tends to spill off 
front of blade. Since it is a hybrid tool, 
you can sell it over either a shovel or 
spade when advantageous to do so. 


Best grades have some of these fea- 
tures: (1) Select straight grain 
Northern Ash handle, sanded smooth 
and lacquered. May or may not be fire 
finished. (2) Handle reinforced at 
shank end with steel insert, or steel 
collar or tab end socket. (3) High 
carbon or alloy grade steel blade with 
uniform all-over heat treat to toughen 
the steel. (4) Pressed steel blade with 
open or closed back, or taper rolled, 
forged blade. (5) May have rolled 
edge or turned step on blade shoulder. 


D-HANDLE FLORAL SPADE. This, like the floral shovel 


is a light tool with an undersize blade for 
garden puttering. Popular with women 
gardeners. it is available with long or D- 
handie. Useful in working loose soil. it 
should not be sold as a substitute for a 
good garden spade. Its light weight re- 


quires more thrust to penetrate hard 
ground, and it does not have the con- 


struction to stand up in hard service. 


Best grades have some of these fea- 
tures: (1) Ash handle. (2) Heat 
treated carbon steel blade. (3) At- 
tractive painted or fired finish. 
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D-HANDLE SPADING FORK. This is the most common 


spading fork type, for spading up gar- 
dens, flower beds, digging up bulbs, etc. 
Tines are flat on the upper side to better 
break out clods and carry loads. Under 
side is V-shaped for strength and rigidity. 
This is made in several weights. Lighter 
weights usually have shorter tines to com- 
pensate for lesser weight of metal. It is 
usually better to sell a fairly substantial 
tool with 11” tines. The very light weight 
tools lack strength to endure prying 
stress. The floral weight tool is for gar- 
den puttering and shallow cultivation. 


Better grades have some of these fea- 
tures: (1) Forged steel head, heat 
treated. (2) Sturdy angular-back 11 
in. tines. (3) Smooth finished North- 
ern Ash handle. (4) Steam bent ash 
or industrial grade steel D. (5) D- 
handle grip securely anchored in the 
D. 


LONG HANDLE GARDEN SPADE. This is the common gar- 


den spade with a long handle to provide 
more leverage, and to let you stand up 
to the job. It is strictly a digging tool, 
and not for shoveling. The blade is al- 
most flat, and is of heavier gauge than 
a shovel. 


Best grades have some or all of these 
features: (1) Clear grain Northern 
Ash handle, sanded and lacquered 
may or may not be fire finish. (2) 
Steel insert or steel collar reinforced 
at shank joint or tab end socket. (3) 
Heavy (14 or 15) gauge high carbon 
steel blade, heat treated. (4) Rolled 
shoulder or turned step on blade for 
foot rest. 
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D-HANDLE NURSERY SPADE. Originally developed for pro- 


fessional use, this style has grown in 
favor for transplanting. Blade design 
works well for undercutting shrubs with 
minimum damage to roots. Strong con- 
struction stands prying stress of lifting 
out a ball of earth with the root system 
intact. 


Best grades have some of these fea- 
tures: (1) Clear grain Northern 
Ash handle, sanded and lacquered may 
or may not be fire finish. (2) Steel 
insert or steel collar reinforcement at 
shank joint to prevent handle break- 
age, or extended steel shank. (3) 
Heavy (14 or 15) gauge high carbon 
steel blade, heat treated. (4) Rolled 
shoulder or turned step on blade for 
foot rest. (5) D-handle grip securely 
anchored to prevent loosening and 
turning in use. (6) Heavy gauge ‘igh 
carbon steel blade, heat treated. (7) 
Good weight and balance for cutting 
into compact solid earth. The nursery 
spade is an industrial grade tool. 
There is no light weight, lower grade 
substitute or comparison . 


D-HANDLE GARDEN SPADE. Most commonly used of all 


spade styles. This is a digging tool (as 
opposed to shoveling tools above), and 
blade is too flat and too narrow to hold 
loose earth well. Square blade is for 
cutting material in straight lines or even 
rectangles, as in edging lawns or cutting 
sod. D-handle is preferred as a surface 
to receive the thrust of arms and shoul- 
ders, to provide a two hand grip, and 
to prevent the blade from being defiected 
from the intended direction of thrust. 


Best grades have some or all of these 


features: (1) Clear grain Northern 


Ash handle, sanded and lacquered. (2) 
Steel insert or steel collar reinforce- 
ment at shank joint or tab end socket. 
(3) Heavy (14 or 15) gauge high 
carbon steel blade, heat treated. (4) 
Rolled shoulder or turned step on 
blade for foot rest. (5) D-handle grip 
securely anchored to prevent loosen- 
ing and turning in use. 





BEET HOE. This originally developed for weeding and thin- 


j 
% 


ning in sugar beet fields. The squared 
off blade is wider in relation to depth than 
a garden hoe, and both the cutting edge 
and the sides are ground sharp. Low 
height and wide cutting edge, plus sharp- 
ened sides make this a really handy tool 
for covering a lot of ground fast. Many 
prefer it to a garden hoe. 


Better grades have some of these fea- 
tures: (1) Forged one-piece blade and 
shank, heat treated to hold a good 
edge. (2) Polished ash handle pref- 
erably over 4 ft long and 1 in. diam- 
eter. 


WEEDING PRONG HOE. This tool is for chopping clods, 


weeding, and hooking out sod or clumps 
of grass or weeds. The narrow width of 
the blade is handy in working between 
plants or in closely spaced rows. 


Better grades have some of these fea- 
tures: (1) High carbon steel blade, 
heat treated. (2) Heavy gauge blade 
to put some weight on the end and 
improve soil penetration (and stand 
up under the shock of chopping into 
the soil or clumps). (3) Polished ash 
handle preferably over 4 ft long. 


GARDEN HOE. This is the common hoe most widely used 


for general weeding, cultivating and pul- 
verizing the soil. It can double for a mor- 
tar hoe in do-it-yourself cement jobs, If 
it is of reasonably good grade. 


Best grades have some of these fea- 
tures: (1) Forged blade and shank, 
heat treated to hold a good edge. (2) 
Polished ash handle preferably over 
4 ft long and 1 in. diameter. (There 
seems to have been unusual ingenuity 
exerted in shaving cost and quality 
out of hoes: Blade riveted to the 
shank instead of forged in one piece 

. Light gauge blade . . . Short, 
small diameter handles. These can 
account for a 35-40% variance in cost 
from the same maker. If your price 
seems high, stress the features of 
your hoe, and let the customer won- 
der whether the cheaper product he 
has in mind really is as good as he 
thought. ) 





SCUFFLE HOE. Unlike the foregoing hoes, this is a push 


type, rather than a draw type hoe. The 
others are used with a chopping and 
drawing or pulling motion. This is placed 
flat on the ground, and pushed or scuffled 
back and forth. Both outside and inside 
edges of the chevron blade are ground 
sharp, and it cuts on both push and pull 
strokes. It shaves weeds off at ground 
level without damage to roots, and it’s a 
dandy for reaching under overhanging 
shrubbery. 


Best grades have some of these fea- 
tures: (1) Forged one-piece blade and 
shank. (2) Shank bent so the blade 
lies flat on the ground when you stand 
erect with arms at your sides. (3) 
Polished ash handle. 


WARREN HOE. This heart shaped blade, ground sharp on 


both sides, is for drawing furrows for 
seeding, and for careful cultivating 
around valued plants. A variant of this 
is a V-cultivating hoe with a smaller 
blade and a longer gooseneck shank— 
handier for working around and over 
small plants where care must be taken 
to avoid damage. 


Better grades have some of these fea- 
tures: (1) Forged one-piece blade and 
shank, heat treated to hold a good 
edge. (2) Polished ash handle pre- 
ferably over 4 ft long and 1 in. diam- 
eter. 


BOW HEAD GARDEN RAKE. This has the same uses as a 


level head rake. The bow gives it a little 
more reach and turns aside low hanging 
and new shoots, although some level head 
rakes have longer handles to provide 
the same overall length. Because the bow 
has some flexibility, this rake handles a 
little better than the level head style—is 
less likely to catch or “hang up” on 
clumps of grass. 


Best grades have some of these fea- 
tures: (1) One piece forged head and 
bow. (2) In-curved teeth. (3) Pol- 
ished ash handle 5 ft long and 1 in. 
diameter or over. 
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BOOM RAKE. These are purely grass and leaf rakes. Some 


have round wire and some flat ribbon 
steel teeth. The latter are preferable. 
There are sweeping types with teeth con- 
verging to the handle socket at one end, 
and bent over about 30-45° at the other. 
There are comb types with teeth set in 
a head 16” to 24” wide, and teeth bent 
over 90° at the business end. The former 
are handied with a sweeping motion like 
a household corn broom; the latter more 
often with a drawing motion like a con- 
ventional rake. The sweeping type is a 
little easier and faster to use, except on 
windy days when the comb type keeps 
leaves massed on the ground so they are 
less likely to be blown and scattered. 
The sweeping type also tends to scratch 
and scuff the toes of your shoes, and 
if you hold it out from the body enough 
to avoid this, it becomes awkward and 
unhandy. Broom rakes are light and easy 
for women and children to handle. 


Better grades have some of these fea- 
tures: (1) Ribbon steel rather than 
wire teeth. (2) Teeth securely 
anchored in head. (3) Polished hard- 
wood handle % in. to 1 in. in diame- 
ter. (Broom rakes seem to prove the 
old saying that there is nothing some- 
one can’t make a little cheaper and a 
little poorer. The cheaper ones have 
shorter and fewer teeth, often brittle, 
often poorly secured in the head, and 
have undersized handles of almost any 
kind of wood.) 
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CRAB GRASS RAKE. This is used for tearing out crab grass, 


. 


dandelions, and creepers or runners like 
pea vine and ground ivy. The saw tooth 
points catch dandelion blossoms and 
sweeps them off before they go to seed. 
Does not damage grass. 


Best grades have some of these fea- 
tures: (1) Heavy gauge carbon steel 
head. (2) Securely riveted or welded 
handle socket. (3) Polished ash han- 
dle, preferably 5 ft long or over. 


LEVEL HEAD GARDEN RAKE. This is one of the two com- 


mon varieties of general purpose rake. 
Used for preparing seeding beds, raking 
top soil into lawns, and leaf and grass 
raking. The back is used for leveling, and 
for closing furrows after seeding. 


Best grades have some of these fea- 
tures: (1) One piece forged steel head 
and shank. (2) Slightly in-curved 
teeth to avoid excessive digging into 
the ground. (3) Polished ash handle, 
preferably over 5 ft long and 1 in. in 
diameter. 


CULTIVATOR HOOK. This is a hybrid tool with forged fork 


tines, which, when drawn along the sur- 
face, dig in of their own accord. For light 
shallow cultivating, it will loosen the soil 
and aerate it better than a hoe, with less 
chance of damage to plant root systems. 
It’s also handy for raking and weeding 
between rows and around close spaced 
plantings. It’s a good companion item to 
suggest when you sell a hoe. 


Better grades have some of these fea- 
tures: (1) Forged and heat treated 
steel head with four tines of good 
weight. (2) One piece head and 
shank. (3) Polished ash handle, pref- 
erably over 4 ft long. 





The shopping cart, symbol of self service merchandising, that enables a customer to shop 
a store and yield to impulse buying, thus increasing the size of the sales slip. 


Self service... 


Don’t be afraid to try it 


*“Customers can be your best salesmen, 
if you let them shop undisturbed in a 
store designed for self service,’ says a 


dealer who switched to self service. 


“A customer is his own best salesman,” says Leo. 
W. Poye, owner of Stella Link Hardware & Supply, 
Houston, Texas. 

Mr. Poye’s observation grew out of years of oper- 
ating his clerk-service store. Recently, Mr. Poye put 
in practice his philosophy in a new 5000 sq ft store 
that is ideally set up for self service. 

Stella Link Hardware prefers to call its setup 
“quick service.” It varies little from what dealers 
know as self service, self help for those who want it, 
advice and service for customers who ask for it. 

“So many customers prefer tobe left alone,” Mr. 
Poye says, “I’ve observed this over the years.” 

“There is a revolution taking place in the hardware 
business. And basically, I think, all paths point to 
self service for future growth,” Mr. Poye says. “Of 
course, you will always have to plan on waiting on 
some of the trade, the folks who need guidance and 
advice in hardware projects.” 

Mr. Poye uses a lot of signs in his new store. They 
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Owner Poye, left, shows a customer one of many signs 
scattered throughout the store, explaining self service. 


Self service ... 


Don’t be afraid to try it 
(Continued ) 


are mostly of two types. One type advises customers 
to help themselves, the other urges customers to ask 
for help when they need it. 

Metal shopping carts are supplied to all customers. 

“Give the housewife a cart like the supermarkets 
do. She’s bound to put more than one item in it,” Mr. 
Poye says. 

Link Hardware’s 4 ft’aisles run from front to back 
of store. Four-tiered gondolas do not reach above eye 
level of the average woman shopper. These are im- 
portant considerations in a good self-serve setup. 

Now that his shakedown cruise in self service is 
over, Mr. Poye offers this advice to dealers who are 
thinking of self service for the first time: 

“Don’t be afraid to try self service, but do the job 
right.” 

In the Houston area, Link Hardware has been one 
of the pioneers of full-time self service in hardlines. 
“I was one of the forerunners of self service in hard- 
ware, and there are just a few others,” Mr. Poye says. 

Have the results been favorable? 

“I did as much volume in December, 1959, here in 
my new store with much more ease than I could have 
in my old store,” Mr. Poye says. The new store is in a 
shopping center. While it is too soon to quote per- 
centages showing a profit increase, Mr. Poye is con- 
fident that sales and profit will increase this year. 

For dealers who want to make the change to self 
service, Mr. Poye advises: 

“First, get a store with plenty of elbow room. You 
need room to do the job right. In my case, I consider 
5000 sq ft ample. 

“Second, get good fixtures that are designed for 
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Hand tools sell themselves to this customer who can 
shop the store and examine merchandise at leisure. 
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self selection and mass displays of merchandise. 

“Third, build a central checkout station near the 
front of your store. Identify it with signs so it can 
be seen by all shoppers. Keep a cashier in constant 
attendance. You’ll find that there are many jobs she 
ean handle during slack hours. 

“Fourth, make sure that every item bears a price, 
markings that are good and legible. This saves custo- 
mers and the cashier time, and it will help you get a 
better inventory in January. 

“In the best of self serve stores, you'll need trained 
personnel to give service and advice when needed,” 
Mr. Poye says. “And your selling people need one 
asset over and above product knowledge. This asset 
is friendliness. 

“To me, it is very important that customers think 
of your store as warm and friendly in spite of self 
service. My salesmen greet the trade with genuine 
interest, asking ‘how are you?’ and urging, ‘make 
yourself at home!’ ” 

Mr. Poye’s store thrives on product knowledge. 

“I urge my employees to take advantage of the 
training course given by the association at the 
University of Houston. I took the course myself, 
because I appreciate that knowing my merchandise 
will always be important . . . with or without self 
service. 

“There’s another key factor to consider in self 
service. That’s mass merchandising. By that I mean, 
put all of your stock on the sales floor,’’ Mr. Poye says. 

“This applies right down the line to pipe fittings, 
screen wire, and service items. When your customers 
see things that are normally in the stock room, you'll 





Clerk service is available, when customer wants to know 
something about the quality, or application, of mer- 
chandise. 


Garden tools, also are inspected at leisure when a store 
offers self service to customers. 


sell more of them. Remember, customers may not 
assume that you have anything in the stockroom, and 
they won’t ask for things you may be loaded with. * 
“In building trade for a new self service setup you 
must consider advertising’s importance,’ Mr. Poye 
says. “You’ve got to build new trade, and advertising 
is the quickest way to do it. 
“We will send out 8000 two-color tabloids in an 
eight month period. These feature good assortments 
of staple lines, but they especially feature the bargain 
appeal of coupon items.” 
Although he also advertises in Houston daily news- 
papers, Mr. Poye feels his consumer mailers bring the 
best results. 
“Mailers reach our trade directly in the home, and 
a mailer is likely to be kept around the house longer 
than the daily newspaper. 
“There’s another factor in modern merchandising. 
That is the trend of various non-hardware merchants 
featuring hardware lines. I think we're missing a 
good bet if we don’t similarly bring new lines into 
our stores,” Mr. Poye says. Check out counter is the center of the store, the final 
“Fancy giftwares are a good example in this regard. stop atter a customer has completed shopping. 
But new merchandise, such as gifts, needs personal 
supervision. My wife handles our giftwares as a 
specialty, and we’re doing very well with the line. 
“Finally, I think there is a big personnel problem to follow customers around, but to sense when the 
in many self service stores. trade needs help by being watchful and alert at all 
“By that I mean we have to cut out pestering custo- times. 
mers. There are many customers who just want to be “Instruct your help to be polite to every customer. 
left alone to make their own decisions, just as there and to offer assistance. But don’t crowd the customer 
are those who want to be waited on. or intrude on him if he is doing all right on his own,” 
“In considering self service, tell your salesmen not Mr. Poye says. @End 
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The changing market 


Lloyd Schumacher 


Some neighborhood hardware 
stores are dying, it is true. These 
are the stores that have rolled over 
and played dead when confronted 
with either: 

(1) A shift in population that 
changes demand for merchandise 
locally. 

(2) Local price cutting by dis- 
counters. 

(3) Nearby shopping centers. 

Stores that lose sales due to 
these conditions usually are those 
stores which ignore the swift tide 
of changes all around them. Stores 
must adjust to changes, whether in 
a congested downtown area or out 
on a lonely roadside. There is no 
choice. 

Lloyd Schumacher gets a little 
angry when he hears gloomy pre- 
dictions that the neighborhood 
store is a dead duck. Mr. Schu- 
macher’s Lloyd’s Hardware, Chi- 
cago, is a living example that the 
neighborhood store need not be 
weakened by changes in buying 
habits or in neighborhoods. 

Like many other aggressive mer- 
chants whe have stayed in business 
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Neighborhood type stores have a place in the 


retail market. Change is the key to survival. 


Here is how a dealer stays in business by 


keeping pace with changes in his neighborhood. 


in one neighborhood for many 
years, Lloyd’s Hardware has 
learned to roll with the punches 
and come back stronger than ever. 

Lloyd Schumacher has learned 
over the years that the majority 
of the hardware trade wants, and 
will seek out good service, good ad- 
vice that stems from _ product 
knowledge, and quality - branded 
merchandise selections. 

“When a dealer is consistent in 
these areas, he won’t have to resort 


to those markdowns that kill 
profit,” Mr. Schumacher says. 

“About 99 percent of my trade is 
of the neighborhood variety, and 
they are mostly do-it-yourselfers,” 
Mr. Schumacher says. 

“I try to avoid being blamed 
(whether it’s my fault or not) for 
do-it-yourself jobs that don’t turn 
out right. 

“IT try to prescribe the right 
tools and accessories to cover each 
customer’s problem. And I tell each 


Lloyd's Hardware on Chicago's Northwest side. This store front and electric 
signs are part of a $2500 remodeling job. 
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one as much as I know about doing 
the job right, for this is my job 
as a hardware dealer.”’ 

Such service, and merchandising 
philosophy, is singularly lacking in 
discount houses as a rule. 

Such service also keeps cus- 
tomers from switching allegiance 
to a nearby shopping center where 
prices may be a little lower, or 
where the surroundings may be 
a little fancier. 

As for changing neighborhoods, 
“That’s easy. You change with 
them. Big old houses become apart- 
ment buildings. New businesses 
open. Different classes of people 
move in. Each of these changes 
brings new merchandise wants 
and new service wants. 

“Maybe,” Mr. Schumacher says, 
“vou’ll have to change your store 
completely in a few years time. 
So that’s what you do, you change 


with the neighborhood. You don’t 
live in the past.” 

Mr. Schumacher’s theories are 
well founded and field tested. Seven 
discounters have opened in his 
neighborhood since 1947, and the 
neighborhood has changed greatly 
in that time. 

“You’ve got to know what you’re 
talking about in this business,” 
Mr. Schumacher believes. “That 
calls for a lot of experience on the 
selling floor of a hardware store. 

“Before I opened my store back 
in the 40’s, I spent five years with 
a chain hardware firm, just learn- 
ing the rudiments. That experience 
has certainly been invaluable.” 

Mr. Schumacher has also learned 
over the years that a store’s ap- 
pearance counts heavily in a down- 
town location. “To be more com- 
petitive with discounters, we spent 
several thousands of dollars in re- 


modeling and alterations. 

“This includes big glass display 
windows, large bright store signs, 
a loud speaker system for FM 
music and special sales announce- 
ments, and an aluminum awning 
for our entranceway.” 

Mr. Schumacher confines his buy- 
ing to top-quality branded mer- 
chandise, almost exclusively. It’s 
a basic part of his philosophy. 

“When you’ve got to depend on 
repeat neighborhood business, you 
simply can’t afford to stick the 
trade with cheap, off-brand goods. 

“Also, branded lines are best for 
neighborhood advertising. I focus 
attention on nationally advertised 
items in our twice-monthly neigh- 
borhood newspaper. The _ trade 
knows brand names and trusts 
them, so this kind of promotion 
pays off,” Mr. Schumacher says. 
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Want to sell more snow-moving 


Mrs. Joseph Wood applied some 
sound all-round merchandising 
know how to snow moving equip- 
ment this winter at Cedar Rapids 
(lowa) Hardware Co. 

Mrs. Wood, store manager, laid 
in a good supply of scoops, chip- 
pers, and shovels early. She had a 
good memory of the snows that 
poured in the 1958-59 winter. 

Then she set up a display just 
inside the front door. Snow tools 
were the first and last things store 
traffic saw. Impulse sales ran high, 
even when there was no hint of 
snow. 

Finally, Mrs. Wood reordered 
early and heavily. She reasoned 
that even if the snow abated, the 
hardware would keep until next 
season. The mid-West has since 
been belted by snow in terrific 
amounts, and Mrs. Wood’s sales 
have prospered. 

There’s a moral here for dealers 
who want to sell more seasonal 
lines. Buy ’em early and in 
quantity. Make use of prominent 
display. Keep stocks full, even if 
it might mean some carryover. 


equipment next year? Here's a tip 


Mrs. Wood makes snow tools pay off 


with front displays. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 89, and mail 


Item | 
Putty knife assortment 

Goodell’s putty knives are now 
packaged on black and orange 
ecards. The knife shown is made of 
duo-temp steel, has a rosewood 
handle and expansion rivets. It is 
available in a stiff or flexible blade. 
An assortment of these knives cov- 





ers a price range from 15¢ to $1. 
A free display rack is given with 
this assortment. Goodell Co., Dept. 
HA, Antrim, N. H. 


Item 2 


Striker plate replacements 


You can cash in on a large re- 
placement market with this Secur- 
ity card of 12 striker plates. They 
can be used on most locks or 
latches. Each plate retails for 39¢. 
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Also available is the SL-600 door 
knob that fits most doors. Security 
Storm Lock & Hardware Corp., 
Dept. HA, Brooklyn, N. Y. 


Item 3 
Self-standing base on scale 


You can set this Counselor Space- 
Saver Scale next to the cash regis- 


ter or at checkout counters because 
it stands up on its own base. This 
feature is also handy for homes 
since the unit stands by itself in 
less than 14, sq ft of space out of 
the way when it is not in use. This 
scale features the Counselor self- 
leveling movement that registers 
the correct weight up to 300 lb on 
any surface. It retails for $11.95. 
Brearley Co., Dept. HA, Rockford, 
Ill. 


Item 4 
Display for ice crusher 


Rival’s new combination table 
and wall Ice-O-Mat ice crusher is 


available in a compact self-demon- 
strator display. The display is 
packed free with every unit. It 
can be used on counters, shelves 





Here is a quick Check 
List of items described 


in the following pages 


or in windows. The display ilius- 
trates how the unit can be used on 
wall or table and how it crushes ice. 
Rival Mfg. Co., Dept. HA, Kansas 
City 29, Mo. 


Item 5 
Hose accessory department 
With Sherman’s Shopper-Stopper 
Vu-Pac merchandiser and display 
you can set up a weil-stocked hose 
accessory department. It comes in 
heavy gold tone wire and is 25 x 
15 x 15 in. A special Handy Hose 
Size Guide attaches to the top of 


the rack and customers can use it 
to check inside and outside diam- 
eter of hose to find the correct 
coupling or mender needed. H. B. 
Sherman Mfg. Co., Dept. HA, 22 
Barney St., Battle Creek, Mich. 


Item 6 
Sponge rubber kneeling pad 


Here’s a kneeling pad of nonskid 
soft sponge rubber. It can also be 
used as a seat cushion. It is dura- 
ble and resistant to soaps and de- 
tergents. This Rubbermaid pad 
can be displayed flat on a counter 
or hung on a perforated wall panel. 
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It comes in red, is 7%x 14x % 
in., and retails for 79¢. Rubber- 
maid Inc., Dept. HA, Wooster, 
Ohio. 


Item 7 
Steel saw table for $39.95 


Skil’s Universal saw table, Model 
528, converts most Skil right hand 


HARDWARE 
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blade saws into bench unit. The 
steel table is 32-in. high with a 
22 x 22 in. top work area. Features 
include an adjustable, clear plastic 
deflector, miter guide, adjustable 
rip guide and a switch at the side. 
The universal clamping device locks 
any one of 10 Skilsaw models in 
position. Capacity is 3/32 in. less 
than cutting depth of saw used. Re- 
tail price is $39.95. Skil Corp., 
Dept. HA, 5033 Elston Ave., Chi- 
cago 30, Ill. 


Item 8 
Hex-socket screw key kit 


Allen key kit No. 667 holds 18 
Allen hex keys in a metal box 
534 x 74x % in. Keys range from 


.028 in. through 54 in. hex diameter 
and fit all Allen hex-socket screws 
in that category. The kit also in- 
cludes new 7/64 in. and 9/64-in. 
sizes for No. 6 and No. 8 “60” 
Series Cap Screws. A key fit table 
on the inside cover shows the cor- 
rect key size for Allen socket screw 
products. A rack inside the box 
tilts keys outward for easy selec- 
tion. Allen Mfg. Co., Dept. HA, 
Hartford, Conn. 


Item 9 


Nonpoisonous ant killer 


Here’s a nonpoisonous bait that 
kills ants safely. Each Ant Coffin 
has its own adhesive border that 
adheres to floor corners and ceil- 
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ings. A special bait lures ants into 
the trap, when taken back to the 
nest the ant colony is eliminated in 
days. These amber coffins can’t 
be moved by children or pets. Two 


Ant Coffins come on a display card 
retailing for 49¢. Lynwood Labora- 
tories Inc., Dept. HA, Norwood, 
Mass. 


Item 10 
Six submersible pump sizes 


Six sizes have been added to the 
Goulds Silent-Flow line of sub- 
mersible pumps. These Series VEM 
units are for 4-in. diameter and 
layer wells and provide capacities 
up to 1380 gph from well depths to 
660 ft. They have 4 to 3-hp motors. 
The impeller, bowl, guide vane and 
cover plate of each stage are made 
of Goulds Byrite. Units have Hex- 
A-Drive stainless steel shafts. 
Goulds Pumps, Inc., Dept. HA, 206 
Fall St., Seneca Falls, N. Y. 


Item 11 
Self-adhering items rack 


This four-sided rack display 
holds an aluminum-vinyl heat re- 
sistant “top” material, a decora- 
tive vinyl and a Mylar decorative 
trim material. The rack for these 
self-adhering materials is 70-in. 
high and 20-in. square. Two sides 
of the rack display eight rolls each 
of 27-in. wide Magic-Counter-Cover 
and the other sides display 15 rolls 
each of 18-in. wide Magic-Cover. 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


The top rod holds two rolls of 9-in. 
wide Magic - Lustre- Cover. Syn- 
thetic Fabrics, Inc., Dept. HA, 
Springfield 4, Mass. 


Item 12 
Rake with aluminum handle 
Here’s a_ king-size Finecomb 
Sweep-Rake with 47 close-spaced 
spring steel tines. This Gardex 
rake cleans up small leaves and 
twigs, pine needles, acorns, pebbles, 
gravel and grass clippings. The 
gold-anodized lightweight alumi- 


num head is 30-in. wide and has 
an aluminum handle and bracing. 
It’s individually packaged. Gardez, 
Inc., Dept. HA, Michigan City, Ind. 


Item 13 


Vacuum ware products deal 


You can set up a vacuum ware 
products department in less than 4 
sq ft with this Thermos merchan- 
diser. This wire rack contains all 
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sizes of vacuum bottles with stand- 
ard neck and wide mouth, lunch 
kits, outing kits and replacement 
fillers. Retail value of merchandise 
is $171.63. Your special cost for the 


merchandise and rack is $112.93. 
American Thermos Products Co., 
Dept. HA, Norwich, Conn. 


Item 14 
High speed band saw blades 
Clemson’s Star High Speed Band 
Blades come in standard tooth, skip 
tooth and gored tooth designs. 
These new blades withstand tem- 
peratures up to 1100 deg. F. Widths 
of 34 and 1 in. are available. All 
bands are raker set. Clemson Bros., 
Inc., Dept. HA, Middletown, N. Y. 


Item 15 
Rope form caulk display 


Here’s a new drop-down counter 
display for DAP Rope Caulk, an 
all-purpose caulking material in 


rope form. Ten 18-ft rolls, each in 
a special sleeve package, are in a 
4 x 8-in. counter display. I[llustra- 
tions on the display highlight ma- 
jor uses for this caulking material. 
DAP Rope Caulk in 90-ft rolls 
comes in individual display cases. 
Dicks - Armstrong - Pontius, Inc., 
Dept. HA, Dayton, Ohio. 


Item 16 
Drip cap and door bottom 


This combination drip cap and 
door bottom has been added to the 
M-D line. The DCV is made of ex- 


truded aluminum with a vinyl in- 
sert. Slotted screw holes aid instal- 
lation. A new extruded aluminum 
threshold, the AFF 31% in., is espe- 
cially for use with the combination 
drip cap and door bottom. Each 
comes in 32, 36, 42 and 48-in. 
lengths. Four finishes are available. 
Macklanburg - Duncan Co., Dept. 
HA, Box 1197, Oklahoma City 1, 
Okla. 


Item 17 
16 new machinist's tools 


Engineers, mechanics and hobby- 
ists are traffic for Union Tool’s new 
line of 16 machinist’s and precision 
tools. Included in the Sweet 16 
promotion are six micrometers 
measuring by 1/1000ths in capaci- 
ties of 0 to 1 in. or 1 in. to 2 in. 
Retail prices range from $13 to 
$21. Other new tools include com- 


bination squares and sets, 6-in. 
steel rules, speed indicator, pocket 
scriber, 9-leaf thickness gauge and 
surface gauge. Union Tool Co., 
Dept. HA, Orange, Mass. 


item 18 
Tamperproof cover for locks 


With this weatherproof and 
tamperproof Lock-Cover assembly 
your customers prevent unauthor- 
ized use of electrical equipment. 
The one-gang WSL-1, shown, and 
the two-gang WSL-2 feature die- 
cast aluminum snap-caps, aluminum 
cover plate and stainless steel hinge- 
springs. WSL-1 comes with rubber 
mat, self-sealing rubber gasket, 


mounting screws, precision lock and 
two keys. Perfect-Line Mfg. Corp.., 
Dept. HA, Old Country Rd. & RR 
Ave., Hicksville, L. I., N. Y. 


Item 19 
4-pe cookware set special 


Mirro is offering an introductory 
special 4-pe set, regularly $12, for 
$9.95, to promote its newly-de- 
signed Jet-Stream cookware line. 
Items in the set are a 2-qt sauce- 
pan, a 7-cup range percolator, a 
3-qt combination pan and a 2-qt 
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covered saucepan. Easy-Over cov- 
ers with off-center handles are fea- 
tured. This promotion is offered 
through August. Mirro Aluminum 
Co., Dept. HA, Manitowoc, Wis. 


Item 20 
Garden shears rack display 


This Wiss garden shears display 
features six selected best sellers, 
plus back-up stock. Less than one 
square foot of counter space is 


needed for the rack that is free 
with the assortment. Retail value 
of the GT-70 display is $56.02. 
J. Wiss & Sons Co., Dept. HA, 
Newark 7, N. J. 


Item 21 
Pitcher with ice-catcher 


Here’s a clear crystal plastic 
pitcher with a new snap-fit ice 
guard that clips in place behind the 
non-drip spout. Liquid flows freely 
while ice is held in the pitcher. 
The pitcher, in a Sunburst design, 
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is made of Fostacryl, a styrene 
acrylonitrile. It won’t break and 
is stainproof. This Grant pitcher 
can be washed in a dishwasher or 


in hot water. Retail price is $1.49. 
Foster Grant Co., Dept. HA, Leo- 
minster, Mass. 


Item 22 
22 and 8-qt paint pails 


Howard Mix-N-Measure Paint 
Pot is now available in a 214-qt 
and 8-qt size plus the 5-qt size. 
These seam-locked pots are made 
of heavy gauge steel. Hardware 
Products Co., Dept. HA, Newark, 
N. J. 


Item 23 
Five-way power garden tool 


Dille & McGuire’s new Turf- 
master Power Scythe is a combina- 


tion of five tools in one: a scythe, 
saw, trimmer, cultivator and pump. 
Its 10-in. saw blade is handy for 
cutting brush and small trees up to 


6 in. in diameter. The trimmer at- 
tachment has a skid plate to protect 
turf and a bumper plate for the 
blade. A pump attachment pumps 
6,000 gph and has a 1%-in. pipe 
connection. The scythe is light- 
weight, portable and has a 214-hp., 
2-cycle engine. Dille & McGuire 
Mfg. Co., Dept. HA, Richmond, 
Ind. 


Item 24 
Five-way sportsman knife 

Ted Williams’ “5-in-1” sports- 
man’s knife is handy for fisher- 
men, hunters or boat owners. This 
Harrington knife features a hand- 
honed Dexter stainless steel blade 
for filleting, a notched blade for 
scaling fish, a stainless steel bottle 
and can opener, and a contoured 
laminated wood handle with a re- 
cessed abrasive stone to sharpen 
hooks. The knife comes gift pack- 


aged with a vinyl sheath and re- 
tails for $5.95. Russell Harrington 
Cutlery Co., Dept. HA, South- 
bridge, Mass. 


Item 25 
Multi-spray shower head 


This Spartan multi-spray adjust- 
able shower head has an improved 
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*2.49 Sent 
INDOOR-OUTDOOR HOME BELL 


Gleaming, polished aluminum bell, 
with satin black ship's wheel bracket 








THAT SELLI 


© A Complete Line SUMMER 
®@ A High Profit Line 


A Big Volume L a - 
® ig Volume Line ——_ 
& 
BARBECUE BELL | *~*-95 
Good tuck horseshoe bracket, polished aluminum bell with a clear, lasting fone. 

NOW... Bells that Sell in a complete price 

range! Beautiful gleaming bells that almost sell 
themselves . . . display packaged for a quick trip off your 


counter. And, a price to fit any customer's pocketbook. FALL 


These bells are perfect for Barbecue, Patio, Garden, 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or “back to the country” gifts for 
friends. All year-round sellers . . . 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. 


$7.49 
PATIO-GARDEN BELL 


A beautiful, fully polished brass bell . . . a big seller 
everywhere, anytime. 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


Please send me more information on Bevin Patio Bells, Home Bells 
ond Barbecue Bells. 








EVIN BR 


MFG. COMPANY, East Hampton, Con 


Sales Representatives 
JOHN H. GRAHAM & CO. INC. 
= 105 Duane Street, New York 8, N. Y. 

















Ask your jobber about BEVIN BELLS THAT SELL! 1...........---..-.-.--.--------~-- 
Want more facts? Circle 143, p. 89 
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SNS HOTTEST SG ANS 


ONE-PIECE NON- 
PINCH HANDLE 


VISE 


HARDENED STEEL 
JAW INSERTS 


FEATURES 


HARDENED STEEL 
CUT-OFF TOOL 























GLEAMING 
RED FINISH 


SWIVEL BASE 


PIPE JAWS 
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PON ROS A A A TT TT RA A NR SERRE TSK RR SCONE 





STEEL CHANNEL SLIDE 
PROTECTS SCREW 


BUILD PROFITS | 


Well-made, well-finished Simplex i 
vises bring you higher profits be- 
cause your customers see value. 
All 5 vises in the line feature 
quality for fast turnover. Attrac- : 


tive discount schedule. Get top 
profits by selling the best. f 
Desmond 

| Simplex : 

Desmond-Stephan Mfg. Co. 
Urbana, Ohio 2 i 

EE RS. SE IC 

Want more facts? Circle 160, p. 89 
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shower pattern. Model C-2 is 
shown. It is made of heavy chrome 
plate on brass and is mounted on 
an adjustable swivel head that per- 
mits spraying in any direction. A 
water control valve that adjusts 
from a jet to a heavy spray. It 
retails for $2.98. Spartan Electric 
Radiator Corp., Dept. HA, 52-55 


74th St., Maspeth, Long Island, 
NaF: 


Item 26 
Three-tier magazine stand 


Small and large magazines can 
be accommodated in Koch’s decora- 
tive three-tier magazine stand with 
contoured grille shelves. This 
brightly finished brass stand has 


scroll feet, flared legs and a carry- 
ing bar. It is 24 in. high, 15 in. 
long and 15 in. wide. It retails for 
about $15. George Koch Sons, Inc., 
Dept., HA, Box 358, Evansville 4, 
Ind. 


Item 27 
Nine fan models for 1960 


Portable window fans, window 
ventilators, all purpose and oscil- 
lating fans ranging from $14.95 to 
$49.95 are offered in Dominion 
Electric’s 1960 fan line. Model 
2075, shown, is a new de luxe 20- 
in. portable window fan and one of 
the nine restyled models in the 
line. It is electrically reversible 
with push buttons, has a carrying 
handle and a one-year replacement 


warranty. It retails for $39.95. 
Dominion Electric Corp., Dept. HA, 
Mansfield, Ohio. 


Item 28 
Sponge with control valve 


This Osrow Sponge-A - Matic 
Osrite sponge features a built-in 
Touch ’n Flow control valve. The 
unit attaches to a garden hose and 
is useful for washing windows, 
ears and lawn furniture. These 
lightweight sponges retail for $1.19 





each and come packed 12 assorted 
colors to a display carton. Osrow 
Products Co., Dept. HA, Glen Cove, 
N.Y. 


Item 29 
Full extension drawer slide 


A new lightweight, full extension 
drawer slide has been added to the 
Knape & Vogt lines. Features of 
the No. 1390 drawer slide include 
easy installation, nylon rollers and 
built-in stops. Only 9/16 in. clear- 
ance is needed on each side of the 





drawer. Comes in 16, 18 and 22 in. 
sizes and fits drawers from 15 to 
29 in. deep. Slides are packed 10 
sets per shipping carton. Knape & 
Vogt Mfg. Co., Dept. HA, 658 Rich- 
mond, N. W. Grand Rapids, Mich. 


Item 30 
Display for floor waxers 


This display takes 11 x 16-in. of 
floor or counter space to display 12 


ee 





Embree Super Jet waxers. Height 
is adjustable from 4% to 5% ft. 
It is packed ready for display and 
has a sign printed on both sides. 
The display is free. Embree Mfg. 
Co., Dept. HA, 10 W. Mravlay 
Place, Elizabeth 4, N. J. 


Item 31 
Four rental machine units 


This Gold Line of rental ma- 
chines consists of a 12-in. scrub- 
ber, 3-gal vacuum, 8-in. drum sand- 
er and a 5-in. edger. The sander, 
has a lever control and easy-on, 
easy-off detachable handle. It has 
a built-in controlled constant drum 
pressure. The edger has a pre- 
cision-balanced 5-in. dise operating 
at 3000 rpm. A free rolling disc 


ACTUAL 


With every Utica sale 
another delighted tool 
user will look to you with 
confidence. He’s the real 
user of tools—your best 
customer. Better than 
anyone, he knows and 
loves a precision tool de- 
signed and produced to 
the highest standards. 
And he will be back to 
select other models from 
the world’s broadest plier 
line. Stock, Display and 
Sell Utica. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 





tools the experts use! 
Want more facts? Circle 144, p. 89 
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guard protects the edger’s rubber 





NOW... 
the superlative 
you would 
expect 


Here is the superlative 
new idea you would expect 
from the experienced moulder . . . 

a wholly new idea in ice chests and 
ice buckets ... the NEW LIFE-LIKE 
coolers for the fun season. 

e 
Keeps ice, keeps cold foods 
cold and hot foods hot, for days, 
not hours. 
es 
Two pounds /ight, 26 quarts big. 

a 
Holds a full case of 
beverages, takes quart bottles upright. 
Easy loading. 

& 

Guaranteed leak-proof, rust proof, 
mold-resistant, easy cleaning, tough, 
shock-resistant, no food odors. 
It’s easily washable. 

* 

Self-insulating, 
entirely of Koppers 
expandable polystyrene. 


Now available 
a startling 
new ice bucket 
retailing for $1 


LIFE-LIKE 


PRODUCTS, INC. 


Housewares Saies Division 
Crisfieid, Maryland 


Want more facts? Circle 145, p. 89 
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pad and the full aluminum skirt as- 
sures complete dust pick-up. Amer- 
ican Floor Machine Co., Dept. HA, 
Toledo, Ohro. 


Item 32 
7-in. deep folding seat 


Here’s a folding seat that is 
compact enough to be carried in a 


pocket and sturdy enough to hold 
up to 250 lb. This Old Pal seat 
can be used for golf, fishing, sports 
events and painting. It opens to a 
13 in. high x 12% in. wide x 7 in. 
deep seat. When folded it is 9% 
x 7 x 1144 in. The frame is made of 
cadmium-plated steel with a heavy 
Army duck seat. Retails for about 
$2.39. Old Pal, Ine., Dept. HA, 
Lititz, Pa. 


Item 33 


Two-way sandpaper holder 


This Red Devil two-way No. 8 
sandpaper holder has a resilient 
and hard surface on which to clamp 


the abrasive sheet. The flip of a 
single lever provides positive clamp 
action to secure the abrasive at 
both ends. This holder is 6 x 234 
in. and comes with a sheet of sand- 
paper. It is also available as the 
No. 88 with a piece of Dragon- 


Skin, flexible steel sandpaper. In- 
structions are attached to each 
holder. Red Devil Tools, Dept. HA, 
Union, N. J. 


Item 34 
26-in. riding lawn mower 

Here’s a 26-in. riding lawn 
mower that can be used as a snow 
remover, cart hauler, lawn roller 
and aerator with attachments. 
Jacobsen’s Javelin is a two-toned 
mower that rides easily up 40 per- 
cent grades. It travels five mph, 
has a 4'1%4-hp engine and chain- 
driven rear wheels. Cutting height 
adjustments from 1'% to 3% in. 
can be made from the driver’s seat. 


Retail price of basic unit is $439.50. 
Jacobsen Mfg. Co., Dept. HA, 747 
Washington Ave., Racine, Wis. 





Item 35 
New melamine dinnerware 


St. Regis pattern of Watertown’s 
Lifetime Regent melamine dinner- 


ware line features an earth tone 
around the rim. The translucent 
white center has a contemporary 
ornamentation. Five other patterns 
are available in this rim-shaped 
line. A 45-pe set of St. Regis pat- 
tern retails for $49.95. Watertown 
Mfg. Co., Dept. HA, 175 Porter St.., 
Watertown, Conn. 


Item 36 
Lockset installation aid 


Here’s a new tool for installing 
Kwikset’s new Sok-It Strike on the 
job. These Kwikset staking pliers 
expand the sides of the metal strike 
box permanently into the door 
jamb. This installation can be made 


quickly with the No. 1-156 pliers 
which retail for $10. Kwikset Div., 
American Hardware Corp., Dept. 
HA, 516 E. Santa Ana St., Ana- 
heim, Calif. 


Item 37 
Salt, pepper, water shakers 


Flambeau’s three-piece shaker 
set has been added to the Patio 





‘Pre-stretched’ 


lor more strength 
longer wear! 


caeet or fume 7 
"Guaranteed by ® 
_ Housckeoping 


<2 45 aoveansed eit 


“WAWIIIORNE 


"%e ,, Braided Cotton Clothes Line ,.°° 


Your customers prefer Shuford’s 
HAWTHORNE because it’s 
“‘pre-stretched’’ for more 
strength, less stretch and long- 
er wear! Gleaming white. 


Display and Sell 
Shuford’s TIGER LILY, | 
Plastic Clothes Line 
In white and colorfast pastels 


Azure Blue, Pin-up Pink, Tiger 
Yellow and Mint Green. 


Remind your customers that 
laundry is sunshine-fresh when 
it dries outdoors .. . on 
HAWTHORNE line! 


For more sales, bigger profits 

stock and display Shuford’s 
HAWTHORNE Braided Cotton 
Clothes Line! 


For complete details, write 





CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 








3793 World’s Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 146, p. 29 
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for 
rover 
TS years 


.. «McGILL 


2425 TRAPS. 


~~ IK PREFERRED 
| BRAND 


a 


the Mil 


Over 75 years of customer preference at- 
tractively packed in this convenient, self- 
service 2-PAC. Eye-appealing, buy-appeal- 
ing, pre-priced two for nineteen cents, and 
transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


Vac ie 


MARENGO ° 


METAL PRODUCTS 
COMPANY 
ILLINOIS 


Want more facts? Circle 147, p. 89 
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‘BUYING CHECK LIST 


Want more details? Just circle item number on p. 89 


Partners line. Featured item is a 
water shaker to douse grease 
flames while barbecuing. Salt and 
pepper shakers work with one 
shake and have ample capacity for 
large outdoor groups. Covers are 
removable for easy filling. Sets 
come in printed poly bag and retail 
for $1 per set. Flambeau Plastics, 
Dept. HA, Baraboo, Wis. 


Item 38 


Two-way vacuum cleaner 


Here’s a canister vacuum cleaner 
with upright action for rugs and 
carpets and canister convenience 
for all purpose cleaning. Westing- 
house’s Spinjet features a revolv- 
ing brush cleaner and an assort- 
ment of cleaning attachments that 
clip onto the side of the canister. 
Other features are a plastic bump- 
er, large capacity disposable dust 
bag and fingertip suction control. 


It comes in olive green and white 
and retails for $69.95. Portable 
Appliance Div., Westinghouse Elec- 
tric Corp., Dept. HA, Mansfield, 
Ohio. 


Item 39 
“C" links with alloy chains 


ACCO alloy studded “C” links 
provide a detachable chain-to-chain 
connection for making’ endless 
slings. The “C” links are, unless 
specified, furnished attached to a 
length of alloy chain. These “C” 
link assemblies are made in 4 in. 
x 2 ft, % in. x 2 ft and % in. x 
2 ft sizes that include the link 


attached to a 2-ft section of alloy 
chain. American Chain & Cable 
Co., Dept. HA, 929 Connecticut 
Ave., Bridgeport, Conn. 


Item 40 
Insulating material glue 


Dux-Sul-Glue is now available as 
an adhesive for blanket or block 
form insulating materials in 2- 
gal and l-gal metal cans. This 
adhesive has a controlled tack- 
range and can be used with a 
brush or scraper blade. One gallon 
of this rubber-dispersed adhesive 
covers about 200 sq ft and bonds 
all insulating materials to sheet 
metal. Grant Wilson, Inc., Dept. 
HA, 141 W. Jackson Bivd., Chicago 
4, Ill. 


Item 41 
Pivot type of pin hinge 

An improved pivot pin hinge for 
flush overlay doors has been added 
to the Ajax line. This hinge, 
called the new 557, allows flexibil- 
ity in installing and positioning 
doors. Its frame and door leaves 





have two elongated slots for ver- 
tical and horizontal adjustment. 
The frame leaf has been redesigned 
for cabinet frames or partitions 
5¥g-in. and 34-in. thick. Ajax Hard- 
ware Corp., Dept. HA, 825 S. Ajax 
Ave., City of Industry, Calif. 


Item 42 
20-qt nursery step-on can 


This nursery step-on can has a 
20-qt capacity. It comes in white 
only with a decal on the front. 
This steel Beautyware square can 
has an odor-killing defumer. Other 
features are a concealed hinge, 


rubber bumpers and recessed foot 
pedal. The inner pail is aluminum. 
Retails for $9.98. Lincoln Metal 
Products Corp., Dept. HA, 225 
42nd St., Brooklyn, N. Y. 


Item 43 
Vinyl plastic work glove 


An improved coating compound 
makes Edmont’s Monkey Grip work 
glove tough and long wearing. A 
two piece liner eliminates all seams 
from the work area. This viny] 
plastic glove is suitable for han- 
dling abrasive materials. These 
gloves come in fully-coated gaunt- 








COMPARE AMES 
ROTO-EDGER 
with any 

other rotary 
lawn shear 


ames 


puts 
more zing in the steel... 


Turn the wheel of an Ames Roto Edger and listen to the quality shear- 
ing sound. Note the extra weight in the head for longer life and easier 
trimming. Check the exclusive shift lever on a #30 that adjusts cutting 
blade for maximum efficiency. Ames Roto Edger is reversible — can be 
used in either direction. America’s fastest selling rotary lawn shear. 


No. 30 Deluxe No. 20 Universal No. 10 Standard 


66%4% markup — full 40% profit. 

IT’S PRESOLD .... POWERFULLY SO...IN 
Better Homes & Gardens House & Garden Living 
Popular Gardening House Beautiful Sunset 


an 
Pe 


“AMES ) "METAL HOUSEWARES 
4 r 4 WHY NOT STOCK THE COMPLETE AMES LINE? : GARDEN TOOLS 
a : SHOVELS 


O. AMES CoO. PARKERSBURG, WEST VIRGINIA 
Want more facts? Circle 148, p. 89 
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AND SELL 
THE BEST! 


SALES SPARKING LINE 





An angle strike lock with a 
cast bronze bolt, this model 
operates from the outside by 
key and inside by turn knob. 
lts 2% x 4% x I" case is of 
cast bronze. Model #667 (not 
shown) is companion model 
with flat strike. 


This angle strike night latch 
operates outside by key, in- 
side by turn knob. A _ cast 
bronze cylinder and iron case 
(2'2 x 32 x 1"') can also be 
furnished with a flat strike. 





Key operation from both sides 
gives this quality angle strike 
e High : deadlock a high security rat- 
Security : ing. ‘Manufactured to precise 
© Standard ss *Peifications, #688 has 
cylinder, bolt, strike and case 
Backset 
(2%) (2% x 4% x |"') of cast bronze. 
ou es Companion model #687 (not 
e Precision shown) has a flat strike. 
Made 


The New England 


Lock and Hardware 
COMPANY 


+ —— 
» 


Want more facts? Circle 149, p. 89 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 89 


lets, palm or fully-coated knit- 
wrists and several types with 
triple-thick palms. All styles are 
made with curved, preflexed fin- 
gers and wing thumb. Edmont, 
Inc., Dept. HA, Walnut St., Coshoc- 
ton, Ohio. 


Item 44 
Single-rail drawer slide 


Penn-Akron easy riding drawer 
slides features steel ball bearings in 
the three rollers, eight in each. The 
front rollers have bevelled flanges 
to prevent side binding. Heavy duty 


plate track in 17, 19 and 21-in. sizes 
adjusts up to 2 in. It can be in- 
stalled rapidly and is priced for 
volume users. Hardware Div., Penn- 
Akron Corp., Dept. HA, Woodside 
gPpe. eS 2 


Item 45 
Flashlight, battery fixture 


You can set up a portable flash- 
light and battery department in 
less than three square feet of floor 


space with Union Carbide’s Stand- 
ard Store Fixture No. 4. This 
wrought iron and chrome floor unit 
displays Eveready flashlights and 
batteries. A steel counter display 
unit is also available. You receive 


a 30.7 percent profit on the over- 
all fixture and product offer. Union 
Carbide Consumer Products Co., 
Div. Union Carbide Corp., Dept. 
HA, 535 5th Ave., New York, N. Y. 


Item 46 
Sickle section grinder 


Here’s a new sickle’ section 
grinder that fits any %4-in. or %%- 
in. electric drill. Wissota’s grinder 
can be used to sharpen any length 
sickle bar. It has a metal handle 
and comes with four holding 
clamps and a vitrified sickle cone. 
This low-priced, compact grinder is 
used easily anywhere and takes 
little storage space. Each grinder 


; . 
3 eT dial 
pare 


comes in an individual counter dis- 
play carton. Wissota Mfg. Co., 
Dept. HA, Minneapolis 4, Minn. 





Item 47 
Kitchen tool line display 


This open stock display features 
17 different Ekco Flint Cook and 


Serve Tools. Melamine handles on 
this new line have a floral design 
and metal parts are stainless steel. 
Two new storage units are avail- 
able for sets of these tools. The 
tools come in gift-boxed sets and 
are individually gift-boxed. Ekco 
Products Co., Dept. HA, 1949 N. 
Cicero Ave., Chicago 39, Ill. 


Item 48 
Adhesive for floor tile 


Here’s a brush-on adhesive for 
vinyl! asbestos floor tile. Consum- 
ers’ new adhesive is applied easily 


with a paint brush. It’s available 
in quarts and gallons. Consumers 
Glue Co., Dept. HA, 1515 Hadley, 
St. Louis, Mo. 


Item 49 
New cabinet hardware line 
Amerock’s new Modern Provin- 
cial cabinet hardware line is avail- 
able in antique English, antique 
copper, antique silver and ivory 
gold finishes. Included in the line 
are a pull with 3-in. center, match- 








7 


want 
some of 
— these... 


... the very first words as your customer walks 
in looking for any conceivable type of bolt, 
nut or screw. There are probably more types, 
sizes, shapes and finishes in bolts, nuts and 
screws than in any other line you carry. 

. . and your customer expects you to have 
just exactly what he has in his hand because 
he knows yours is the place to find it. 

.. . and Screw and Bolt is the line you can 
turn to. You know that’s where YOU can 
find it. It’s America’s most complete line of 
bolts, nuts and screws. There’s no reason for 
you to carry any other line. More and more 
distributors are switching to the Screw and 
Bolt line. 

Mark the “Screw and Bolt” line in your 
want book today... satisfy your customer when 
he says “I want some of these...” 


VMA 7548 


SCREW AND BOLT CORPORATION 


-. 


DIVISIONS: 


A MERIC 


OF AMERICA 


Oo. Box 1708 . Pittsburgh 30. Pennsyivania 


Pittsburgh « Gary ¢ Southington Hardware « 


A'S MOST 


Want more facts? Circle 150, p. 89 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 89 


ing knobs in 1 and 1%-in. diam- 
eters, and matching semiconcealed 
hinges for *%-in. inset lip doors 
and for %4-in. flush doors. Picture 
Frame Display No. 516 showing 
the items in all finishes includes a 
starting stock of the antique cop- 
per finish worth $17.70 retail. Your 
cost is $11.70. Amerock Corp., Dept. 
HA, Rockford, Ill. 


Item 50 
22-in. rotary power mower 


This 22-in. rotary power mower 
called the FMC Orbit- Air cuts 
grass at the outer tip of the blade 


but, designed air currents retain 
the clippings and guide them to be 
recut and pulverized. Other fea- 
tures are enclosed front and rear 
safety guards, automatic impulse 
starting and easy cutting height 
adjustment from 1 to 3 in. This 
model has a 314-hp, 4-cycle engine 
and handle-mounted throttle and 
choke controls. Food Machinery & 
Chemical Corp., Dept. HA, South 
Milwaukee, Wis. 
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Item 51 
48-in. handle on tank brush 


This Oxco SaniTanker tank brush 
is useful for cleaning small holding 
tanks, vats, truck tanks, kettles, 
tubs and other cramped areas. It’s 
made of Tynex nylon and a block of 
high impact plastic. The 7%-in. 


head has a 48-in. handle. The block 
and bristles hold up in detergents 


and disinfectants and resist de- 
terioration. Oz Fibre Brush Co.., 
Dept. HA, Frederick, Md. 


Item 52 
Cotton trot line display 


You can build impulse sales for 
cotton trot line and staging with a 
King Cotton Cordage display. A 
colorful display self-shipper has 
price spots and an eye-catching 
back panel. Each display contains 
three 1-lb balls of heavy trot line, 
six %-lb balls of medium trot line 


and two dozen 2-oz balls of staging. 
King Cotton Cordage, Dept. HA, 
105 Duane St., New York, N. Y. 


Item 53 
Children's coaster horse 


Here’s a coaster horse, called the 
Wonder Toddler, made of soft 
vinyl. This children’s toy has cast- 


ers and comes in pastel colors or 
in the natural color of the golden 
Palomino. Saddle height is 10% 
in., width is 8 in. and length is 20 
in. Spring-suspended models in 
the 1960 line of hobby horses 
range in price from $11.95 to 
$39.95. Wonder Products Co., 
Dept. HA, Collierville, Tenn. 


Item 54 

Wired piastic plant tape 
Tyeonex Plastic Tie Tape is '%- 

in. wide and is reinforced with a 

wire imbedded in the center of the 

plastic. This green waterproof tape 


is easily cut and is reusable. It 
can be used for tying plants to 
stakes, closing freezer bags and 
gift wrapping. Three package 
forms are available: boxes of 7-in. 
tape strips, 72 to the package, re- 
tail for 39¢; spools of 50 ft for 
69¢; spools of 200 ft for $1.39. 
Hydroponic Chemical Co., Dept. 
HA, Copley, Ohio. 

(Continued on page 92) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 


— Wes — ew 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


ie )  . i ae 


~~ 
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New Salesmaker 


The Double Header is actually 2 
tools in one. One end is espe- 
cially designed to smooth out 
putty around the window sash 
for a professional-looking job, 
the other end to apply amounts 
of putty and to chip out old, 
hardened putty. Here is a top 
quality tool made of the best 
steel with shatter-proof, plastic 
handle. Individually carded with 
complete sales and use informa- 
tion. 


ALL TOOLS CLEAR COATED 
TO PREVENT RUST 











Order Assortment No. C135 consisting 
of 12 each Double Header Tools and 
receive, at no charge, attractive rack. 
Rock is packed complete with tools in 
place, ready for display in a corru- 
gated container. 


a new! 


Double Header 


2-in-1 Putty Knife Tool 


70 AH Se 


* 


The Line that does the Selling Job for You/ 


a HYDE MANUFACTURING CO. 
‘er SOUTHBRIDGE, MASSACHUSETTS 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 89 


(Continued from page 88) 


Item 55 

40-oz chillers and glasses 
Anchorglass No. 3340, 40-oz 

chillers with red plastic caps, are 

now available in crystal glass and 

in crystal with five different dec- 


orations. Oranges and Tomatoes, 
Dutch Country and Pastel Ribbons 
patterns (left to right) retail for 
29¢ each and matching juice 
glasses are 10¢ each. Plain crystal 
chiller, bottom, left retails for 25¢ 
and juice glasses are two for 15¢. 
Fiesta Bands and Oranges are 


available in a 7-pc set including the 
chiller and six matching juice 
glasses for $1.29 per set. Anchor 
Hocking Glass Corp., Dept. HA, 
Lancaster, Pa. 





You asked for it!... 
Plastex 


TROJAN 


Item 56 
Home soda fountain outfit 


Ingredients necessary for mak- 
ing ice cream sodas and flavored 
sodas come in Kidde’s home soda 
fountain set. Included in the set 
are a Soda King Syphon, a 12-o0z 
syrup dispenser, three 4-oz cans of 
Cott pure fru‘t syrup and three 


Stronger 


and Still 


Plastic pipe users said, “Keep it flexible, but make it 
stronger!” Plastex laboratories found the answer — 
Formula T-4 Polyethylene — which gives TROJAN 
100-LB Pipe excellent flexibility for all of its extra 
wall thickness and extra strength. In test after test of 
this and other plastic pipes, only TROJAN 100-LB 
passed both requirements — strength and flexibility. 


TROJAN 100-LB Pipe is performance rated for 100- 
pound working pressures, with ample safety factor. 


So, here’s your answer: TROJAN 100-LB Pipe — 
flexible, for time-saving, joint-saving, money-saving 
installation—-strong, for 100-pound working pressures 
and trouble-free performance. 


3 As S/N CE TEX 


COM PANY 


3232 CLEVELAND AVENUE 


chargers. No. 6A Soda King home 
fountain set is $17.95. Kidde Mfg. 
Co., Dept. HA, 35 Farrand St., 
Bloomfield, N. J. 


Item 57 
Color-matched rods, reels 


True Temper’s color-matched 
Flipline rod, reel, line and casting 
plug are mounted and ready to 
cast. This combination features 
Ocean City’s improved No. 376 
Flipline reel with casting control 
bar and dashboard drag dial and 
2-pe Flipline glass rod with four 
chrome-plated guides and ‘“Speed- 
lock” handle, It’s a balanced outfit 
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for closed-face spinning in a choice 
of No. 9080 green luminescent, No. 
9081 grecian gold, No. 9082 gray 


luminescent, and No. 9083 copper- 
tone. True Temper Corp., Dept. 
HA, 1623 Euclid Ave., Cleveland 


Item 58 
Two new silver patterns 


Two new silver patterns, “Senti- 
mental” in Heirloom Sterling and 
“Song of Autumn” in Community 
Silverplate, have been added to the 
Oneida line. The pattern motif of 
“Song of Autumn” is a wheat de- 
sign, raised and dark-shaded in 
sculptured effect against oval han- 
dies. A five-piece place setting re- 
tails for $9. “Sentimental,” the 
new flatware pattern, retails at $35 


geared chuck and mounted adapter, 
Twist - Lock power trimmer with 
13-in. Swedish blue steel cutter bar, 
and horizontal drill stand. The kit 
retails for $36.72. Twist-Lock Kit 
KU-138 includes a 740-CG %,-in. 
Shopmate drill with geared chuck 
and mounted adapter, Twist-Lock 
oscillating sander with nine abra- 
sive sheets and Twist-Lock jig saw 
with three free blades. This kit 
retails at $41.56. Portable Electric 
Tools, Inc., Dept. HA, 320 W. 83rd 
St., Chicago 20, Ill. 


Item 60 
Rifle line in seven calibers 


Seven calibers are available in 
Browning’s high-power bolt action 
Mauser rifles. They are: .243, .270, 
30-06, .308, .300 H & H Magnum, 
375 H & H Magnum and .458 Mag- 
num, shown. All models have a 
Monte Carlo stock with cheek-piece 
and a three-position, silent, slide 
safety. Regular caliber models are 
43-in. long with 22-in. barrels and 
a five cartridge capacity. Magnum 
calibers are 45-in. long, with 24-in. 





Fishermen 
and 
Tool Users 


Are Shrewd 
Judges... 


that’s why a Kennedy Kits 
Display pays off big for you! 


When a Fisherman or a Tool User 


needs something, he likes to try it be- 
for a sixpiece place setting. Oneida =» ? fore he'll buy it. 
Silversmiths, Dept. HA, Oneida, 


V.¥Y Every one of your Kennedy Kits is a 


natural show-off. Keep them on dis- 
play where these men can tinker with 
them. Notice their silent approval as 
they glide the drawers in and ovt— 
and work those perfectly crafted can< 
tilever trays. ‘Just looking” ... yes. 
But they're doing a better selling job 
than a clerk could do, because they're 
selling themselves. 


Item 59 
Power tool kit promotions 


Two Twist-Lock kits are being 
featured in a new Shopmate Spring 
promotion. Model KU-139, shown, 
features a 14-in. Model SD-2500 
2.9-amp. Mirror Finish drill with 

i Use the coupon below to get the Kennedy Profit Plan. Discover for yourself 
| j how this common-sense program can help you increase your tool and tackle 
box turnover. 


SEND FOR YOUR KENNEDY PROFIT PLAN TODAY! 





Please send me complete details about the 
Kennedy Profit Pian. 





KENNEDY MANUFACTURING CO. 
DEPT. 113, VAN WERT, OHIO 


Requested by 





Address 





Cc ity Jane Sta le 








ween meme we — a an am oy 
eee J 
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={- Zeltlamaeh aie 


“PRICE-LEADER” 


. - but still 
make a PROFIT! 


USE LIBERTY’S 


BARGAIN 


OF THE 


MONTH 


CAR and HOME 





IN SELF- 

SELLING 

DISPLAY 
BOX 
































JU 
Reg $2.98 
SPECIAL 


1.88 










































































AD MATS AND STORE 
KIT AVAILABLE 


* 
Contact your local 


LIBERTY Distributor 
for information on 
this month’s money- 


maker — 
e 


Or write 


R. C. VEREEN 


Managing Director 
Liberty Distributors 


Box 95 =—~Phila., Pa. 
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barrels and a four cartridge capac- 
ity. The rifles are $164.50 except 
the Magnum calibers which, with 
recoil pad, sell for $169.50. Brown- 
ing Arms Co., Dept. HA, Ogden, 
Utah. 


Item 61 
12 rope hanks in carton 


Here’s a small, strong and eco- 
nomical line that is useful in gar- 
dening, building, hobby work, 
household repairing and in camp- 
ing. Puritan’s Solid Braided Cot- 
ton Mason Line comes in a display 


carton of twelve 48-ft connected 
hanks. It comes in sizes 3, 3%, 4, 
41% and 5. Puritan Cordage Mills, 
Dept. HA, Louisville, Ky. 


Item 62 
Drill station-wagon tent 


Wenzel’s new low-priced station 
wagon camp tent is an. umbrella 
tent model with a back door and 
insectproof canvas panel that fits 


over the rear of station wagons. 
It is made of green, water and 
mildew-resistant drill. This tent 
has a sewed-in floor with a 9 x 9 
ft base, nylon-screened windows, 
jointed metal awning poles and 
hardwood stakes. H. Wenzel Tent 
& Duck Co., Dept. HA, 2200 S. 
Hanley Rd., St. Louis 17, Mo. 


Item 63 
Silicone liquid spray 

Krylon Silicone All - Purpose 
Spray, in 16-0z and 6-oz pressur- 
ized dispensers, acts as a lubricant 
to stop sticking, stops squeaks, re- 
tards rust and repels water. It is 


colorless and does not become hard 
or thicken with age. Its dielectric 
characteristics make it useful in 
lubricating clocks, timers and elec- 
tronic devices. The 16-0z. aerosol 
can retaiis for $1.95 and the 6-oz 
size sells for 98¢. Krylon, Inc., 
Dept. H/., Norristown, Pa. 


Item 64 
Galvanized steel ice chest 


Fishermen and sportsmen who 
need an extra-durable portable ice 
chest are traffic for Igloo’s new gal- 
v..nized steel model. It is 18144, x13 
x 1014 in., weighs 11 lb and is in- 
sulated and lined with U. S. Royal- 
ite. This Igloo Fiesta model also 
features fold-away carrying han- 
dles, nonsnag hinges, a sturdy latch 
and a drain on the end of the chest. 
Igloo Corp., Dept. HA, Memphis, 
Tenn. 





Item 65 
Decorative Christmas mat This Offer 


Sparkling Decor-Tex, a decora- Expires 
tive Christmas cotton, is now avail- JUNE 1, 1960 


call your jobber 
now... {Of 


: , : ‘ Al} ; A : ( RI 7 
able in a red Santa design with J 
gold foil flakes. A new type of roll | 


fold eliminates creases in the 
material. Fireproofed Decor-Tex 


comes in 15 x 60 in. mats that re- 
tail for 59¢ and in 30 x 54 in. mats 
retailing at 98¢. Union Wadding 
Co., Dept. HA, Pawtucket, R. I. a 


Item 66 
Paint and varnish remover 


x 
This marine paint and varnish IX extra dollars for Ou 
remover takes off most synthetic 


finishes used on boats. It’s called 


Kwik Super Marine and contains . 
Mikal-263, a new formulation. The WI Pac fal Pd 


new formulation comes in pints, 





Now, AD-A-GRIP, the most POWERFUL 
GLUE known to the world, gives you the 
most POWERFUL PROFIT MARKUP deal! 
You MORE THAN DOUBLE YOUR 
MONEY on this sensational limited-time 
offer. 


AD-A-GRIP is READY-TO-USE . . . ALL- 
PURPOSE .. . joins everything and any- 
thing together in a long-lasting, WATER- 
RESISTANT bond. 

AD-A-GRIP does the BIG selling job on 
its a with its LOW PRICE and 
“easy-squeeze”" bottles in their attractive 
counter display. AD-A-GRIP'’s BIG per- 
formance (backed by guarantee) keeps 
your customers coming back for more. 


| HERE'S WHAT YOU GET: 
quarts, gallons, five gallons and COST RETAIL 


: ; : 1 Ctn. (24) 2 oz. $5.04 
50 gal drums. Chemical Products 1 Cin. (12) 4 oz. 4.32 
Co., Dept. HA, Aberdeen, Md. 1 Ctn. (12) 8 oz. 7.20 


V2 Cin. (6) 8 oz. FREE 





y DON'T WAIT! CONTACT YOUR 
Your Cost $16.56 WHOLESALER NOW! 


Item 67 | NET PROFIT $17.04 JOBBERS: WRITE TODAY FOR 


Furniture leg brace kit (more than DOUBLE YOUR MONEY) | SAMPLES, CATALOG PAGE & 
‘ Freigh i f . 
These Wilkenson leg braces are reight paid on orders of | Doz. Deals or more. DISCOUNT SHEET. 


useful for tapered or square legs, | AD -f- “LUSTER 
metal or wood, of 18 in. or more | Terrase COMPANY 
in height. They are almost 12-in. 167 East Third Street, Mt. Vernon 45, © MOunt Vernon 4-1982 


Want more facts? a 155, p. 89 
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Deluxe assortment of Lustro-Ware 
POLYETHYLENE WASTE BASKETS 
with FREE revolving, steel 
MERCHANDISING TREE 


: ty tts. 





en = 


FROM A pitteassortment 


OPEN 
sTocK Choice of SOLID COLORS or 
METALLIC DECORATED styles 


Put this sales whiz to work for you. Displays 
and sells 8 different styles of popular 
Lustro-Ware baskets. This revolving, 
steel merchandiser takes less than 3 x3 feet 
of space . . . wonderful for hot traffic spots 
... attracts customers to a Lustro-Ware 
housewares section. Display FREE with BT-8 
or BT-8D decorated basket assortment. 

All profitable, nationally advertised values. 
Order from your supplier or write — 


COLUMBUS PLASTIC PROD., INC., Columbus, Ohio 


Guaranteed by WORLD'S LARGEST 
manufacturer of plastic housewares 
Want more facts? Circle 156, p. 89 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 89 


long and are easily attached to fur- 
niture. The braces are packed four 
to a carton with screws. Braces are 
available in satin brass, pewter and 
coppertone finishes. Kits retail for 











$3.98. Bulk quantities are also avail- 


able. Wilkenson Mfg. Co., Dept. 
HA, 2916 W. Lake St., Chicago, Ill. 


Item 68 
Multi-purpose sealer 


Lowe Brothers’ improved Master 
Oil is useful as a masonry condi- 


| tioner in connection with new latex 
| house paint. It is also handy as a 


clear floor sealer for concrete or 
wood floors. It retails for $5.75 a 
gallon. Lowe Brothers Co., Dept. 


|HA, Dayton, Ohio. 


Item 69 
Vinyl packaged holster sets 


Kilgore’s holster sets are now 
mounted on wood grain corrugated 


board under heavy gauge, clear 


vinyl. Holsters in these packages 
are made of leather and most pis- 
tols feature full wraparound hand 
grips. Sixty-six different sets are 
available, in double or single hol- 
sters, retailing from $1.29 to $7.95. 
Kilgore, Inc., Dept. HA, Wester- 
ville, Ohio. 


Item 70 
1960 outdoor appliance line 


Color-matched sets of outdoor 
appliances are featured in the 1960 
K-Appliance line. The new finish, 
sandalwood satin fleck with copper- 
tone trim, is available on four 
KampKold ice chests, six Kamp- 
Kook camp stoves and four Kamp- 
Lite lanterns. A stove, ice chest 


and a lantern, ali with the new 
finish, are shown. K-Appliances, 
Scotsman Queen Products Div., 
King Seeley Corp., Dept. HA, AIl- 
bert Lea, Minn. 


Turn to p. 99 for a listing of new 
aids to help you sell better. 
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PAINTBRUSHEs 


Profit by the big 1960 promotion 
of paintbrushes made 100% 
with Du Pont tapered TYNEX®! 


Get these multiple selling aids 
and multiply your 
paintbrush soles... 


It’s a fact that the better a paint- 
brush is, the better the results will 
be. And brush manufacturers know 
that when they fill their brushes 
100% with tapered TYNEXx nylon 
filament, they can produce the high- 
quality brushes necessary for high- 
quality jobs. 


To boost both awareness and 
sales of superior paintbrushes, 
Du Pont is running an extensive 
consumer advertising campaign for 
brushes made 100% with tapered 
TYNEX. The advertisements will ap- 
pear during the 1960 selling season 
in The Saturday Evening Post and 
Farm Journal, 


Because tapered TyNex is the 
most widely advertised brush-fill- 
ing material on the market, your 


customers will be looking specifi- 
cally for brushes made with it. As 
a sales clincher at point of pur- 
chase (and tying in with the big 
national advertising campaign), 
Du Pont offers you free selling aids. 
These hard-working aids can help 
multiply your sales of quality 
brushes made 100% with tapered 
TYNEX nylon filament. 


Y ou benefit in several ways. High- 
quality brushescommand premium 
prices that bring you premium prof- 
its. When customers get good re- 
sults from these brushes, they re- 
turn to your store, and you get 
repeat sales. So send for your free 
selling aids today. Just fill in and 
mail the coupon, indicating what 
aids you would like to have. 


REG. y.s. PAT. OFF. 
Better Things for Better Living . . . through Chemistry 


as ecves* tS te ¢ 2% 


Pot 
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DECAL. identi- 

fies your store 
as headquarters for paint- 
brushes of tapered TYNEex 
Size: 5%” x 9%”. Limit — 
one per store. 


PENNANTS. 

Reminds custom- 

ers of quality 

brushes and re- 
lated items. Size: Triangular’ 
in shape. 9” x 11”. Limit — 
one set of 12 per store. 





C) 


— DISPLAY 

oa = 3 CARD. Tells 
customers store carries qual- 
ity brushes of tapered Tynex 
as advertised in the post 
Size: 7¥%2” x 12”. Limit — 
three per store. 





CJ 


use by retailers as 

: mailing pieces. 

Size: 3” x 5”. Limit — 200 
per store. 








WALL STREAMER. Iden- 
tifies store with quality 
paintbrushes of tapered 
TYNEX as seen in the POST 
Size: 6” x 25”. Limit—three 
per store. 





BOOKLET. 

**Ask The 
Expert’’, 16 pages on choos- 
ing paintbrushes and tips on 
painting. Size: 5” x 7”. Limit 
—100, and one counter card 
per store. 


E. I. du Pont de Nemours & Co. (Inc.) 
Advertising Dept., Rm. N-2524-M, Wilmington 98, Del. 


SEND ITEMS CHECKED TO... 


Store Name 





Address 





City Zone 





Paintbrush Supplier's Name 
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Here’s a year ’round profit item for your economy- 
minded, home fixer-uppers! An opportunity for you 
to get your share of the dollars being spent to rid 
homes of the common problem of “sweating” cold 
water pipes. 

Only NoDrip Tape, the original nationally adver- 
tised cold water pipe insulation designed for do-it- 
yourself customers, gives you these important 
benefits. 

e Faster turnover...more profit. 
e Greater customer satisfaction because of NoDrip 

Tape’s proven permanency. 

e Hard hitting program of dealer sales aids. 

. | So don’t settle for inferior, temporar ipe wrap- 
Dempster Convert-O-Jet lets a ge ‘ | pings...stock and sell the only ~ lt that 
you close more sales faster 4 mate tet is 100% vapor and moisture proof—NoDrip Tape. 
because it offers—at one low 2 | Easy-to-apply NoDrip Tape winds spirally around 
price—a truly top quality is \. | any size pipe...needs no vapor-seal tapes or over- 
water system for both shal- : “deep well | wraps...no bands, brads or fas- 
low and deep wells. thrifty Vs HP | teners. Fits snugly even around 
For low investment, you offer powerful 1% HP tees, unions, angles, valves. 
the best in durability, adapti- acotien thinnest 
bility and performance: | carton. Dealer discount 334% 
quick, easy conversion from shallow to deep well | 
operation with no extra cost, except pipe, and with 7 &? 
no special tools; choice of the thrifty 14 or hefty 4 
HP ball bearing motor; corrosion-proof ejector and oe reee 
nozzle; improved low-loss impeller; excellent ma- 
terial and construction throughout; water delivery 
of as much as 835 gal. per hr.; operational depths 
to 90 feet. 4 























And get added sales... added profit 
with NODRIP PLASTIC COATING 


Write Dempster or your nearest Dempster branch 
today for details. 


! 

! 

1 

| 

Now, get the commercial and industrial 

wares 1 = trade in your area. Here’s 100% moisture- 

i saipee¥ ene, | | een! ims, proof protection for tanks, ducts, suction 

oo _ ! a eran lines, walls, ceilings in home, store or fac- 

EMPSTE ‘oro tory. Easily applied with trowel, brush or 

' ind} ) up \; heavy spray equipment. Adheres to metal, 

ee ee | | concrete, brick, plaster. Prevents rust, 

EQUIPMENT ciedee. cand Staite, Grain l tr. ; condensation, corrosion. List: 1 gal. can 

‘net Kansas City, Mo., Des Moines, Sioux $1.90; 5 gal. can $8.75; 55 gal. drum $90. 
Falls, Denver, Oklahoma City, | 


MORTELL COMPANY * KANKAKEE, ILL. 


ee ewe an an an on an aes ee eae oe 


Amarillo, San Antonio | 
Want more facts? Circle 158, p. 89 Want more facts? Circle 159, p. 89 
98 e HARDWARE AGE, May 5, 1960 











NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 89 for vour copy 


ITEM 84 STEEL PIPE COUPLINGS 
CATALOG — Gives sizes, lengths, 
threads, weights and carton con- 
tents of merchant, half and API 
line pipe couplings. Specifications 
on steel pipe are included. Wheat- 
land Steel Products Co., Dept. HA, 
1300 Bankers Securities Bldg., 
Philadelphia, Pa. 


ITEM 85 SWIMMING POOL CHART— 
Contains information on various 
phases of pool care. It explains how 
to use Pennsalt’s chlorine com- 
pounds. A 20-page Pool Owner’s 
Guide on all aspects of pool care is 
also available. Pennsalt Chemical 
Corp., Dept. HA, 3 Penn Center, 
Philadelphia 2, Pa. 


ITEM 86 VACATIONERS’ BOOKLET— 
Is designed for you to give to cus- 
tomers to sell outdoor fun ideas and 
more Coleman outing products. 
Topics include where to go, budget- 
ing money and menus. George and 
Iris Wells are the authors of the 
40-pager. Coleman Co., Dept. HA, 
Wichita 1, Kan. 


ITEM 87 PLUMBING BRASS FITTINGS 
FOLDER — Called “The Hardware 
Group of Plumbing Brass,” it il- 
lustrates and describes special in- 
terest items for you. Sterling prod- 
ucts are arranged by groups — 
kitchen, bath, laundry and miscel- 
laneous. Sterling Faucet Co., Dept. 
HA, Morgantown, W. Va. 


ITEM 88 FISHING TACKLE FOLDER 
—Illustrates Langley’s 1960 line. 
Four new reels are featured. In- 
cluded are seven spinreels, four 
bait-casting, three saltwater and 
two spincasting reels, and two styles 
of Fisherman’s De-Liars. Three 
jigs and a chrome lure are also de- 
scribed in C-60. Langley Corp., 
Dept. HA, 310 Euclid Ave., San 
Diego, Calif. 


ITEM 89 RADIO AND TV TOOL KIT 
—Catalog 160 describes Service 


Master tool kit Model 99SM and 
other items manufactured by Xcel- 
ite. Price lists are also available on 
all items. 99SM is a 23-piece kit 
that can handle 99 percent of all 
radio and TV repair requirements. 
It weighs 234 lbs and is a kit for 
professionals. Counter literature 
and other material is also available 
on these kits and tools. Xcelite, Inc., 
Dept. HA, Orchard Park, N. Y. 


ITEM 90 ENGINE TOOL KIT BULLE- 
TIN—Kit No. 3534 is described. 
There are 17 forged tools, including 
4 open end wrenches, 2 screw 
drivers, 2 pliers, spark plug wrench, 
pin punch and 7-piece key wrench 
set. Tools which are for engine re- 
pair and tuneup, are packed in a 
blue plastic pouch. Vichek Tool Co., 
Dept. HA, Cleveland 4, Ohio. 


ITEM 91 PERSONAL SAFETY EQUIP- 
MENT — 72-page catalog -ides 
safety equipment into four types: 
(1) eye, (2) respiratory, (3) hear- 
ing, (4) head. Willson safety equip- 
ment items discussed include gog- 
gles, helmets, respirators, gloves 
and many other items for personal 
safety in industry and other fields. 
Willson Products Div., Ray-O-Vac 
Co., 212 E. Washington Ave., Madi- 
son 10, Wis. 


ITEM 92 WEATHERPROOF ELECTRIC 
OUTLETS—This literature and cata- 
log covers the Bell line of Saf-T- 
Lok snap cover plates and weather- 
proof outdoor boxes. Also, a variety 
of electrical devices for outdoor use 
are discussed. Bell Electric Co., 
Dept. HA, 5735 S. Claremont Ave., 
Chicago 36, Ill. 


ITEM 93 LAWN TOOL CATALOG— 
Features the Gardex line including 
two Sweep-rakes in three sizes and 
rotary grass shears with barrel 
roller. Gardex, Inc., Dept. HA, 
Michigan City, Ind. 


ITEM 94 TRACTOR CLEVIS LITERA- 
TURE—A new series of extra strong 


clevises for all types of tractors is 
described by this Midland litera- 
ture. A feature of these new steel 
clevises is a cadmium plated pin 
and extra large shackle eyes. Avail- 
able in straight and twist types. 
Midland Industries, Inc., Dept. HA, 
Cedar Rapids, lowa. 


ITEM 95 RUBBER BALL LITERATURE 
—Information on the new Barr 
Nursery Rhyme ball line is given. 
Each ball is colored with nursery 
scenes like Humpty Dumpty, Cat 
and the Fiddle, and other Mother 
Goose characters. Prices for the 
balls range from 59¢ to 98¢. Barr 
Rubber Products Co., Dept. HA, 
Sandusky, Ohio. 


ITEM 96 PLUMBING, HEATING MA- 
TERIALS—Gives official list prices on 
soil pipe and fittings, lead traps and 
bends. Other items are heating ac- 
cessories, baseboard assemblies, and 
asbestos and wool pipe coverings. 
Elite’s 28 pages covers copper tub- 
ing and copper elements and con- 
vectors. Elite Sales Corp., Dept. 
HA, 1051 Irving Ave., Brooklyn 27, 
Ns: 


ITEM 97 FAMOUS SLUGGER YEAR- 
BooK—Is a ready reference for ma- 
jor and minor league batting sta- 
tistics. World Series data, photo- 
graphs and highlights are included. 
Hillerich and Bradsby’s yearbook 
contains an article called Base Hit- 
ting written by Nelson Fox. Hil- 
lerich and Bradsby Co., Dept. HA, 
Louisville, Ky. 


ITEM 98 PLANT FOOD PRICE CATA- 
LOG — Covers the Vigoro line of 
lawn foods and flower foods. A 
country-wide price zoning map is 
included. Swift @ Co., Dept. HA, 
Chicago, Ill. 


ITEM 99 RIFLE AND SHOTGUN CATA- 
LOG—Features Jefferson’s new line. 
Included are hi-power rifles in cal- 
ibers .243, .270, .308, .30-’06, and 
.300 H&H Magnum, single-shot and 
repeating shotguns. Also described 
are a Young Hunter’s model in .410 
bore, a .22 Magnum varmint rifle 
with scope, a .22 autoloader and a 
bolt-action single-shot .22 plinker. 
Jefferson Corp., Dept. HA, 112 
Quinnipiac Ave., North Haven, 
Conn. 
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Superiority 
you can 
demonstrate 





CLIPS WEEDS ON CONTACT ELIMINATES NUISANCE SHORTS 


Ait it ANN {il 7 iy, 
HoL-DeM weedproof 


fencers clip weeds 
ELECTRICALLY! 


You can prove HoL-DeM’s amazing weed- 
clipping action by hooking up a HoL-DeM 
Model 57 fencer with short bare wires on 
the terminals. Invite customers to try short- 
ing out the “fence” with a weed or grass 
leaf. Touching the leaf FIRST to the ground- 
ed wire THEN to the hot wire, they will see 
the leaf become scorched and wither where 
it touches the “fence” wire, 


Safer too 


because the current 
is completely OFF 
between shocks. 





\ ‘ 


Connect a “fence tester’’ across the fencer 
terminals to show two characteristics of 
HoL-DeM performance-—sharp, periodic 
flashes of the tester indicate the frequency 
and duration of shocks while the complete 
absence of afterglow between shocks is evi- 
dence of maximum safety and dietscuetiod 


JUST OUT 


—a new 12-volt bat- 
tery fencer with extra 
effectiveness. 


Ask your jobber. 


All six HoL-DeM fencers come in attractive 
colors for more effective store display. 


HoL- DeM Electric Fencer 


division of Electric Service Systems, Inc. 
— makers of famous ESS battery chargers. 


1364 N.E. Quincy St. Minneapolis 13, Minn. 


a ee 
Want more facts? Circle 161, p. 89 
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Lottone 


from Hardware Age readers 





Raising Margins? 
Dear Editor: 


I agree with Mr. J. A. Murphy, 
Murphy’s, Inc., Stillwater, Okla., 
wholeheartedly about raising mer- 
chandise 35-40 percent, as he dis- 
cussed on p. 126 of the Mar. 10 
issue. 

But what good would it do if you 
have competitors like the two big 
discount houses, like I do. These 
two cut the price of merchandise 
to what it costs me or below. 

Yours truly, 
Mel Gershman 
Gershman’s Highland Park 
Paint & Hdwe. Supply 
Highland Park, N. J. 


New uses for staples 
can pay off in sales 


Ingenuity is a wonderful thing, 
and it is often responsible for new 
ways to sell staple items in a hard- 
ware store. Here is an example. 

Many extra yards of plastic 
storm window material were sold 
last winter at Bordeaux Hardware, 
Bordeaux, Tenn., because a playpen 
on the floor behind the cash regis- 
ter was enclosed on all four sides 
with this material. 

The pen was there to permit the 
owner’s wife to help in the store 
while tending her youngest child. 

This shield protected the baby 
from sudden drafts whenever the 
door to the warehouse was opened. 
It also screened him from counter 
drafts eddying along the floor 
whenever the ceiling unit heater 
blew hot air across the room. 

Neighborhood mothers were in- 
trigued with this use of the plastic. 
Several bought some for their own 
use. 

This idea makes it possible to 
put playpens out earlier in the 
spring or keep them out later in 
the fall than would be possible 
with an unprotected pen. 

At the same time the clear plas- 
tic permits the babies to see around 
them and not feel left alone. 











Let convenience 
and easy 
movement make 


MORE CASTER SALES 
FOR YOU! 


A Bassick Diamond Arrow 
Caster Series ‘‘68”’’ 


Diamond-Dart For Household 
Furniture Series ‘‘26"’ yw 


Suggest Bassick Casters for furniture, 
toy boxes, home tools, appliances and 
dozens of other things around the 
house. Tell how they save work and 
time, then follow through with these 
easy-to-use sales points — 

Won’t mark floors! Choice of soft 
tread wheels for wood and tile... hard- 
tread wheels for rugs and carpets. 
Heavy duty steel construction plus 
case-hardened ball-bearing races mean 
long life and unusually easy swivelling. 
Stock and display Bassick Casters — 
they’re both easy to sell and profitable. 


THE BASSICK COMPANY, Bridgeport 
5, Conn. In Canada: Belleville, Ont. 


0.20 


Excellence 
STEWART-WARNER CORPORATION 
Want more facts? Circle 162, p. 89 





CUSTOMERS ! 


Sell the autoloading shotgun 
demanded by shooters who New Model 878 is eng- 


neered to sell to the big 

* ket of sho h 
put performance first... would rather pay for a guns 
fancy shooting than for its fancy 


looks. Every remarkable feature of 


the “Automaster” has been designed 
THE FEATHERWEIGHT to add greater performance. .. and it all 


adds up to a real dollar getter. 


You can talk at length about the amazing 
Power-Piston that automatically adjusts for 
é loads . . . about the exclusive “Power-Matic” 


action that lessens recoil effect, or about the inter- 


| changeable barrels—all are terrific sales features. 
M odel PA For all its ruggedness, the Model 878 offers quality 
Pa eye appeal in its clean, uncluttered lines and in its 
fine American walnut stock. And, of course, it is 


pp backed by the famous “Remington” name. Order it 


99 r today and listen to that cash register ring! 
? 9 MILLION readers POT a 9 ing 
"4, now being pre-sold pet OR ee |e 
wy, on Model 878 by ads 
AVAILABLE ONLY IN 


in 10 top shooter- 
12 GAUGE, A GRADE 


WITH PLAIN BARREL. - market magazines 
3-SHOT AUTOLOADING. sd é 


RETAIL PRICE 


114°" 


























Seif- Adjusting Power -Piston handies ail types ot Supreme Dependability. The “Automastor” 
“* . ispre- Quick - f 

standard-length loads. The mechanism automatically cision built for flawless performance. High-speed- Mode! mete + Pewee dewe 3 = 

selects the right amount of gas from the load to camera photographs of the cycle of operation show for desired ane tae — tools 

work the action. The gas doesn’t bieed off until the the moving parts are perfectly synchrenized. These unscrew the magazine cap and lift off Cony do is 

shot has left the barrel, ensuring full power behind and other laboratory tests prove Mode! 878 the The trigger assembly comes out as a sncaitiae 

removal of two pins. 


Kemington 


REG. U.S. PAT. OFF 


ae 
. 


the shot column and a clean gun. most trouble-free gas-operated shotgun ever built. 





““Power-Matic”’ is Reg. U.S. Pat. Off. and ‘“‘Automaster”’ is a trademark i i 
Reg. U.S. 2 : of Remington Arms Com : Ke : i 
Arms of Canada Limited, 36 Queen Elizabeth Blvd.. Toronto, Ont. i spaete:: " 2 ede boo re patent: Sea “omy 
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Why do so many building supply and hardware dealers tag Griffin as 
*“A Good Line To Handle?” 


Because—Griffin makes a product builders and architects respect; 
Griffin offers a complete line of hinges, straps and tee-hinges, screen, 
builder and industrial hardware; Griffin prices its product 
to offer the distributor a good profit; Griffin service is ex 
ceptionally quick and dependable. Griffin Manufacturing 


Company, Erie, Pennsylvania. GRIFFIN HINGES 
Want more facts? Circle 164, p. 89 
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‘““Grab-bag” of brushes 


is a booster for sales 


Bordeaux (Tenn.) Hardware Co. 
had a fairly common problem: How 
to display a large variety of brushes 
in depth. The problem was solved 
with a homemade grab-bag. 

Under normal conditions, the 
store had room to display only a 
sample each of car brushes, wire 


brushes, and household brushes. 
Too many brushes, not enough dis- 
play room. 

The Bordeaux grab-bag is a long 
basket made by attached heavy 
hardware cloth to the lower part 
of a fixture. It holds hundreds of 
different kinds of brushes. 

Of course, the brushes are mixed 
up, but many customers prefer it 
this way. They like to dig to find 
the brush they want. 

The brush grab-bag has boosted 
sales of all types of brushes. Where 
formerly each brush line was in a 
different part of the store, by de- 
partment, now each line has a com- 
mon home. 
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“SCOTCH” BRAND Masking Tape sells at a fast 
clip when you suggest it with every paint sale. 





Shellac information Bureau @ 51 Pine Street, New York 5, N.Y. 
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IF YOU SELL PAINT 
vou neeD STAT 


STAT shutehes paiet brush cleaning. 


STAT is economical, saves hours of work. 


STAT is perfect for cleaning paint 
from hands, face and even 











“SCOTCH” IS A REGISTERED TRADEMARK OF THE 3 CO. 
Miinnssora [iftmine ano \ffanuracrunine company 
++ WHERE RESEARCH 1S THE KEY TO TOMORROW 


hair. 
Winfield Brooks Company, Woburn, Massachusetts 
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PASTE-BAK STRIP-SHIELD TRIM-GUARD 


reseals loose wall- 
paper without spot- 
ting or tearing. 

Retail 39¢ 


masking paper and 
adhesive tape com- 
bined — protects all 
adjoining surfaces. 
Two sizes. 

Retail 98¢ and $1.98 


keeps paint where it 
belongs, protects ad- 
joining surfaces. 
Spring steel blade. 
Retail 25¢ 


ba \\) 


SMOOTHY = 


removes scale, rust, 

old wallpaper. Hard- $ 

ened steel blades. 

Never wears out. 
Retail $1.00 


PIPE-SEAL 


for perfect leak-proof 
joints. Prevents gaul- 


YOUR = 
MONEY TREE 
FOR PROFIT 

ITEMS! 


»~ aad 
Sold through qualified wholesalers by: 
The LEONARD COMPANY Dept. B, 506 Third St. 
Des Moines, lowa 


PLASTER-STIK 


the quick, easy way to 
fill hairline cracks. 
Works equally well 
under all paints. 
Retail 25¢ 


ROLLER-TRIM 


finishes walls where 
roller misses. Fine 
mohair brushing sur- 
face. Retail 59¢ 


PAINTERS-PAL 

for painting hard-to- 
reach places. Bends to 
fit. Retail 25¢ 


SCREEN-PAINTER 
gets into screen mesh 
without filling. 

Retail 39%c 


CRAK-SEAL 


pure white plastic 
strip repairs ugly 
crack between wall 
»< and tub or sink. 
Retail $1.69 


g 
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4 NEW DECORATORS 


by WESTCLOX! 


e New Spectacular Designs—up to 26” diameter! 


e Backed by Network Television, and National Magazine 
ads in full color! 


e New Merchandising Aids! 


4 new stunning Decorator Wall Clocks...designed to please 
customers and make more sales at full profit for you. Each is 
packed with eye-appeal. Each complements both traditional 
and modern decor. 

Ask your wholesaler to show you these new clocks today! 


CAMDEN 


Magnificent gold-color leaf-design case. 
Embossed brass numerals. 22” diam. 
No. 401 8-Day Keywound 

RETAIL PRICE $22.50 

Dealer Cost $14.04 

No. 909 Electric. Sweep second hand. 
RETAIL PRICE $19.95 

Dealer Cost $12.45 





SCROLL 


Elegant beauty in jet-black scroll design. 
Silver-color dial. 22” tip to tip. 

No. 403 8-Day Keywound 

RETAIL PRICE $16.95 

Dealer Cost $10.58 

No. 908 Electric. Sweep second hand. 
RETAIL PRICE $14.95 

Dealer Cost $9.45 


ea hak \ 


NW 
48 gleaming gold color rays, embossed > 2 , 
brass numerals. 20” diam. | - ne 
No. 400 8-Day Keywound SS ae + a 
RETAIL PRICE $27.50 | \ 
Dealer Cost $17.16 & J j \ . 
No. 911 Electric. Sweep second hand. ak 4 


RETAIL PRICE $24.95 
Dealer Cost $15.57 


WESTCLOX TIMEPIECES ARE FEATURED ON “SPECIAL TONIGHT” 
—AMERICA’S MOST POPULAR TELEVISION SERIES. 
APRIL 20—"‘NINOTCHKA''—ABC-TV Network. Westclox hostess, Betsy Palmer 


Brilliant ebony and burnished brass spokes. 
Lustrous brass dial. 26” diam. 


FAIR TRADED FOR FULL PROFIT... No. 402. 8-Day Keywound 
RETAIL PRICE $19.95 


DEPEND ON Dealer Cost $12.45 


WES TCLOX 


WORLD'S LARGEST MANUFACTURER OF TIMEPIECES - MAKERS OF BIG BEN 


DIVISION OF GENERAL TIME CORPORATION « LA SALLE-PERU, ILLINOIS 
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“How to Build Profits by Con- 
trolling Costs’ is a guide to mak- 
ing more money for small business- 
men such as hardware dealers. The 
first part of the booklet uses the 
case history approach to explain 
many cost - control problems. In 
the second part, step-by-step rec- 
ord keeping and figure analysis is 
explained for dealers to set up a 
method of examination and control 
of costs. Basic business arithmetic 
and charts help you get started, 
and comparative operating ratios 
for 41 lines of retail trade are 
shown. Available from Dun & 
Bradstreet Publications Div., P.O. 
Box 803, Church St. Station, New 
York 8. Pages: 48. Price: $1. 


“Guide to Care and Repair of 
Your Outboard Motor” has two 
values to dealers, as a product 
knowledge trainer for those who 
deal in outboard motors, and as a 
resale item that will build traffic. 
This is a manual for all outboard 
motor enthusiasts. Illustrated with 
diagrams and photographs, this 
easy reading book stresses that 
outboards are modern machinery, 
far removed from the motors of 
the recent past. The book teaches: 
how to learn the basic parts of a 
motor; how to find trouble; how to 
prevent trouble; how to handle 
breakdowns; how to break in and 
maintain a new motor; how to cor- 
rect ills in the fuel system, igni- 
tion, generator, and other basic 
parts of the motor. Available from 
Book Div., Chilton Co., 56th and 
Chestnut Sts., Philadelphia 39. 
Pages: 126. Price $1.95, paper- 
back; $2.95, clothbound. 


“Analysis of Workmen’s Com- 
pensation Laws” may save dealers 
from legal action, fines, even a jail 
term. In some states a dealer can 
be sentenced for ignoring his 
state’s workmen’s compensation 
law. In many states he can be stop- 
ped from doing business. In most 
states the dealer can be fined. The 
laws vary greatly. In Virginia, for 
example, most employers with 


seven or more employees must have 
workmen’s compensation insurance. 
In Nevada, this applies to dealers 
with two or more employees. In 
some states, the law applies to 
dealers with only one employee. 
This book tells dealers how to con- 
form to compensation laws, and it 
includes all late changes in state 


and federal laws. Dealers can learn 
what they must report when em- 
ployees are injured. They learn 
their options in getting workmen’s 
compensation insurance. Also, deal- 
ers discover the maximum and 
minimum benefits paid for on-the- 
job injuries or disease to employ- 
ees. There is a special section on 
hiring handicapped workers. Avail- 
able from the Insurance Dept., 
U. S. Chamber of Commerce, 1615 
H St. N.W., Washington 6, D. C. 
Pages: 57. Price: $1, with quantity 
discounts. 








Better Design and Better Quality 
Make Better ToOo!S thece isso verer toot thon this 


Indestro Reversible Ratchet to demonstrate the superior quality and design of Indestro 

Hand Tools. Made of tough chrome alloy steel and torque tested for beyond govern- 

ment specifications—this tool offers outstanding advantages that all professional 
mechanics instantly recognize. 


Patented finger- Entire ratchet 
tip reversing cap | mechanism can 


—for smooth, 
effortiess re- 
versing action. 





be removed ii 
seconds for easy 
cleaning and lu- 
brication. 


se 

. oe, 
Easy and com-{52 teeth in 
fortable palming | ratchet—a new 
—Ratchet can- | hold every 7°— 
not reverse acci- | guarantees fast, 
dently while close ratcheting 
palming. action. 





Two Great Indestre LEADERS™ 


90° Ratchet Flex Handle 


This No. 2736 Swivel Head ratchet 
presents a revolutionary concept in 
ratchets. It affords the user positive 
ratcheting action from 0° to 90° in 
either direction. Designed primarily for 
the removal of spark plugs, and to 
by-pass obstructions. 52 tooth action. 


Length 10”. 


Spark Plug Holding Socket 


Makes changing plugs easy. No burned 
fingers insulators 


ngers, no crack 


. This No. 


2748HS special deep rome opening 


—has an oil resistant insert 


holds and protects 14 mm. spark plugs. The 
socket may be used with any %” Sq. Dr. 
fitting—or, if the plug is obstructed, use 


Ratchet No. 2736—a 'X,"’ 


wrench can be 


applied to the male plug. Made from allo 
steel. Fully chrome plated and polished. 


Length 2%,". 


Send for free copy of catalog No. 22 showing entire assortment of Indesire sales-making displays. 


N D ESTRO. pos Se 


Manufacturers of 
MANUFACTURING CORPORATION Dure-Giveme Sand Tools 


2649 N. KILDARE AVE. « CHICAGO 39, ILL. 


Dure Power Tools 
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STOP 


A plastic 
pipe 


Selection 
problems 


YARDLEY 


LEADS THE WAY... 
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Rx for making money 


in a small-town store 
(Continued from page 60) 


garden supplies three years ago, while our competi- 
tion just got aboard that bandwagon last year. In the 
first two years we educated our customers to the fact 
that they can fill all their gardening needs right here,”’ 
the Loudons agree. 

“During the past vacation season, instead of being 
content with business-as-usual, we made up a complete 
camping kit and sold several dozen outfits. The two- 
man kit included a tent, stove, ice chest, lantern, two 
air mattresses, two sleeping bags, cooking equipment, 
rope, flashlight, and a bucket. It had a retail value 
of $200 and we featured it at $139. 

“We also had complete outfits for one or four per- 
sons. These were always displayed as a group in the 
store, on television, or in newspaper advertisements.”’ 

One promotional stunt the brothers borrowed from 
the retail appliance field proved highly successful. 
They staged a moonlight sale, with the store opening 
at noon and remaining open until midnight. Refresh- 
ments were served to add interest and build up the 
party atmosphere. 

Certain items were priced just above cost, depend- 
ing on related sales to make up the difference. The 
most recent moonlight sale drew such a terrific crowd 
that the Loudons had to put on three extra employees 
in addition to the staff of seven. Now this event is 
staged at least once a year. 

Another event so popular that it is held every six 
months is a private dividend sale. 

Personalized letters are sent out to a list of 1600 
budget accounts. Response is generally about 25 per- 
cent, or 400 customers, in an evening after the usual 
closing time, from 7:30 to 10 o’clock. Local caterers 
serve refreshments. Manufacturers’ representatives 
demonstrate merchandise. The event features special 
prices on certain items, such as an $18.95 sleeping bag 
for $13.49. 

Last spring the store gave the city free fertilizer 
for landscaping. The Loudons celebrated the beautifi- 
cation of the community with a free breakfast lawn 
party from 8:30 to noon. 

This type of promotion will be discontinued because 
the weather factor makes it too much of a risk. How- 
ever, the first such party sold 20 power mowers and 
garden tillers. 

Another traffic-building idea that has proved effec- 
tive is to permit use of the store’s parking lot for 
customers of a supermarket across the street. 

The Loudons have made no survey of the percentage 
of grocery customers who come into the hardware 
store, but they feel on the basis of observation that 
it is substantial. 

Store traffic also is increased by patronage of a 
nursery, an inexpensive 12x30 ft structure next to 
the store building in a corner of the parking lot. 

The nursery is a profitable adjunct to the store as 
well as bringing in traffic. Operated on a self-serve 
basis, it is a well-stocked section. Three complete 





can buy... 


YARDLEY 


Gold Label 


PLASTIC PIPE 


MRIGATION: AND FITTINGS 


GOLF-FARM-CEMETERY 


WATER SYSTEMS 


URBAN AND SUBURBAN  @ *e 
~ | 


WATER WELLS - 
JETS AND SUBMERSIBLES “i 


ml 


“4 


—_-_ 
ema So 
MUNICIPALITIES 

AAINS AND SERVICE LINES 


... the plastic pipe you’ve always wanted — 
strong enough to replace metal! 


Gold Label Gold Label 


FLEXIBLE PIPE RIGID PIPE 


Golden fet. 


FLEXIBLE PUMP PIPE 


Engineered specifically as drop 
pipe for single or multiple-stage 
jet pumps. Sizes 1”, 1%” and 
14%”. Backed by a 5-year cost of 
replacement warranty. Use it with 


Special heavy-duty, high-strength 
pipe designed to handle all pres- 
ent and future domestic water 
system requirements; sizes 42” 
through 2”, in standard coil 


Maximum strength, heavy-wall 
pipe designed to handle all pres- 
ent and future domestic or en- 
gineered water system require- 


ments; sizes 42” through 6”, 


submersibles, too. lengths. standard length 20 feet. 


Gold Label, a single line of flexible and rigid pipe produced only 
by Yardley, handles all pressure requirements normally en- 
countered in domestic or engineered water systems. These high- 
strength, “any-use” products can be sold with confidence. They 
stop pipe selection problems, often the cause of field failures. 
Insist on Gold Label, the plastic pipe and fittings built to fill 
a need, not to meet a price. Ask your jobber or write: 


Gold Label 


FITTINGS 


For flexible and rigid pipe. Heavy- 
wall design, precision molded 
from special high-strength mate- 
rials by Yardley. The most com- 


L—_o" YARDLEY PLASTICS CO. 


142 PARSONS AVE., COLUMBUS 15, OHIO 


Sm aan 
© © @ 


YARDLEY _.. PIONEER OF IMPROVEMENTS IN PLASTIC PIPE AND FITTINGS 
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* MIAMI-CAREY 


TROUBADOOR 
CHIMES 


imelejemelele. 
READERS 


0) 


Ml ifii{ 


They’ll be seeing these words — ““Designed To Be Seen 
As Well As Heard’’—as part of Miami-Carey’s 
broad program of consumer advertising on behalf of 
Troubadoor Chimes. And they’ll be looking for your 
display of handsome Troubadoor Chimes — fashioned 
with care by Miami-Carey. 


Open your door to new sales and greater profits with 
the finest selection of door chimes in America, pre-sold 
through these national publications. The Troubadoor 
representative in your area can help you get the most 
out of this merchandising campaign. 


Let him show you how! 








Nocturne — Midnight 
black modern concave 
clock face in white, shield with brass finish 
brass or chrome fin- leaves and resonator 
ish frame. tubes. 


Tempo-Time—Clock- 
chime with recessed 








Rhapsody—Midnight 
black cover with comet 
medallion and brass finish 
frame. 4 brass tubes, 
volume control. 


FREE BOOKLET 

AVAILABLE 

Write for ‘‘House of Melody” 
catalog for facts on the 32 style 
and color combinations of 
Troubadoor Chimes. 

















MIAMI-CABINET DIVISION, 
The Philip Carey Manufacturing Company 
Middletown, Ohio 
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Rx for making money 


in a small-town store 
(Continued ) 


lines of sprays are displayed up front. The owners 
report that a plant is almost never sold without the 
sale of some related item. 

To lure the green-thumbed passerby, the store has 
set up a large plant display on a pair of three-tiered 
carts which are rolled out in front of the building 
each morning. 

This display ties in effectively with a spread of 20 
to 25 power mowers and tillers lined up before the 
long bank of front windows. And anyone stopping to 
look can’t help but see a mass display of other garden 
needs just inside the double front doors, with still 
more on the first gondola beyond. 

“More than half our volume is in revolving credit,” 
Jim Loudon says, “and I wouldn’t be surprised if 
that’s a bigger percentage than Sears does.” 

While some retailers use credit reluctantly, the 
Loudons build business by virtue of their revolving 
credit. As the billboard proclaims, they are the first 
in their trading area to offer this convenience, and 
we push it hard. Ours is unique among revolving 
plans in that we do not charge a percentage. 

“Any amount up to $100 costs only 50 cents a 
month. This gives us leverage for picking up addi- 
tional accounts. It’s the smallest service charge we 
know of. 

“We carry our own credit paper, up to $100 per ac- 
count for a year. If it’s a larger item, such as a $300 
chain saw, we let it run for a couple of years. 

“Otherwise, the account is handled through a bank. 
Statements are sent out monthly for one-twelfth of 
the annual balance. Our accounts are screened through 
a local credit bureau. If the applicant has a poor 
record we don’t open an account. If payment is delayed 
more than 30 days we try to collect it ourselves. After 
90 days we turn it over for collection. So far, our 
losses have run less than half of one percent,” Bob 
Loudon says. 

Administration is part of the picture, too. Instead 
of leaving to chance the key tasks of management, 
they are appointed so each person has a particular 
function. Bob Loudon is the buyer of all basic hard- 
ware items. Jim buys promotional goods and shoul- 
ders the advertising job. A veteran employee, Mrs. 
Roslyn Richards, is entrusted with housewares buy- 
ing. 

Overhead is pared by operating the store on a self- 
help basis as far as possible. Even so, it takes nine 
people to do a proper job. Hours are 8 to 6, and until 
9 p.m. on Fridays. 

New industry is coming in to the Fortuna area, and 
new recreation facilities are opening up. The Loudons 
are alert to future possibilities. Their achievement 
in a town of 3000 population can suggest a more ag- 
gressive approach to hardware dealers in any sized 
community, so long as the national pattern is one of 
growth and expansion. © End 





Black & Decker 
celebrates 00 years 
of progress! 


tas 


BaD U-3 “%” DELUXE DRILL—WORLD’S MOST 

. 4 POPULAR TOOL FOR THE HOME Reg. Price $24.95 

U-3 & UJ-15 Deluxe Drills al Belongs in every home for hundreds of 
_ build-it, fix-it jobs. Above-average power 

to drive attachments for sawing, sanding, 


lishing, screw driving. Gleaming pol- 
ished aluminum housing. 


Black & Decker says ‘“‘Thanks for 50 wonderful years!” 
with the sale of the year. Your customers get a choice of the 
world’s most popular drills at the lowest possible prices— 
without B&D budging an inch on its famous quality. We’re 
building store traffic for you with big page ads in the 
June 4 Saturday Evening Post, May Mechanix Illustrated, 
June True and Popular Science, July Popular Mechanics. 


Ask your wholesaler now! 


BaD U-15 %” DELUXE DRILL—A REAL WORK- 
HORSE FOR PROS & SEMI-PROS Reg. Price $39.95 
MVEAR Top choice for the man who needs extra 
’ be CC. e capacity drill. Husky motor pours power 
through triple steel gears for driving u 


to %” twist drills, 4” masonry bits, % 
World’s Largest Maker of Portable Electric Tools wood augers, 14” hole saws. 
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The Grilles your 


customers can’t resist... 
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NATIONALLY ADVERTISED 
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M-D FITS-ALL NO. 5 M-D FITS-ALL NO. 9 M-D FITS-ALL NO. 8 M-D FITS-ALL NO. FS 
Fully adjustable for A distinctive grille de- Features M-D's patent- Can be adjusted to fit 
nearly all standard size signed to fit all stand ed ‘‘flower-pal’’ style all door from 22” to 
screen or metal com- ard doors and adjust- holder; for most stand- 30” wide, and from 
bination doors. able to many others. ard size doors. 75" to 55” high. 


M-D PUSH GRILLE NO. 4 - 
M-D PUSH GRIL : 
A graceful and very inexpen- ies am msrp he M-D PUSH GRILLE NO. 15* 
sive push grille. 4” high for 6” high for 21”, 23” and 97" Graceful addition to any combination door; 
32” or 36” doors. wood or metal. 16” high for either 32” — 
36” or 42” doors. *Initial Optional. ~X 
ey 
to af Pas 
~ \ y™! % 
: : 
my vo / 
f et) j 
ee “a . 
M-D PUSH GRILLE NO. 12 ~~ M-D PUSH GRILLE NO. 18° 
A handsome grille made espe- M-D PUSH GRILLE NO. 15-42 Made especially for combina- 
cially for storm doors.-Avaii- An elegant addition to any tion doors, approx. 16° high 


able for 32” or 36” doors. combination door. 16” high for 32” or 36” doors. *Initial 
Grille is approx. 12” high for 42” doors. Optional. 





insert panels and for regular 


32” or 36” doors. 
~— > 


. 




















M-D PUSH GRILLE M-D PUSH GRILLE M-D PUSH GRILLE M-D MESH GRILLE M-D FITS-ALL NO. 1 
NO. 11 NO. 23 NO. 414 Interlaced ribs form Accordian-like action 

Made especially for Made especially for Diagonal bars adjust strong protection. For of this grille permits 

storm doors. Avail- 32” or 36° combina- to door width. In 2 32° and 36° doors expansion to fit all 

able for 32” or 36” tion doors. Approx. 3 or 4 bar styles for doors 

door. 12” high. 23" high. 32” or 36° doors. 


MACKLANBURG-DUNCAN CO. “: 


? 





Dealer gets publicity 
with negative approach 


It’s always a good idea, when- 
ever possible, to use a gimmick in 
advertising, reports Larry Cook, 
owner of Park Road Hardware, 
Charlotte, N. C. 

One of Mr. Cook’s problems has 
been to inform the public as to 
the exact location of his store. The 
reason is that a shopping center 
was erected across the street from 
him, and the center took the same 
name his store was using. 

Naturally, the public assumed 
Park Road Hardware was located 
in the center, which definitely was 
not true. 

In all of his advertising, Mr. 
Cook adopted the line “Not located 
in Park Road Shopping Center.”’ 

Most advertisers would not have 
taken such a negative approach, 
figuring it would only serve to ad- 
vertise the center. 

However, the more Mr. Cook 
used the slogan, the more effective 
it became. People started referring 
to the store as the one not in the 
shopping center. 

When a couple of radio an- 
nouncers got into an ad lib session 
about the exact location one said 
“it’s the store not located in that 
shopping center.” 

Mr. Cook says that one remark 
had come back to him more than 
any other form of advertising. 
Everywhere he went he heard 
people remark that his store is 
“not located in that shopping cen- 
ter.” 

Dealers having confusion over 
locations would do well to take the 
negative approach, Mr. Cook says. 
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“IT dreamed 
my Hanson 


Self- Seller 


was a 


cash 
register” 
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NO. 113 DELUXE DRILL SET—Contains 13 High 
Speed Steel Drills (sizes from 46” to \4”") 
in the finest most versatile of all drill cases. 
Stands on bench or job, mounts flat on wall, 
fits pocket, protects drills in tool boxes. 
Extremely popular with tradesmen, home 
handymen and boat owners. 


~<-s ae 1628. 


for thousands of hardware 
retailers coast-to-coast 


Yes, the shape of a cash register and 
a Hanson Drill Self-Seller is similar... 
and so is the relationship to your 
pocketbook. This Hanson Self-Seller has 
proven itself to not only contain the 
sweetest values in high quality jobber 
length high speed steel drills . . . but also 
as the finest modern method of dis- 
playing... stocking. . . and selling more 
drills faster. 

The complete Hanson Self - Seller 
requires only 14 square inch counter 
space and has all these advantages: 

Pilfer proof crystal clear cover 
Controlled inventory storage rack 


Supporting holes serve as drill 
gage 

Size and price clearly marked 
for every size 


Quantities varied according to 
demand 


Available as No. 157 (fractional sizes) 
or No. 342 (wire gage sizes). Both 
are also available as wall cabinets. 
Ask your Hanson Wholesaler or write 
to Henry L. Hanson Company, 25 
Union Street, Worcester 8, Mass. 


Quality Tools at Popular Prices 
for Over Halt a Century. 
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“WHEN YOUR POWER 
TOOL SALES GO UP 
31% LIKE MINE-DID. 

‘ YOU KNOW THE 
SKIL 500 LINE IS TORS 
IN TURNOVER." 


aroltl- 1.4] Meat) -1\fehad: 
IS UP 79% WITH THE 
500 LINE. THAT MEANS 
| | REAL PROFITS IN 

a Yel] 4: an nele) ae 
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“POWER TOOL SALES, 
TURNOVER AND 
PROFITS ALL JUMPED 
SINCE I'VE HANDLED 
THE SKIL 500 LINE.’’ 
Sam Dunnuck 
bi G. E. Meyer & Son Hardy 
South Bend 


“IT'S EASIER TO SELL 
SKIL THAN SELL 
AGAINST IT. THAT'S 
WHY WE'VE GONE 
100°. SKIL IN OUR 
POWER TOOL 
DEPARTMENT." 


L POWER TOOLS INCREASED 


THAT'S WHAT DEALERS COAST-TO-COAST ARE 


All across the country, dealers are report- 
ing continued success with Skil’s 500 Line 
“turnover’’ concept. They have found 
that this short line of faster selling power 
tools is really paying off in higher profits. 

These dealers, and thousands like them, 
are taking advantage of Skil’s all-out mar- 
keting plan. And the plan is simply this. 


By concentrating on Skil’s basic 500 Line 
tools, determined by market research to 
produce highest turnover, they are elimi- 
nating duplication of lines—reducing in- 
ventory costs. At the same time, Skil is 
providing them with a quality line of tools 
with top brand name acceptance, priced 
for fast turnover. 
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‘WE SOLD 120 SKIL 
SNAP/LOCK TOOLS 
WITH JUST ONE 

12 AD. THE LINE HAS 
REAL ACCEPTANCE."’ 


“ 


5 Adit 





IT PAYS TO 
CONCENTRATE ON 
SKIL. OUR POWER 
TOOL TURNOVER IS 
UP 57% SINCE WE 
SWITCHED TO SKIL 
EXCLUSIVELY | 


THE SHORT 
COMPLETE SKIL 500 
LINE IS LONG ON 
PROFIT FOR US 





TURNOVER ON OUR 
SKIL 500 LINE IS UP 
68 NO OTHER TOOL 
LINE MATCHES IT 


MY TURNOVER AND PROFITS’ 


SAYING ABOUT THEIR 500 LINE SALES SUCCESS 


Call your wholesaler or local Skil representative today and let him show you how to 
get a bigger share of the 1960 power tool market with profitable fast-selling Skil and 
Skilsaw Power Tools. 


Aer Sling Tiinde lodlay uth Cadeuhip 
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Con-O-Mat 


MOST BEAUTIFUL CAN OPENER MADE 


EXTRA 
PROFIT 


Sprung, 


You get an ALL CHROME Can-0-Mat°® at Special Low 
Price with Every Two DL245-S Can-0-Mats You Buy! 


Here’s an extra-cash gift for you during history’s biggest spring gift season! Capitalize 
on Can-O-Mat’'s tremendous consumer demand built by consistent national consumer ad- 


vertising in The Saturday Evening Post and other leading magazines. Stock up now and 
make more money than ever before on Can-O-Mat sales! 


This offer also good on 257 Series Can-O-Mats! 
SPECIAL 3-PAK COUNTER DISPLAYS! 


Compact, colorful 3-Pak gift displays 
take only one square foot of counter 
space. Spot them in heavy traffic areas 
for extra impulse sales. They’re FREE 
with each 3-Pak. 


This handy pegboard adapter 
and chrome Can-O-Mat bracket 
is packed FREE with every 3-Pak. 
The ideal way to display Can-O- 
Mats in action! 


Buy as many 3-Paks 

as you need! Avoid 
Pegboard disappointment — distributor 
| = = a stocks are limited. 


MANUFACTURING COMPANY « Kansas City 29, Missouri 


Rival Mfg. Co. of Canada, Ltd., Montreal 
Want more facts? Circle 176, p. 89 
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Let’s Start Selling! 
(Continued from page 63) 


methods which they find difficult or 
impossible to adapt to their stream- 
lined operations. 

If we would all spend less time 
and effort trying to save a nickel 
by checking every jobber’s deal, 
and, instead, spend that time and 
effort in doing a top-notch job of 
selling, we would make consider- 
ably more profit. 

Wholesale buyers have years of 
professional buying experience. 
Why do we think we are better 
buyers than these wholesale experts 
who work for us? Let’s have faith 
in our reliable major source of sup- 
ply, our own favorite wholesaler. 
Let them spend time buying, while 
we spend time selling. 


Who has the best buys? 


I have observed that most of the 
profit-making hardware stores have 
the practice of letting their whole- 
saler do the buying for them. The 
store concentrates on retail func- 
tions and selling. They know that 
in the long run, over a period of 
time, best values in merchandise 
are found through their regular 
hardware wholesale house sources. 

These successful dealers know 
that year in and year out they buy 
right from their principal whole- 





sale sources, because they receive| #a/= 


not only many extra benefits in| 
service and promotion, but also get 
the reliable judgment of expert 
buyers who are specialists in their 
fields. 

When you study these money- 
making successful hardware deal- 
ers, you notice they all have certain 
do’s and don’ts. For example, these 
stores... 


. . . Don’t spread purchases out 
among a large number of whole- 
sale suppliers. 


. . » Don’t get excited about big 
direct factory shipments. 


... Do order frequently in quan- 
tities that give them a high turn- 
over. A turnover of 3 is desirable 
for a satisfactory profit. 


.. . Do attempt to educate sales 
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, NOW, for the 


first time 


anywhere 


) WESSEL 


PIONEERS 
with long-wanted 


REPLACEMENT 


GYM SWING BEARINGS 


FOR THE 18 MILLION PLAY 
SWINGS THAT NEED THEM NOW 


At least 18 million of the 28 million play 
swings now in use need replacement bear- 
ings—for SAFETY! «¢ Since their intro- 
duction last year, the phenominal sales 
success of WESSEL ball bearing gym 
swing sets proves that families every- 
where want to replace dangerous, rusty 
hangers! 

All around you .. . where ever swing- 
children live . . . ready, PROFITAB 
sales—extra profits—await you. Just 
show WESSEL gym swing ball bearings 
on your counter; display the sales-making 
window banner that comes in every car- 
ton; you'll sell WESSEL Gym Swing 
Bearings fast. 


Wessel ball bearing gym swing sets are 
No. 808 attractively skin packed on handsome, 
colorfull pre-pri cards for self-service 
impulse buying. Two styles available. 
— #809 — — gpa and fas- 
ning cap. easily, quickly installed 
—both zinc plated to resist vn di ey 
Stock both styles NOW for spring and 
summer sales, Call your jobber, ame to 


WESSEL HARDWARE CORP. 
919-931 N. 5th St., Philadelphia 23, Pa. 


In Canada: Geo. S. Hall Co. 25 Grenville. St., 
Toronto |. Export: Hall & Reis, Inc., 165 Broadway, 
New York 6 


WESSEL 


a * “/ 
Tig Oo 6 ee ; 
eo aia | Es 
Pre ey teh 
ee 


S 
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- 
gz 
* 
~ya- SWINGS 
ail SEARING ACTION MAKES G Al 
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Ro a Sieh ete 
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New, low price 


Vichek 
TRANS-FLO 


transparent Tenite green or amber 


Hose 
Nozzles 


12 nozzle 
display box 


There are over 2,000,000 
TRANS-FLO nozzles in use today. 

You don’t have to urge cus- 
tomers to buy. On the counter 
... Inthe window, TRANS-FLO 
nozzles sell themselves. 

Available on attractive mer- 
chandising cards . . . or in 
beautiful 2-color display boxes. 
Nationally advertised. Garden 
Club approved. Ask your whole- 
saler for assortment of sales aids. 


Vichek Tool Co. 


Cleveland 4, Ohio 











How to survive and make 
money in hardware is subject 
of HA's Store Managers’ 
Guide. Gives useful figures 
on store sales, bankruptcy 
rates, etc. Send 25¢ for a 
copy to Reader Service Dept. 


Start a profitable Rental Busi- 
ness. 12 p. reprint tells what 
to rent, how to set charges, 
customer agreements, book- 
keeping forms, and other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadeiphia 39 





Let’s Start Selling! 
(Continued ) 


personnel to be prompt, courteous, 
well informed, and able to sell cus- 
tomers by creating desire and 
showing how merchandise fills 
needs and benefits the consumer, 
and who relate price to value. 


... Do realize the only purpose 
of advertising and promotion is to 
bring shoppers into the store and 
that selling must then take over 
to reach the goal of moving mer- 
chandise at a profit. 


... Do use methods of training, 
inspiring and rewarding salespeople 
in their stores. There is no substi- 
tute for incentive in selling. 


.. . Do use demonstrations and 
hold promotions frequently to get 
prospects and increase store traffic. 


. . . Do enjoy selling hardware 
that doesn’t come back, to cus- 
tomers who do. 


... Do have a genuine interest 
in people; both customers and em- 
ployees and try to see that both 
are treated fairly. 


.. . Are proud to be independent 
hardware dealers and know that 
they have the advantages of central 
buying, merchandising assistance, 
and shipping in their wholesale 
source, yet have all the advantages 
of an independent dealer. 


... Do realize civic repsonsibili- 
ties to their communities and con- 
tribute time and talent to the ac- 
tivities that make their towns 
better places to live and make a 
living. 

I consider it a privilege ... not 
an obligation .. . to be a hardware 
dealer. Let’s get off the pessimistic, 
negative, defensive side of the 
fence and move over to the optimis- 
tic, positive, offensive position 
where we rightly belong. 

There is an important, a profit- 
able, and a permanent place in the 
future for the hardware dealer who 
keeps abreast of change and con- 
centrates on selling merchandise at 
a fair profit and who emphasizes 
quality, value, and service. @ End 
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Another important contribution from 

DuPont Research! Anti-Rust Paints for 

every surface. DUCO® Anti-Rust Primers ee, 
for damp-proof priming of rusted metal; . os a: G8 tpt et 
for clean steel, tin and aluminum, for all | Eee : 
galvanized and copper surfaces! DUCO 

Wrought Iron Black for exterior or in- 

terior use. DUCO Chrome Finish Alumi- 

num Paint. And for a top coat: DuPont 

Dealers are offering double-duty DUCO 

Gloss Enamel, America’s most versatile 

indoor-outdoor enamel. 


Order these new paints now for summer 
selling. Promote new DUCO Anti-Rust 
Paints in your window and store for new 
profit opportunities. These new Anti-Rust 
Paints are today’s best protection for 
metal, indoors and out. 


Sell the paint that’s worth the work... the beauty lasts 


REG. y. s. par. OFF 


BETTER THINGS FOR BETTER LIVING . THROUGH CHEMISTRY 
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HERE’S A NEW 


PITTCHLOR 
PACKAGE 


NEW SIZE 


... fifteen ounces 


NEW 
CONTAINER | 


---an unbreakable 7 PITTC 








polyethylene bottle i [ () p 
NEW sir 


DESIGN 


...in bright, full color 


Now you can offer Columbia- 
Southern Pittchlor in a com- 
pletely new package. The 
fifteen-ounce size is ideal for 
the fast growing plastic pool 
market. And the sturdy, un- 
breakable polyethylene bottle 
is so convenient to use. The 
new design is a big sales help. 
You'll find the PITTCHLOR 
fifteen-ounce unit an attrac- 
tive, attention-getting money 
maker on your shelf or counter. 

Ask your distributor to show 
you the all-new PITTCHLOR 
package. 


PITTCHLOR®—Granular cal- 
cium hypochlorite, for rapid 
release of 70% available chlo- 
rine. Kills chlorine susceptible 
algae and bacteria. Available 
also in 3% lb. and 5 Ib. re- 
sealable cans, and in 100 Ib. 
drums. 


A tablet form, too: 


PITTABS®—Compressed cal- 
cium hypochlorite, Pittabs 
provide a continuous and uni- 
form supply of 70% available 
chlorine for up to 18 hours. 
Available in 3% Ib. resealable 
cans and 100 lb. drums. 


columbia]southern 
chemicals 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION « A Subsidiary of 
Pittsburgh Plate Glass Co. « One Gateway Center, Pittsburgh 22, Pa. 
DISTRICT OFFICES: Cincinnati « Charlotte « Chicago « Cleveland 
Boston « New York « St. Louis « Minneapolis « New Orleans « Dallas 
Houston « Pittsburgh « Philadelphia « San Francisco 
IN CANADA: Standard Chemical Limited 
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Brightly colored carton makes 
an attractive shelf display, neat- 
ly holds a dozen bottles. 


PIONEER LINE 
*Vinylite’ KUSHION> KOATED 
WIRE KITCHEN AIDS 


THRIFTY SHOPPERS 


Want their money's worth! 








Feature These Extreme Values! 


PLATE STORING RACKS 
No. 750 — 10%” x 6” Small 


No. 7000 — 21” x 6” Large 
DINNERWARE STORAGE RACK 


No. 208 — 17%4” long, 9” Deep, 


PLASTIC DRAIN A TRAY 
Hi-impact Styron 


DRI-ALL DISHDRAINERS Pony fre nutes 


No. 2800 — 17” x 13%" x 5%” 
No. 3750 — 18” x 15” x 6” 


DISHDR AINERS 
No. 109 — 17” x 13” x 3%” 
No, 119 — 17” x 13” x 4” 


Send for complete Catalogue today or contact our local representative. 


No. 149 — 13%” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 








contains 12 convenient space saver boxes 
of cotter pins. Popular shelf sizes of pins 
to select from. One price seller—all sizes. 


Ask your jobber for the WW list of pack- 
aged cotter pin sizes. 


LEN) no. 50 


“TOOL BOX’ ASSORTMENT 


COTTER 
PINS! 


Saves time... 


Eliminates broken packages 
and individual pricing — 
ALL ONE PRICE! 


Handy Counter Carton 
contains 24 
assortments. 

Each plastic tube 
has 50 

assorted pins 
plain or cadmium 
plated steel), 
Kx 2" to 

¥ex 1" incl. 


Ask your jobber for 
your cost on these WW items. 


WESTERN WIRE 
PRODUCTS COMPANY 


1451 S. 18th « St. Louis 4, M 
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cman ARCTIC BOY 


Calendar portable water coolers 





—— Convention Check List soa 


For basing oo a —? the - | - * ————_— } COLD WATER 
siphabetical isting followlan thts aulél | : < Z : : "4 = a 9 is 2 i OT item | 
check list. | = ls, 

0 oe Beret 
ry Sa a Pica 0 wl . “ , ARCTIC BOY portable water coolers 
Association and the American a 2 


| 4 ... they keep water refreshingly cold 
Society of Architectural Hard- reiitie — itt . ap Here’s why: 
ware Consultants, Portland, Ore- “2 _ and klin 





on. wigs nized or 
Triple Industrial Supply Con- | ee | — 2 Inset of eo alain galva 
vention, Chicago | | -<«—— ee stainless s 
Piedmont Hardware Co., Toy | . ~ FIL, . @ Sparkleen plastic liner is non-toxic, 

& Housewares Show, Danville, | | on , — prevents corrosion 

si prt 2c" Large opening—easy to ice and clean 


ean a oe : e Extra large insulation space 
Bostwick-Braun Co., Annual Toy . ; ~~ mm Popular 2, 3, 5, 10 and 15 galion 
& Gift Show, Toledo, Ohio. . i 4 aiaes 
United Hardware Dist. Co.., - plage, // ——" 
Toy Show, Minneapolis. 


Hard c S | | al ——s Send for free booklet “Care and Use 
Ace Hardwore Corp., Summer a : +. H-2. 
Convention & Toy Show, Chi- | vd pa > = of Your Cooler. Write Dept: H-2 


Cott | 4 | : ETER MFG. CO. 
Cotter & Co., Toy & Fall Goods #6 SCHLU 


Merchandise Exhibit & Stock- | — etait Suge 5: E> 
holders’ Meeting, Chicago. | ) | Delwee 
The S&M Co., Grand Opening . ; f 
Open House & Dealer Show, | : = j : Z —~ DD 
Minneapolis. | | 


The Lawn Mower Institute, Inc. | Want more facts? Circle 184, p. 89 
Eighth Annual Convention, | | 

Shawnee-on-Delaware, Pa. ' 
Texas Wholesale Hardwore 
Assn. & Texas Boosters Club 


A i aia APOLOGIZE? Sale Speeder No./ 


10-14 National Retail Hardware Assn.. When you cannot give your cus- 
Congress, Philadelphia. tomer the advertised name-brand anol lic t works! 
11-15 National! Housewores Mfrs. item he has requested, he expects 
Assn. 33rd Exhibit, Atlantic City. | | an apology from you. Customers are 
11-15 Supplee-Biddle-Steltz Co., Toy & like that. 
Gift Show, Philadelphia. Since name-brand items are usually 
17-19 Our Own Hardware Co., Sum- | readily available, you can easily 
mer Merchandise Exhibit & | 


. : | change those apologies to gold by 
Stockholders’ Meeting, Minne carrying a small stock of these na- 
apolis. | tionally advertised items. 


National Events mae) |e Via > 


Industrial Supply Convention, May 23- | Toilet ALL-ANGLE | Plunger 
25, Conrad Hilton Hotel, Chicago. | 


Sponsored by American Supply & | 

Machinery Mfrs. Assn., W. B. | The Plunger They 
Thomas, Hunter-Thomas Associ- Ask for By Name 
ates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3. Robert 
C. Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga. E. L. Pugh, secretary-treasurer. 





Use t OMVINCEer 











The Lawn Mower Institute, Inc., 
Washington, D. C. Eighth Annual 
Convention, June 12-16, Shawnee 
Inn, Shawnee-on-Delaware, Pa. 


National Housewares Exhibit, July 11- Oy eer e ) RUE EMPER 


15, Atlantic City Convention Hall. Water Master tank balls. 
Sponsored by the National House- 


y 
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Magic Home Repair Products 
boost impulse sales 


The Magic line hits the heart of the big and profitable 
market for home repair products. Pre-priced and bubble packaged, 
each carded item instantly sells on sight. Attractive displays. Nation- 
ally advertised. 


Write today for complete profit story. 





PORCELAIN 


ays “ 
sv rf oe >] 

wh ; 
S100! 
cg fA? (i 
> ~~ 
,Y CRACK OR iP 


wom 


Magic Plastic Aluminum Magic Rubber 


A In Canada — Bernard Marks & Co. Ltd., Toronto 


Magic Magic Iron Cement Co., Inc. 


5403 Bower Ave. « Cleveland 27, Chio 
America’s most complete line of home repair products 
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Sell or buy a store 
® Represent new acco 
fels Quick sales. it works! p e unts 


. | Hire experienced hardware 
personnel 


Dispose of surplus stock—distress 
inventory—job lot merchandise 
Get sales representation for your 
line 

Get a job in the Hardware field 


THEN— 


Tell It To The Trade 
in The Classified 
Advertising Pages 

Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 


ate | Do You Want To— 





Use this fast Convincer 


Moe. 3JIT 
iSlatlels 
Bele) mei =i' 





| Piedmont Hardware Co., 














GIBSON 
GRIPPER 
CLIPS 


e your True KEEP 
aint fue THINGS 


| IN PLACE 
TRUE TEMPER 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Held Mest Handles 
fol el ae @)- Ft) 


GIBSON GOOD TOOLS, INC., Sidney 6, NY. 


ZOreis ealela. 
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Convention Calendar 
(Continued) 





wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; 
Dolph Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 10-14, Sheraton Hotel, 
Philadelphia. Sponsored by the Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4, 
Ind. 


Regional Events 


Ace Hardware Corp., Chicago, Sum- 
mer Convention & Toy Show, June 
5-7, Main Exhibit Hall of Palmer 
House, Chicago. 


Bostwick-Braun Co., Annual Toy & 
Gift Show, June 1-18 at company 
offices, Cor. Summit & Monroe Sts., 
Toledo, Ohio. 


Cotter & Co., Chicago, Toy & Fall 


Goods Merchandise Exhibit & Stock 
Holders’ Meeting, June 6-16, at 
company offices, 2740 Clybourn 
Ave., Chicago. 


|Our Own Hardware Co., July 17-19, 


Summer Merchandise Exhibit & 
Stock Holders’ Meeting, at general 
offices, 618 N. Third St., Minne- 
apolis. 


| Pacific Coast Conference of National 


Builders’ Hardware Assn., and 
the American Society of Architec- 
tural Hardware Consultants, May 
15-17, at Sheraton Hotel, Portland, 
Ore. NBHA managing director, 
William S. Haswell, 515 Madison 
Ave., New York, N. Y. ASAHC 
secretary-treasurer, Geo. P. Merrill, 
220 E St., Santa Rosa, Calif. 


Toy and 
Housewares Show, May 29-31 at 
company offices, 554 Craghead St., 
Danville, Va. 


Supplee-Biddle-Steltz Co., Toy & Gift 
Show, July 11-15, at company’s 
Merchandise Mart, 4th & Bristol 
Sts., Philadelphia. 


The S&M Co., Grand Opening Open 
House & Dealer Show, June 12-13 
at company offices, Arthur & Ken- 
nedy Sts., Minneapolis. 


United Hardware Distributiong Co., 
Toy Show, June 5-6, at company 
offices, 2432 North Second St., Min- 
neapolis. 


State Events 


Texas Wholesale Hardware Assn. & 
Texas Hardware Boosters Club Con- 
vention, June 16-18, at Hilton Hotel, 
San Antonio; Howard Weddington, 
13827 National City Bldg., Dallas 1, 
secretary-treasurer. 





from trucks to trikes... 


Sheffield has the right bolts 


Wherever wheels turn and people and cargoes him for all your customers’ standard and spe- 


travel, bolts are a necessary part of the picture. cial bolt needs — even bolts made to individual 
Remove all the bolts and civilization would specifications. 
fall apart. 


Granted the importance of bolts, the next con- 
sideration is quality. You can be sure of this 
with Sheffield bolts. They’re Sheffield-made 


and quality-controlled from furnace to finished S H —& FF] & LO 
> 


product, in one of the world’s largest bolt plants. 


Whether your customer is a week-end “do-it- ° 
yourselfer” or a professional contractor, here 
is quality you can sell him with confidence. 
Whatever the bolt need may be, or however 
large the order, your Sheffield distributor will 
get you the right bolts fast. Get in touch with 





BOLT PRODUCTS 


SHEFFIELD DIVISION 








ened | ARMCO STEEL CORPORATION 


© OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 


Products, Inc. « The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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cera 1% MARKUP! a ma ely Mee rp ge 


EASI-BILD* PATTERNS 


| . oleh s 
New D-77 Merchandiser makes a 
; | Flush-Mounted, 
your store a profitable ecagongregaepes 
HOME SIGNALING CENTER 


Securely Anchors 
Bolts in Wood! 


a PUSHBUTTONS * DOOR Pa % TRANSFORMERS 


m= = MOMePo20l von vor 


- , = *T. M, Reg. U. S. Pat. Off, 
b WARDS ; ca 

‘ >  @ siccad, Build-it-yourself fans will be asking 
me, teres ct = i ee for DOT TEENUTS because they'll 
youneedto | | (lh. use them as specified in famous 
do-it-yourse# TEM He wats * 4 EASI-BILD PATTERNS for making 
, a many useful and wanted projects 
: , mas ¥ around the home. Handymen will 
FSS FF es want 'em for repairs. Stock up now 
a ~ ee SELF-SERVE 0nTEENUTS and other items in the 

t f y : DISPLAY PAK DOT LINE. 





ORDER FROM YOUR WHOLESALER 








COMPLETE 


i MODERNIZING 
FREE! A compact, tri-color wall or ASSORTMENT 


counter display with fifteen fast moving 22 push buttons mosh gant reser ? Circle 191 ) > 89 
products. . ? bells ——— rte ts Al oP 





5 buzzers 
NEW! Poly-Packed packaging that 2 bell-buzzer combinations | SAGER VINYL and ALUMINUM 
sells itself. Complete product and instal- 2 transformers WEATHERSTRIP for 
lation instructions included in each 4 burglar alarm switches 
package. 3 door trips DOORS and WINDOWS 


2 thermostatic 


REE! fi Ol Be prepared for BIG PROFITS with this 
F = Supply of THE HOW TO OF we detectors rv} : iarahags: 
HOME SIGNALING24 pages of practical  % automatic = sy eee Sera ee 


weatherstripping for windows and 
doors. Double tubing vinyl can be re- 
versed when worn without removing 
permanent aluminum casing. Eliminates 


Your suggested profit on the D-77 drafts and dirt— easily installed — 
lerni ing Se $28.15 just cut to size and nail in place. Now 


available in individual sets for doors 


Your cost on the complete package - oe 42.22 | and windows. 
67% MARKUP: 5 IF FOR ALL TYPES OF WINDOWS 


Call your distributor today for your D-77 modernizing deal and start profiting : =. Window set for lower and upper sash 
from this Home Signaling Center. (Promote and sell Do-it-Yourself electrical | includes meeting rail strip and nails. 
signaling this easy, space-saving way.) 


The How To of Home Signaling ties in all FOR ALL lAduas OF DOORS 


the items on the display. Carries list price 
of 25¢ for extra profit potential. Selis your 
customers on easy, inexpensive methods 
of building home fire alarm systems, re- 


<a : placing door bells, installing transformers Smartl walt 
8 4 many other do-it-yourself projects. 8 $s TH RESHOLD —— he botom of oe Finger rt oan when 


becomes worn . reverse it. Girder construction 
- 
Vy: ‘y 


wiring ideas and easy installation plans ean SENS 


— a natural for repeat sales. ( 








Door set for top and sides includes 
nails and sweep bar for bottom. 





hg maximum lood bearing capability and is easy to 
edd, sweep over as there are no sharp edges to trap dirt or 


trip on. Individually packaged in all popular lengths, 
complete with screws and instructions for installing. 


SAGER WRITE OR PHONE FOR PRICE LIST 
WEATHERSTRIP & CALKING CORP. Dhanc 
2050 W. 59th St., Chicago 36, Ill. >Rospect 8-5000 
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How's the Hardware Business? 





Charge accounts give your store the advantage 
when customers decide where they will buy 


If you are hesitant about using 
credit to increase sales here is 
some evidence on the value of 
charge accounts to attract custom- 
ers. 

The possibility of a customer 
coming into your store, if he does 
not have a charge account, is 1 to 
1. The ratios jumps to 3.8 to 1 that 
the customer will come into your 
store if he has a charge account. 
In other words, your chances of 
getting a customer into your store 
when he wants to buy merchandise 
you may sell, are four’ times 
greater if the customer has a 
charge account. 

These figures were presented to 
credit men in an article in Credit 
World, house magazine of the Na- 
tional Retail Credit Assn. The fig- 
ures are based on research infor- 
mation compiled over the years 
by A. J. Wood Research Corp., 
Philadelphia, and presented by 
Robert D. Breth, senior vice-presi- 
ident. 

Here are several other facts 
brought out about charge account 
customers. 





Consumer Mailers 


Charge accounts customers are 
more likely to read your advertise- 
ments. A check of department and 
specialty store ads showed a 20 
percent higher readership among 
charge account customers. 


Charge account customers are 
more likely to buy in your store 
in any given month if they have 
made a charge purchase during the 
month previous. The precise figure 
is that charge accounts active in 
any one month have a 2.5 to 1 
chance of being used the next 
month as against accounts not ac- 
tive that month. 

The article also points out to 
credit men that there is a point 
where it does not pay to go after 
more credit accounts. About 15 to 
20 percent of the families in a mar- 
keting area are poor credit risks or 
do not want credit accounts. That 
leaves around 80 to 85 percent of 
the families in your market as the 
saturation point on credit accounts. 

Department stores figure it costs 
from around $1.85 to $5 to add an 
account. The median is around $2. 





New Wholesalers’ Aids for Dealers’ Use 


Ace dealers distribute 
890,000 sale circulars 


More than 890,000 copies of the 
spring bargains circular prepared 
by Ace Hardware Corp., Chicago 
wholesaler, have been distributed 
in 18 states by Ace dealers. 

The circular is printed on 16- 
pages in four colors and is tabloid 
size. It features seven coupon spe- 
cials to stimulate traffic. 

Four pages of the circular fea- 
ture housewares items, four pages 
home and garden supplies, two 
pages hand and power tools, two 
pages paint and paint sundries. 
Cleaning supplies, sporting goods, 

(Continued on page 124) 


ACE 


SPRING BARGAINS 





Sah ae 

pe SAR é 5 * 
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ACE HANDY HAULER = eet, 
22. > 

Sch -chttardh cnpdieeatitaa tte. Sra 3 
7" 2 ap fo oe po oor ane nw @ rte . 
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ME HARDWARE 


$035 Oakton Street 
vou om 30700 won, Rumen 


Retail Hardware store 
sales up seven percent 

Retail hardware stores had the 
best February on record. Febru- 
ary sales were $179 million. That's 
$12 million, or 7 percent, more than 
in February a year ago. 

The previous best February was 
in 1957 when sales were $174 mil- 
lion. 

For the first two months of 1959, 
sales totaled $354 million, a gain 
of $13 million or 4 percent from 
the like period of 1959. 

The U. S. Commerce Dept. cor- 
rected the January estimate to 
show sales at $175 million, instead 
of the $171 million previously re- 
ported. 

Here are the U. S. Commerce 
Dept. unadjusted estimates of hard- 
ware store sales for the last three 
years: 


(Millions of Dollars) 


1960 1959 1958 
January 175* 174 172 
February 179 167 154 








TWO 

MONTH 

TOTAL $ 354 §$ 341 §$ 326 
March me 193 178 
April ee 245 224 
May an 263 257 
June Pho 262 238 
July bakes 240 227 
August eS 229 223 
September .... 227 225 
October ei, 243 242 
November .... 219 225 
December .... 289 288 





$2,751 $2,653 


*U. S. Commerce Dept. corrected January's 
estimate from $17! million to $!75 million. 


Jan. paint shipments 
increase 4 percent 


Factory shipments of paint, var- 
nish and lacquer totaled $130.3 mil- 
lion in January. That’s a $4.8 
million or 4 percent higher than 
in January a year ago, and $10.7 
million or 9 percent higher than 
in December, according to the Com- 
merce Dept. 

Paint sold to hardware and other 
retail outlets, totaled $70.3 million 
in January as compared with $71.2 
million in January 1959, and $64.5 
million in December. 
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profit-makers! 


KESTER 
SALTS 





Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away” copies today! 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue @ Chicago 39, Illinois 
Newark 5,N.J. © Brantford, Cenade @ Anaheim, California 
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New Wholesalers’ Aids 








(Continued from page 123) 


and electrical and plumbing sup- 
plies each have a separate page. 

Space for the dealer’s imprint is 
provided for on the front cover. 
A set of display materials and 
newspaper mats supplemented the 
circular. 


Franklin Hardware has 
two consumer mailers 


“Spring & Summer Parade of 
Values” and “Patio & Garden Sale” 
are the two consumer mailers pre- 
pared for its dealers by Franklin 
Hardware and Supply Co., dealer- 
owned wholesaler at Warrington, 
Pa. 

The Parade of Values mailer is 
a 20-page catalog. More than 160 
merchandise items are featured in- 
cluding lawn and garden items, 
paint and paint sundries, tools, and 
cleaning and household supplies. 
Circulation of the catalog is about 
250,000. 

Each of the 17 coupon specials 
offered in the catalog has a differ- 
ent redemption time which gives 
a longer, more active, life to the 
catalog. 

The Patio and Garden Sale 
mailer is a nine-day promotion. It 
" : : at 
THURSDAY @ Soe e070 
ron oon FRANK ES 


ay 


Frys 
~s 
f as ; 


Milton Hardware & Furniture Co. 


UNION STREET * PHONE 8711 + MILTON, DELAWARE 


is printed on four-pages in two- 
colors and is tabloid size. About 50 
items and eight coupon specials 
are used. 

A special feature of both promo- 





tions is the picture of the dealer 
using the promotion on the front 
cover, along side a picture of Ben- 
jamin Franklin, the wholesaler’s 
trademark. This feature is to at- 
tract customers to do business with 
a dealer they know personally. 


Conde Hardware Sets Up 
Program To Aid Dealers 


W. W. Conde Hardware Co., 
wholesaler at Watertown, N. Y., is 
completing its first year of a three- 
part dealer merchandising aid pro- 
gram. 

Results are termed by the com- 
pany as highly successful, in boost- 
ing dealers’ sales, in the number 
of promotion pieces used, and in 
merchandise purchased by dealers 
to support the programs. 

The program consists of four 
major promotions a year, consumer 
mailers with seasonal sales appeal; 


W. W. Conde, left, president, and 
George Boker, sales manager, re- 
view some weekly sales letters sent 
to dealers. 


weekly sales aids on promotion ad- 
vertising, window display, store 
trim suggestions, sales training 
and incentives; weekly special pro- 
motions with supporting news- 
paper and radio advertising ma- 
terial and window banners. 

The program was developed in 
conjunction with James A. Stewart 
Co., marketing specialist, Carnegie, 
Pa. 


Business failures dip 


Business failures for the week 
ended April 14 were 308, or 25 less 
than in the previous week, but 
four more than in the comparable 
week a year ago, according to Dun 
& Bradstreet, Inc. Business fail- 
ures to date in 1960 are 4,492. 
That’s 23 less than in the same 
period last year, 





NUTS 
BOLTS 
SCREWS 
WASHERS 


, Easy on the eye 


ROUND HEAD STEEL pes > attractive 
MACHINE SCREWS Ze 

package 
facilitates 
both stocking 
and handling. 

















Write for et OF NEW YORK 
NEW ~s \ FOR IMMEDIATE DELIVERY 


+58B CATALOG | anssan’ | PHONE WO 6.0600 
ws i WIRE NEWARK, N. J. 365 @ WRITE 


ATLAS SCREW & SPECIALTY CO. 
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TAP-A-LINE=The Handiest 
Thing Since Electricity... 


Mount TAP-A-LINE back of work benches, along production or U.S. Patent 
assembly lines, in experimental labs, on test tables, in display 2680233 
rooms — wherever utility or convenience demands multiple taps Pat. Canada 
to the power source. 1953 


TAP-A-LINE is safe — plastic sheathed with concealed conduc- 
tors — engineered to grip plugs securely — insures positive 
electrical contacts — is easy to install anywhere in any posi- 
tion, or can be used unmounted. 


Sold only through Hardware Wholesaiers. Some Wholesaler 
territories still open. Write us today for details. 


LENGTHS: 


TAP-A-LINE MFG. CO., P.O. Box 563, Pompano Beach, Fla. 
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PESKY PIPES? 
A jog in the wall? 


Get Flexible-View Displays by HELLER 


- . . Custom-Fitted Right Down to the 
Last Quarter-inch! 


Why let obstructions rob you of full use of your valuable display space? With 
Flexible-View Display Fixtures, you're not limited to standard size units. When 
your store layout calls for special fitting, HELLER pre-fits Flexible-View Display 
Fixtures to meet your space needs right down to the last quarter inch! 

@ Low in Cost—actually more economical than those built by 

local carpenters. 
® Easy, instant shelf adjustment. 
® Maximum display from every foot of fixture. 


@ Strong wood construction—heavy load carrying capacity—yet 
light in weight. 


@ Wall and Floor Units to meet all your needs. 
@ Installation takes 3 to 5 days less than competitive fixtures. 
Why settle for display fixtures that “almost” fitP Your HELLER representative 


provides in-store assistance — including store engineering — assuring modern, traf- 
fic-building display: a low-cost investment that pays off for you year after year. 


____ USE THIS COUPON TODAY 


—" que ances —_ 
“ee as ee 


Met ween 
ee eee — = 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 

Gentlemen: 

| am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER, 
Please send complete details. 


NAME 





STORE NAME 





ADDRESS 





CITY ZONE 


ELLER 


&@ COMPANY 


STATE 





MONTPELIER, OHIO 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Television, magazines 
promote steel products 


U. S. Steel Corp. has scheduled 
television and consumer magazines 
to carry the promotion of its 
Housewares - Home Furnishings 
Program. 

The program promotes § steel 
products for the home as stylish, 
attractive, light-weight, and mod- 
ern, and urges consumers to look 
for the Steelmark to identify steel 
products when they buy. 

The TV _ schedule includes two 
commercials on the U. S. Steel 
Hour and four commercials on the 
I Love Lucy Show. 

The magazine schedule includes 
a two-page color spread in the May 
issue of Better Homes & Gardens, 
and in the May 14 issue of The 
Saturday Evening Post. 

The theme “Better Living— 
Better Giving” will be used to sug- 
gest steel products for summer out- 
door living and for spring gift 
giving occasions such as Mother’s 
Day, Father’s Day, bridal showers, 
weddings, and graduation gifts. 

A free merchandising kit contain- 
ing material for advertising, sell- 
ing and display of steel products is 
available. 


Delta's spring special 
is radial saw workshop 


Delta Power Tool Div. of Rock- 
well Mfg. Co., Pittsburgh, is offer- 
ing an “Extra-Value Days” special 
on a Delta Radial Saw Workshop 
Package. 

The package consists of the “Su- 
per 900” radial saw with steel 
stand and retractable casters, a 
one-year subscription to the Rock- 
well-Deltagram, and a copy of the 
Deltacraft 128-page book, “Getting 
The Most Out Of Your Radial 
Saw.” 

The regular selling price of the 
package is $282.25, but will be of- 





extraordinary 


FOR THE SKIPPER 
WHOSE GUESTS 
CAN’T TELL 
WIND’ARD FROM 
LEE’ARD 


CcUTTLE-BUTT 


CIGARETTE 

RECEPTACLE 
Party-sized, Scuttle-Butts grip ciga- 
rettes securely out of the wind . 
end ashes in the eyes and butts in the 
bilge. Just toss out the containers 
when full—or decorate with club 
colors and use again and q05 


Mix-and-match black 
and gold colors . . - $19 
eet 4 boxed, 95 


HANDY ASHORE TOO 


Big capacity Scuttie- Butts are favorites 
for recreation room, porch, patio, 
pool and yard. 


snap-on 
fit for 
standard 
sizes of 
cans 


Designed to snap snugly onto almost 
any round can .. . from coffee to 
frozen juice. 


NEST TO STOW IN 
MINIMUM SPACE ,qgnnon 
Stack and stow in smal} =" 
space when not in use... 

convert to king-size trays 

in seconds. 


DEALERS— 
DISTRIBUTORS 
nationally advertised— 
attractive profit plan— 
write for full details! 
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fered at $249 during the Extra- 
Value Days which end June 15. 

A merchandising package in- 
cluding window banners, newspa- 
per ad mats, mailing literature and 
point-of-sale displays is available. 


Promotion starts in May 
to sell vacation items 


The American Thermos Prod- 
ucts Co., Norwich, Conn., will pro- 
mote its complete line of vacation- 
time products in consumer maga- 
zines with the theme “It’s The Go 
Season All Summer, Go Often 
With Thermos Brand Products.” 

The campaign will begin with a 
two-page spread in the May 28 is- 
sue of The Saturday Evening Post. 
Additional consumer ads will ap- 
pear in the May issue of Motor 
Boating, the June issue of Ameri- 
can Home, and the July issue of 
Better Homes & Gardens. 


Manufactur. rs expand 
move to new facilities 


Great Eastern Wire Co., Eliza- 
beth, N. J., has opened a new 20,- 
000 sq ft wire drawing mill in 
Elizabeth, N. J. The new structure 
will house a complete wire process- 
ing operation. 

The Richards-Wilcox Mfg. Co., 
Aurora, Ill., has purchased an in- 
dustrial site in Brampton, Ont., 
Canada. Plans call for the con- 
struction of a plant in the near fu- 
ture. 

The Stanley Works, New Brit- 
ain, Conn., has completed a new 
office and warehouse in Atlanta. It 
will house regional sales and ware- 
house operations of the Stanley 
Hardware, Stanley Steel Strap- 
ping, and Stanley Electric Tools 
divisions of the company, and re- 
gional sales offices only for the 
Stanley-Judd drapery hardware 
division. 

Versa Products Co., Lodi, Ohio, 
has purchased an industrial site in 
Tifton, Ga., for the construction of 
a new ornamental iron products 
plant. The new plant scheduled for 
completion in May comprises 16,000 
sq ft of floor space. 





QUICKEE $ 


GREATEST NATIONAL 
ADVERTISING aaa | 


MECHA “ N CS 
POPULAR aH orc Le 


CRAFTSMAN ates 


MECHANIXZX 
Seth ee Fi wenem * § 


to OVER 


60,000,000 


NEW! 

> MITY-POP’ 
ewe : SALESMAKING 
ewes | MERCHANDISER 


L Packs a powerful 
impulse sales punch and 
sete Z| | successfully solves the 


space problem. it’s 
Store-Tested and dealer 
approved. Efficiently 
stocks * Displays * Tells 
and Sells QUICKEE’S 
SPECIALIZED 
CLEANERS without 
effort in 4%” of space. 


*(Point-Of-Purchase) 


FREE MITY-POP* Packed with each 
1 DOZ. Waterless HAND CLEANER (14 62. can) 
1] DOZ. FLOOR TILE CLEANER «: w. cam 

% DOZ. WALL TILE CLEANER «1 quart can 


THE IN. . CASH IN. .DISPLAY QUICKEE PROMINENTLY ! 


Send for literature of the complete line of 
QUICKEE SPECIALIZED CLEANERS! Dept. HA 


QUICKEE PRODUCTS, INC. 
YONKERS, N.Y. 
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here’s where 
being a 


off in EXTRA PROFITS! 


The old saying—““Them who has— 
gits,” certainly applies to the pro- 
gressive dealer who stocks and sells 
the UNION line. He gives customers 
what they want... gets extra dollar 
volume, extra profits in return. 


Dealers wise find it pays to UNION- 
ize with the most complete line of 
ali-steel chests available today in 
sizes and styles to meet all customer 
requirements. How about you? 


48414 TACKLE BOX 


7817 MECHANICS’ 
TOOL BOX P 


41011 CASH 
and BOND BOX 


4U-12 
PARTS 


CABINET | 


UJ NION STEEL CHEST CORP. 
Want more facts? Circle 199, p. 89 
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Personal income rises 
$500 million in March 


Personal income in March was 
at a record seasonally adjusted an- 
nual rate of $393.5 billion. This 
was a $500 million rise from Feb- 
ruary, and $18.1 billion higher 
than in March a year ago, accord- 
ing to the Commerce Dept. 


Wage and salary disbursements 
in March were at an annual rate 
of $269 billion, $200 million higher 
than in February, and $15 billion 
more than in March 1959. 


The department notes. that 


| month - to - month changes in per- 


sonal income rates have been small 
so far this year, following the 
sharp advances which came in No- 
vember and December after the 
settlement of the steel strike. 
For the first quarter of 1960, the 
annual rate of personal income was 


_ $393.1 billion, up $6 billion from 
| the previous quarter, and $21.3 bil- 


lion higher than in the comparable 


| period of 1959. 


March industrial sales 
up 10% from year ago 
March was a good month for in- 


| dustrial supply wholesalers. 


Sales were 10 percent ahead of 


_ the same month last year, and were 
| 18.1 percent more than in Febru- 


ary, reports the National Indus- 
trial Distributors’ Assn. 

Sales for the first three months 
of 1960 were 7.1 percent ahead of 
the comparable 1959 period. 


Inventories at the end of March 


| were up 9.3 percent from the same 


month a year ago. Accounts re- 
ceivable, as of March 31, were 5 


| percent ahead of the same date in 


1959. 


March nonfarm housing 
starts drop 20 percent 


Nonfarm housing starts in 
March totaled 97,000 units, accord- 
ing to the Commerce Dept. This 
was a drop of 20 percent from 
March a year ago, but 27 percent 
higher than the 76,600 units a 
month ago. 


Privately owned dwellings start- 
ed during March totaled 93,800 
units, This represents a seasonally 





Stock the one 
all purpose 


water seal 





Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile « Stucco «+ Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains - Retards dampness 
in basements + Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 
istributor nearest you. e0ne 


Thompdond 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Cc.; Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle * Denver * Dallas 
Houston ¢ St. Louis * St. Paul © Detroit ¢« 
Philadelphia * New York City * Memphis «¢ 
Cleveland pA Factory: King City, California 
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Mr. Oswald’s Window Pains 








MR.OSWALD - HAVE You VSIMMER DOWN,MIZ PorTs- 
GOT WINDOW GLASS? SOME )I'VE GOT PENNVERNON WIN- 
BOYS THREW A FOOTBALL J\ DOW GLASS 


. Es RECOMMEND 


Goop! I KNow 
PENNVERNONW |S THE 
BEST You CAN ma 
I'VE GOT THE size ) 


YES -PENNVERNON HAS A SMOOTH, 


EVEN SURFACE THAT MAKES 
ee SCRATCH RESISTANT | 


=“ ( AND EASIER to 5 
ee : ee 























WHAT IT WAS-IT WAS 2 FEET BY 
2 FEET AND us 


5 aes 


YOULL FIND NO VY THal’s iT! TWO- ) TAKIN’ MorRE OFF 
OTHER GLASS 1S )THREE! I WANT \WILL BE EASIER'N 
3. 1-2-3 WITH \TWO FT. BY TWO 

PENNVERNON! 





STRETCHIN’ 


| IT—- HEH! ¢ 
Sy hen 


FT. THREE 
BB UNCHES | 




















OH HERE IT IS! IT WAS IN MY CHANGE 


= PURSE! 
I1T SHOULD BE TWO FEET / — mart 


BY TWO FEET ea os ae ar ae 
A, \ Y eae 
NINE INCHES. Ss Xo. —< 
. ' 


$4. 





on —_— 
MY GOODNESS, THAT'S 


CLEAR ! HOW MUCH 
lie ee sti 





PUT IT IN YOUR CAR tay 
| \\ \ | i. a 
} x 33:3 4 | . 





i 
= 


—= 








mi i 


a : 


ame 
















































































--not just window glass 








Pittsburgh Plate Glass Company 


Paints + 





Glass * Chemicals + Fiber Glass In Canada: Canadian Pittsburgh | adustries Limitea 
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F ierwvr ! 
ideal 
tulip 
latch 


a safe, clean latch for 
storm or combination doors 


- Y. 
Be 





i He 
it a 
} 4 
H 
es 
; 
ro 
H 


This Ideal Knob Latch features a 
solid shaped tulip knob with a 
smooth, fully enclosed surface—no 
openings or sharp edges to catch 
fingers or dirt. All rotating surfaces 
operate on self lubricating Bronze 
Oilite Bearings—oiled for life! Three 
ly” hole installation is fast and 
doesn’t weaken door. Parkerized 
castings have baked-on silver alu- 
minum base coat and baked on pro- 
tective coat of clear Epoxy enamel. 
Available in sixteen variations of 
knob, lever and strike. Write for 
catalog sheets, prices and delivery. 


e LATCHES e OILITE BEARING HINGES 
e CLOSERS e CHAINS e SASH ADJUSTORS 
e PUSH BARS e QUIK! WINDOW CONTROLS 


IDEAL BRASS 
WORKS, INC. 


250 EAST STH STREET 


ST. PAUL 1, MINNESOTA 
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only HOWARD has it! 


POWER TOOL 
BRUSHES 


sensational 


: SLIDE-PAK 
: 3-D Display! 


Now, the Howard line 
of cup and wheel 
wire brushes for all 
power tools in a new 
hard-sell package! 
Plus free metal rack 
with assortment for 
counter or pegboard. 
Also in open stock. 
Full 40% dealer 


Send for illustrated bulletin. 


HOWARD 
HARDWARE PRODUCTS, 


Newark 8, New Jersey 


Want more facts? Circle 203, p. 89 


INC. 





—— — ee ee —_— 0000 OO 


newest fashion-color for kitchens 


> SANDALWOOD SPATTER 


with the accent on copper 


In complete ense 
20 Square Pa ela mers) 
4 qt. Round step-on 
3 and 4 Way a or Di 
4 pc. Canister Set 
Cookie Canister 
Cake Server 
Bread Box 


‘ealallct- 
rT Vics, 


Can 
| 


LINCOLN 


LINCOLN METAL PRODUCTS CORP. 
225 Forty-second St., Brooklyn 32, N.Y. 








, 


BY pictuRE HANGERS 


\) AE 


BETTER HOUSEHOLD 
AROWARE SINCE 1872 
€. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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Cou-O-Mat 


MOST BEAUTIFUL 
CAN OPENER 
MADE 


Cou-O-Matic 


PORTABLE 


ELECTRIC | | 


CAN 
OPENER 
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Sale Speeder No.9 


mn li. ee doll mes: t-te olelal slalel-ia 


cele quick sales. it works! 


SH © VV 


RUE TEMPER 


Your basic line 


your money iin 
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adjusted annual rate of 1,115,000, 
the same as the estimated rate for 
February. 

For the first quarter of 1960, the 
seasonally adjusted annual rate 
amounted to 1,148,700 units. This 
was 241,300 units or 17 percent be- 
low the total for the comparable 
1959 period. 


Paint industry publishes 
sales policy statements 


The Retail Paint & Wallpaper 
Distributors of America, Inc., have 
asked manufacturers for a written 
statement of their sales policies. 
The statements will be printed 
and distributed to the trade about 
June 1. 

RPWDA’s' industry’ analysis 
committee developed, and _ the 
board of directors endorsed, the 
following statement: 

“We believe a distributor’s and/ 
or manufacturer’s sales policy 
should include the following: 

“(1) Be in writing and copies 
furnished all his accounts. 

“(2) His method of marketing. 
(i.e., through what levels of dis- 
tribution in the decorating indus- 
try he selects to market his prod- 
uct.) 

“(3) Extent of franchise and 
his supervision of same. 

“(4) A plainly stated pricing 
structure and terms of sale. 

“(5) His policy regarding adver- 
tising. 

“(6) His policy regarding sales 
help. 

“(7) His policy on discontinued 
merchandise. 

“(8) His policy regarding war- 
ranty on merchandise. 

“(9) Adequate notice of changes 
in policy.” 














WISSOTA 


TOP QUALITY 
TOOL and SICKLE 


GRINDERS 


and Abrasive Wheels 


» FOR SHOP, GARAGE ¢ 
® HOME WORKSHOP 4 
’ AND FARM! 4 


STOCK THE FULL WISSOTA LINE... 
DISPLAY 'EM ... YOU'LL SELL ‘EM! 


NEW ELECTRIC TOOL corte 


* Heavy Duty 4%, 1/3, Ye and 
. ty os — with 
Grinding 


: ao — to Front of 
* Bal 
* Top Quality. Vitrified Grinding Wheels 


Motors. 
rthyry 





WISSOTA 
GRINDERS 


fll exacting needs of your 


customers 
oe oe oe. ‘a tlt Wee. Belt Driven Sickle 
and Tool Grinders 


Also Hand Operated Teol and Sickle Grinders. 


New Improved Design 
SAW MANDRELS 
* Ball = ey available with single or double 
threaded end 
* Pillow Block ‘oo with end pulley. Also center 


pulley. 
* A Complete Line! 











MADE IN OUR NE 
MODERN AS RASIV 
WHEEL PLANT! 


TOP QUALITY, 
TESTED AND 


and SICKLE CONES 


Safer for good tools, sections and the operat 
Uniformly made. 2 on 


Ask Your Jobber or Write Dept. A 


MANUFACTURING COMPANY 
MINE AP 4 MINNE TA 
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News About Dealers: Eisenstadt Bros. In 
50th Year With Four New York Area Stores 





Flushing, N. Y.— EIsEN- 
STADT Bros. has entered its 
50th year in the hardware 
business. Hyman Eisen- 
stadt, a Russian immigrant, 
founded the first store at Co- 
rona, Long Island, N. Y., in 
1910. Three additional stores 
have since been opened on 
Long Island. Max Eisen- 
stadt, one of four sons of the 
firm’s founder, owns and 
manages the business as it 
starts its second half-cen- 
tury. 


Windsor, Colo.— Mr. and 
Mrs. Robert J. Caldwell of 
BESTWAY BUILDING CENTER 
(Boise Payette Lumber Co.) 
won a trip to Sun Valley, 
Idaho. The trip was second 
prize in a recent dealer con- 
test held by Devoe & Rayn- 
olds, Louisville. 


Black Mountain, N. C.— 
Mr. and Mrs. Lawrence 
Brandon are now owners and 
operators of the BLACK 
MOUNTAIN HARDWARE Co. A 
grand opening will be held 
in the spring when the store 





Gamble-Skogmo Elects 
Six Men to New Posts 


Gamble-Skogmo, Inc. di- 
rectors recently elected the 
following officers: 

Car! C. Raugust, vice-pres- 
ident of merchandising, to 
executive vice-president; 

P. C. Fikkan, manager 
northern region, to vice-pres- 
ident; 

G. S. Younger, genera] 
sales manager, to vice-presi- 
dent for sales; 

L. F. Crews, vice-president 
for finance, to senior vice- 
president-finance and control; 

A. G. Johnson, vice-presi- 
dent and head of buying, to 
vice-president for buying; 

Atley Peterson, vice-presi- 
dent for retail operations, to 
vice-president for operations. 


is remodeled. J. L. Holman, 
Jr., formerly owned the busi- 
ness. 


Narberth, Pa.—SUBURBAN 
HARDWARE STORES of Bryn 
Mawr has purchased the 
Ricklin’s hardware store 
from Mr. and Mrs. Louis 
Weiner, Louis Ricklin and 
Mrs. Ray Ricklin. Suburban 
Hardware, which runs three 
hardware stores, is operated 
by Mario and Achille Barone 

(Continued on page 134) 





U. S. Expansion Bolt 
Names C. H. Schminke 


Charles H. Schminke has 
been appointed general sales 


CHARLES H. SCHMINKE 


manager of U. S. Expansion 
Bolt Co., York, Pa. 

Mr. Schminke had been 
marketing manager of the 
company for the past 18 
months. 


2 Directors Elected 


John C. Cairns and John 
D. Shaw were elected direc- 
tors of the International Sil- 
ver Co., Meriden, Conn. Mr. 
Cairns is president of the 
Stanley Works, New Britain, 
Conn. Mr. Shaw is general 
sales manager of Interna- 
tional’s direct lines. 
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HENRY FORLAW 


Odell Elects Forlaw 
To Vice-Presidency 


Henry Forlaw has been 
elected a _ vice-president of 
Odell Hardware Co., Greens- 
boro, N. C., wholesaler. He 
was merchandise manager. 

Mr. Forlaw joined the firm 
in 1935 and has spent his 
business career with Odell 
ever since. 


MICHAEL F. DOWLEY, JR. 


Stanley-Judd Appoints 
General Sales Manager 


Michael F. Dowley, ZJr., 
has been appointed general 
sales manager of Stanley- 
Judd Div., Stanley Works, 
Wallingford, Conn. 


Mr. Dowley was director 
of export sales for the Radio 
Corp. of America, New York. 
His business experience in- 
cludes buying and merchan- 
dising positions with depart- 
ment, mail order and chain 
stores. 


Outdoor Living Award 
Entry Forms Available 


Entry forms are now 
available for the first annual 
Outdoor Living Awards Pro- 
gram, sponsored by the 
Hamilton-Skotch Corp., New 
York. (See HA, Mar. 10, p. 
177.) 

The competition will recog- 
nize outstanding achieve- 
ments of individual retail- 
ers in the promotion of all 
outdoor living products. The 
program is now open and 
will continue through July 
15. 

Entry forms are being 
mailed to stores nationally 
and are being distributed by 
Hamilton-Skotch representa- 
tives. Entry forms can be 
obtained from Outdoor Liv- 
ing Awards Program, c/o 
Hamilton -Skotch, 130 E. 
59th St., New York 22, N. Y. 


Worth Hardware Runs 
First Dealer Show 


Central Hardware of Val- 
ley Stream, N. Y., won the 
grand prize, a color televi- 
sion set, at the first dealer 
show sponsored by Worth 
Hardware Co., New York 
wholesaler. 

The show was held in the 
New York Trade Show 
Building April 3. Ninety 
booth prizes were donated by 
the manufacturers who had 
exhibits at the show. Two 
buses brought dealers from 
Baltimore. 


Hampden Elects Lapine 


David S. Lapine has been 
elected to the newly-created 
post of vice-president of sales 
at Hampden Specialty Prod- 
ucts Corp., Easthampton, 


Mass. Mr. Lapine was gen- 
eral sales manager of Hamp- 
den, an independent subsidi- 
ary of the Hamilton-Skotch 
Corp., New York. 





AGE while 


THE 


it’s NEWS 


TRADE assur 





MAY 5, 1960 





Noelting Families Buy 
Faultless Caster Stock 


Walter W. Noelting, Clar- 
ence B. Noelting and their 
families have acquired all of 
the common stock in Fault- 
less Caster Corp. that was 
owned by Mrs. Myrtle K. 
Noelting and other heirs of 
the late Walter H. Noelting, 
former president, and by El- 
mer H. Noelting and his 
family. 

Clarence B. Noelting con- 
tinues as president and chief 
executive officer, and Walter 


W. Noelting will serve as ex- 
ecutive vice-president and 
treasurer. 

Elmer H. Noelting has re- 
tired as vice-president, trea- 
surer and director of the 
company after 44 years. 
Mrs. Myrtle K. Noelting has 
retired as director. 

C. Bernard Noelting has 
been elected vice-president, 
secretary and director, and 
Robert B. Burris, vice-presi- 
dent, assistant secretary, as- 
sistant treasurer and direc- 
tor. 





Sheet Metal Distributors See Good Year; 
Business Gain Expected to Exceed 1959 


Business is expected to 
show even more of a gain 
this year, in spite of the 
slow start, than it did in 
1959 for sheet metal distrib- 
utors. According to a report 
given by Thomas A. Fernley, 
Jr., executive secretary of 
the National Assn. of Sheet 
Metal Distributors, business 
is expected to pick up in the 
remaining months. 

Mr. Fernley’s report was 
given at the sheet metal 
group’s 50th Annual Spring 
Meeting in the Deshler-Hil- 
ton Hotel,- Columbus, Ohio, 
April 20-22. 

W. L. Sandston, supervi- 
sor of economic research, 
Commercial Research Dept., 
Market Development Div., 
Armco Steel Corp., Middle- 
town, Ohio, explained that 
the outlook for 1960 is for 
an overall stability in busi- 
ness as a whole. 

Cloyd §S. Steinmetz, point- 
ed out rather facetiously, “A 
good dynamic sales force can 
make a monkey out of econ- 
omists.” Mr. Steinmetz is di- 
rector of sales training at 
Reynolds Metals Co., Rich- 
mond, Va. His topic was 
“Training Your Salesmen.” 

Other guest speakers at 
the sheet metal distributor’s 
meetings were: Melvin E. 


Tharp, advertising director, 
Columbus Citizen - Journal 
and the Dispatch; Dr. Rob- 
ert Bartels, professor, Col- 
lege of Commerce and Ad- 
ministration, Ohio State Uni- 
versity; and John M. Vorys, 
former U. S. congressman, 
of Columbus. Philip Lovejoy 
of Utica, N. Y. gave a hu- 
morous talk at the dinner 
meeting. 

Highlight of the meetings 
were the business clinics fea- 
turing the “profit shift.” 
Members and guests split 
into four groups in four sep- 
arate rooms. Four chairmen 
were assigned different busi- 
ness topics which each head- 
ed in group discussions. 
Each chairman shifted to a 
different room every 30 min- 
utes. Everyone profited from 
the clinics and, by popular 
vote, the idea will be con- 
tinued at the association’s 
fall meeting. 

Chairmen for the group 
discussions were: W. O. 
Schoedinger, F. O. Schoe- 
dinger, Inc., Columbus; 
A. M. Roberson, C. M. Mc- 
Clung & Co., Inc., Knoxville, 
Tenn.; Leo J. O’Connor, 
O’Connor Steel Co., Akron, 
Ohio; and A. B. Lewis, Jr., 
Palmer-Donavin Mfg. Co., 
Columbus. 


Heitmann, Bering-Cortes Elects Mac Neil: 
Maxwell and Hall Join in Managing Posts 


L. Franklyn Mac Neil has 
been elected treasurer of 
Heitmann, Bering-Cortes 
Co., Houston, Tex., whole- 
saler. Mr. Mac Neil had 
been office manager of the 
Ada Oil Co. for four years. 

T. Ray Maxwell has 
joined the firm as sales man- 
ager of the dealer division. 
He will also serve as a mem- 
ber of the company’s man- 
agement committee. Mr. 
Maxwell had been territory 
manager for the Reardon 
Co. 

Gerald F. Hall has joined 
the company as operations 
manager. Mr. Hall was em- 


T. RAY MAXWELL 


ployed as branch manager of 
a distribution center for 


Montgomery Ward & Co. 


L. FRANKLYN MAC NEIL 


GERARD F. HALL 





Caldwell is Elected 
Rubbermaid Chairman 


James R. Caldwell, found- 
er of Rubbermaid Inc., 
Wooster, Ohio, has been 
elected board chairman suc- 
ceeding the late Errett M. 
Grable. 

Mr. Caldwell will continue 
as chairman of the executive 
committee, a position he has 
held since 1958. He had been 
president and general man- 
ager for 24 years. 


Peerless Pump Names 


Walter J. Blair has been 
appointed vertical pump 
product sales manager of 


Peerless Pump, Hydrody- 
namics Div., Food Machinery 
and Chemical Corp., Los An- 
geles. Mr. Blair joined Peer- 
less in 1949 and has served 
as a sales engineer in the 
Los Angeles area. He has 
been product sales manager 
of the process line of Peer- 
less pumps. 


Walsh Manages Sales 


Leo Walsh has been ap- 
pointed sales manager for 
Sno*Flok. General Mills re- 
cently purchased FM Engi- 
neering Co.’s interest in 
Sno*Flok, a fire - retardant 
artificial snow. 
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Off 
0 


More customers too! 


WITH THE NEW PERMANENT 


Shute Dusl-ban Filters 


Skuttle Filter 
Gage 


FO 


FREE filter gage 


These new low-cost, perma- 
nent electrostatic filters are 
completely washable and 
never need oiling. Each is 
framed in zinc-coated steel 
for rugged, rust-resistant 
wear. The electrostatic action 
of the Skuttle DusT-ban Filters 
guarantees removal of dust, 
dirt, and pollen particles, but 
allows the free flow of air 
for maximum heating or cool- 
ing efficiency. A FREE Filter 
Gage to each customer pur- 
chasing 2 DusT-ban Filters or 
$1 cost with 1 filter. 

4 popular sizes. $4.95 ea. 


VAPOGLAS PLATES 


SKUTTLE PATENTED VAPOGLAS PLATES. These 
plates are made of compressed pure glass 
wool. They are porous (taking up to as much 
as 70% more water per pound than ordinary 
filter plates) and resist clogging longer. Avail- 
able in packages of 5. 


MODEL 711 HUMIDIFIER 


This highly efficient, counter-balanced 
low-priced unit requires one installa- 
tion, one adjustment. It is shipped 
completely assembled with 5 Vapo- 
glas plates, stainless steel plate rack 
and copper tubing. The Model 711 is 
compact, easily installed, trouble-free 
and is self compensating for all 
water pressures. 


Write today for complete 
information and prices. 


@e_xkuritile MANUFACTURING CO. 


MILFORD, MICHIGAN 
IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 
Want more facts? Circle 208, p. 89 
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JOHN 5. 


Behr-Manning Appoints 
Phillips to Sales Post 


John S. Phillips has been 
named general trades sales 
manager of the coated abra- 
sives division of Behr-Man- 
ning Co., Troy, N. Y., a part 
of Norton Co. The coated 
abrasives sales organization 
was recently realigned. 


Mr. Phillips, general trades 
manager since 1957, started 
with Behr-Manning 12 years 
ago. 

The general trades sales 
organization has been re- 
grouped into eastern and 
western regions, with Lloyd 
A. Van Buskirk and Howard 
S. Mulholland as_ regional 
sales managers. 


PHILLIPS 


Liberty Distributors 
Name “Buyer of Year" 


Samuel Weitzen, buyer for 
J. A. Williams Co., Pitts- 
burgh wholesaler, has been 


SAMUEL WEITZEN 


named “Buyer of the Year” 
by Liberty Distributors, 
Philadelphia, for his work in 
suggesting Bargain-of-the- 
Month items for Liberty’s 
promotion program. 

Four items that Mr. Weit- 
zen suggested were accepted 
for the program. He received 
permanent possession of an 
engraved wall. plaque. He 
also was awarded a $100 
U. S. Savings Bond. 


News of the Trade 


Small Orders at Root 
Of Profit Problem 


Small orders are at the 
root of the industrial dis- 
tributors lack-of-profit prob- 
lem. 


That is what Larry D. 
Montague, president of the 
association, stated at a re- 
cent regional meeting of the 
Southern Industrial Distrib- 
utors’ Assn. in New Orleans. 
Mr. Montague is president of 
B. L. Montague Co., Sumter, 
8. &. 


Customer profitability 
studies of distributor ac- 
counts is a tremendous task, 
he told the meeting. Such 
studies are needed to point 
up unprofitable accounts. It 
takes courage, he continued, 
to act on the findings of such 
a study, to drop accounts that 
represent a total loss and 
cultivate in depth accounts 
that have a profit potential. 

Mr. Montague pointed out 
that volume, margins, sales 
costs and profits are totally 
inter-related, and cannot be 
considered separately. 


Sunbeam Names Prestin 
Director of Marketing 


L. W. Prestin has been 
named vice-president and di- 
rector of marketing, a newly- 
created position at Sunbeam 
Corp. Mr. Prestin has been 
president of a_ subsidiary, 
Sunbeam Corp. (Canada) 
Ltd., since 1956 and a Sun- 
beam’. vice-president since 
1952. 

C. C. Mendler, a Sunbeam 
Corp. vice-president, who has 
been in sales, has been re- 
assigned to head a new sales 
product development activity 
reporting to the president. 


News About Dealers: 





(Continued from page 132) 
and Ed Riddell. Mario Ba- 
rone and Mr. Riddell will 
run the store here. Louis 
Ricklin and the Weiners will 
continue to work at the store 
which the family has oper- 
ated for more than 50 years. 


Oxford, Kan.—Mr. and 
Mrs. Ernest Horack have 
bought the hardware store 
owned by Boyd and Bob Don- 
ley. Miss Sylvia .Baker will 
remain as the store’s. book- 
keeper. : 








News of the Trade 
Franklin Hardware Holds Meeting Series 


Duncaw Yfines- 


products for the 


Home are... 


Pre-Sold! 


—_ 


Store merchandising, advertising and product knowledge were sub- 
jects discussed av a series of 10 spring group meetings held by 
Franklin Hardware and Supply Co., Warrington, Pa., dealer-owned | 
wholesaler. Some of the 550 owners ad store personnel who | 
attended the meetings are shown here at one session. About 92 
percent of the Franklin stores were represented at the series of | 
meetings. Speakers were: Ben T. Cowherd, Standard Tool Ceo.; | 
Robert Callahan, Porter-Cable Machine Co.; and four from Franklin, | 
F. Leon Herron, general manager, Leroy Foulkrod, William Briggman | 
and George C. Bauer. 











Housewares Dinner For the $10 a plate meeting. La- 


dies will be welcome. 
Brandeis University Headquarters for informa- 
The housewares industry tion and reservations for the | 
is sponsoring a fund raising dinner are Rm. 2212, 60 E. | 2a 
dinner for Brandeis Univer- 42 St., New York City. ae 
sity, Waltham, Mass., on the 


eve of the National House- Asking Saw Appoints 


wares Show at Atlantic City. 
The show runs July 11-15. 
Co-chairmen of the En- 
dowment Fund dinner are 
J. J. Culberg, vice-president, 
Ekeo Products; Julien El- 
fenbein, Housewares Re- 
view; and David J. Isaac, 
Western Auto Supply Co. 
The fund dinner will be 
held in the grand ballroom, 


Field Sales Manager 


Robert J. Adams has been 
appointed hardware field 
sales manager of Atkins 
Saw Div., Borg-Warner 
Corp., Indianapolis, Ind. 

Mr. Adams has traveled 
Indiana, Michigan, Kentucky, 
West Virginia and Ohio for 
the past 10 years as hard- 


Hotel Shelburne, July 10. ware field representative for 
Two speakers will address the firm. 





news in brief of 


MANUFACTURERS’ AGENTS 


@ Moore Sales Co., Menlo Park, Calif—The company has 
moved to larger quarters at 1436 El Camino Real in Menlo 
Park. In addition, Loren Peer has joined the sales staff. He 
has been in the hardware industry for many years covering 
the northern California area. 


@ Bert J. Clark Co., Kansas City, Mo—F. E. Waechter 
has joined the firm as a representative in lowa and parts 
of eastern Nebraska with headquarters in Omaha. 


@ Dan Malloy Co., Philadelphia—Texas, Oklahoma, Arkan- 
sas, and Louisiana to Sam Giller Sales Co., Dallas. 


@ Kraeuter & Co., Inc., Newark, N. J.—Texas and Okla- 
homa to S & S Sales Co., Dallas. 


@ Yardley Plastics Co., Columbus, Ohio—Rocky mountain 
area to J. N. Marshall Co., Denver. 


@ Sharpe Mfg. Co., Los Angeles—Texas to Southwest As- 


sociates with offices in Dallas and New Braunfeld, Tex. 








Behind that powerful brand name stands 
quality you can recognize. A mammoth 
promotion program assures you of positive 
consumer identification, backed up by 

the extra impact of Duncan Hines 

signs and guidebooks. 


Literally billions of exposures every year 
pre-sell the Duncan Hines name to the 
people you want to sell. To you the 
Duncan Hines products mean 

satisfied customers, faster turnover and 
steady profits. Let Duncan Hines’ 
pre-selling work for you. 


HINES-PARK FOODS, INC. 
408 East State Street, Ithaca, New York 


Want more facts? Circle 209, p. 89 
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TECUMSEH 
He head of mericas 


noel poouar 


Galen 
Guijemene A 


From the Sure-Start wind-up starter to the remark- 
able new fiy-ball mechanical governor (as standard 
equipment) . . . Tecumseh-built engines offer the best 
combination of exclusive selling features. Add to this 
the long record of ““FIRSTS”’ in our 70 years of quality 
production. It is no wonder that each year more manu- 
facturers of gasoline-powered equipment standardize 
on Tecumseh-built engines. 


Tecumseh tells your customers this story of quality, 
better performance, trouble-free operation . . . in the 
Saturday Evening Post, Life, Time and other publica- 
tions. This makes it easier to sell . . . builds more satis- 
fied customers. So be sure to specify equipment that 
gives you this big selling advantage . . . Tecumseh- 
powered products. 


77 

ATR, a 
| *, 
a a 


TECUMSEH 


¢ 4 PRODUCTS COMPANY 
: 


* Ri 188)4 ‘a ‘5 


JAUSON-POWER PRODUCTS 


fl 


Home Office: Tecumseh, Michigan ¢ Engine Plants: Grafton, New Holstein, Wisc. 
Tecumseh is also the world’s largest manufacturer of compressors 
for the air-conditioning and refrigeration industry 

Want more facts? Circle 210, p. 89 
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News of the Trade 





R. L. Carrie Heads lowa Association 


R. L. CURRIE 


GLENN ALLSUP 


R. L. Currie, hardware dealer at Mason City, was elected president 
of the lowa Retail Hardware Association at its recent convention in 
Des Moines. Glenn Allsup, dealer at Colfax, was elected vice-presi- 
dent, and Charles H. Dalton, Jr., Dalton Hardware, Waterloo, was 


elected a director. 





Brush Makers Elect 
Divisional Officers 


Sidney J. Bedell was elect- 
ed chairman of the paint 
brush division, American 
Brush Mfrs. Assn., at the 
organization’s annual meet- 
ing Mar. 25 in Boca Raton, 
Fla. 

W. M. Franklin, Rubberset 
Co., was elected first vice- 
chairman; Robert Weiss, 
Wooster Brush Co., 
vice-chairman; and Stanley 


ne ee a ie PE 
second ~ 
tees 


Store, Waterbury, was elect- 
ed second vice-president. 

Russell V. Carlson, Village 
Hardware, New Milford, was 
re-elected secretary. Car! 
Nygard, Collins & Freeman 
Co., Branford, was re-elected 
treasurer. 


New Orleans Honors 
Tool Manufacturer 


Sess. 


Edelson, Edy Brush Co., sec- 7 


retary. 

B.M.S. Brushes, Inc., New 
York; Condon Bros. Co., 
Pittsburgh; Kappeler Brush- 
es, Carlstadt, N. J.; and Rob- 
ert Simmons Inc., New York, 
are new members of the divi- 
sion. 

Division members agree to 
continue a paint brush ad- 
vertising and public relations 
campaign during the coming 
year. 

Robert A. Nolan, national 
buying division, General Ser- 
vices Administration, ad- 
dressed the meeting on the 
government’s procurement 
programs and the bid sam- 
pling method. 


Pritchard is President 
of Connecticut Assn. 


Francis Pritchard, Star 
Hardware Co., Rockville, was 
elected president of the 
Connecticut Hardware Asso- 
ciation at its convention held 
recently in Bridgeport. 

Martin Daniel, Jackson- 
Marvin Hardware, Westville, 
was elected first vice-presi- 
dent and Charles H. Schmidt, 
Jr., Schmidt’s Hardware 


A. L. Platky, left, P & C Tool Co.., 
Portland, Ore., was made oan 
honorary citizen of New Orleans 
and given a citation during the 
Southern Convention last month. 
The citation was made by Council 
President Victor H. Schiro. 


Dura Sales Appoints 


Michael D. De Santis has 
been appointed sales man- 
ager of the Dura Sales Co., 
Los Angeles, southern Cali- 
fornia distributor for Moto- 
Mower power lawn mowers 
and other garden equipment. 
He will be responsible for 
Moto-Mower product sales 
for the eight southern Cali- 
fornia counties. He will also 
be in charge of Dura’s west- 
ern distributorship for Magic 
Start impulse-type engine 
starter. 





ONO ~STICKLEBACK SELLS——-SELF SERVICE—-STICKLEBACK SELLS 


DRILL 
$] (K< 
SP = ROUTER 


PODOe BOOS 


STICKLEBACK x | 


ORILL ROUTER « DRILLS! 


s REAMS! 
s SAWS! 
s ROUTS! 








With Any 








SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 
PRE-PRICED FOR FULL PROFIT 


STICKLEBACK SELLS—SELF SERVICE——STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


$TIIS NOVEIINOUS—-IDIASIS 1139S $T1IS NOVEIDOUS—INASIS 419S-—"S 1195 WOVEIIIOUS 


Ask Your Jobber 


Or Write: TEC IMPORTS 


15001-63 CALIFA STREET 
VAN NUYS, CALIFORNIA 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS —— 
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SHOWER 
CURTAIN RINGS 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON MASS 
Want more facts? Circle 212, p. 89 





Make PLUS SALES 
to BARBECUE TRADE 


WITH GREASE ABSORBENT 


GRAVELetts" 


for Grill Fire Bed 
® Absorb Grease Drippings 
® Allow Fire to Breathe 
® Protect Fire Box; Keep it Clean 


® Provide Level Fire Bed, 
Hotter Fire Without Flame-up 





AVAILABLE 
THROUGH YOUR 
DISTRIBUTOR 


Nationally 
Advertised 





LOWE'S, INC., Dept. 553, Cassopolis, Mich. @ 
©@2000060000660060602206006806006202066060606680 
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GOOD EARTH 
Ee ee CS 


Alloy tool steel heads 
finished in rich blue. 





Weatherproof 
flame-hardened handles — 
finest available. 


BR-15 

BOW RAKE 

15 curved teeth on a 15” 
wide head. Teeth are 


2%,” in length. Handle is 
5 feet long. 


DW-36 LONG HANDLE 
WEEDING TOOL 

42” overall length. Handle is 

36” long for use in standing 
position. Hardened and 
tempered, chisel-sharp 

alloy tool-steel blade. 

Tapered, nickel- 

plated ferrule. 


LR-14 
LEVEL 


14 curved teeth balanced 
on a 14” wide head. 
Teeth are 214” in length. 
Handle is 51 feet long. 


TE-6 TURF EDGER 


Blue-finished alloy-steel blade 
measures 9” x 5” 

combined with a 4 foot 
handle. 


GS-3 GRASS SLASHER 


Hardened and tempered alloy tool-steel, ser- 
rated double edge cutlery cutting blade and 
nickel-plated ferrule. Balanced swings per- 
mit full 84%” cuts of grass or weeds from 
both sides. Overall length, 37”. 


GREAT NECK TOOLS ARE NATIONALLY ADVERTISED 


GREAT NECK 


SAW MANUTAUTURERS, INC. 


Want more facts? Circle 214, p. 89 
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brief reports of 


MANUFACTURERS’ SALESMEN 


@ Rockcote Paint Co., Rockford, [1l1—George Kogel to the 


northern Illinois-southern Wisconsin area. He has 20 years’ 


experience in retail and wholesale selling in the paint, wall- 
coverings and general store fields; Francis Kramford from 
seven years as a salesman and branch manager in dealer 
and industrial lines to Indiana. 


@ Dicks-Armstrong-Pontius, Inc., Dayton—John Donovan 
to southern Ohio, West Virginia and eastern Kentucky 
from Dayton, Ohio; Charles W. Crone to western New York 
state and eastern Pennsylvania from Mechanicsburg, Pa.; 
William J. Emsing to eastern New York state, Vermont, 
Massachusetts, New Hampshire, Maine and Rhode Island. 


@ Clarke Floor Machine Co., Muskegon, Mich.—L. Robert 
Gally from sales representative in the Charlotte, N. C., 
branch to divisional sales manager of the Memphis terri- 
tory including western Tennessee and the western Arkansas 
area, with headquarters in Memphis. 


@ Landers, Frary & Clark, New Britain, Conn.—R. C. Neil- 
‘son, New York regional sales manager, will continue to su- 
pervise his present sales force in the Eastern Region plus 
the district sales managers for the New England states, 
Washington, D. C., and Philadelphia, Pa. 


@ Maendler Brush Mfg. Co., St. Paul, Minn.— Ray M. 
McCabe to California, Nevada and Arizona for Provenbest 
brushes. 


@ McKinney Mfg. Co., Pittsburgh, Pa.—Robert G. Fenton, 
Jr., to Connecticut in addition to builders’ hardware ac- 
counts in the metropolitan New York area. 


News of the Trade 





@ Magic Iron Cement Co., Cleveland—Roy Ebeling to Illi- 
nois and Southern Wisconsin; Arthur F. Hearn to Indiana; 
J. M. Corcoran to Minnesota, North Dakota, South Dakota 
and northern Wisconsin; Clayton Lee to Texas; George 
Egdorf to Louisiana and Mississippi; Robert Degener to 
Florida. 


@ Wood Shovel & Tool Co., Piqua, Ohio—L. E. Dunlap from 
Kellogg Div., American Brake Shoe to district sales man- 
ager of North and South Dakota, Minnesota, lowa, Mis- 
souri, Kansas and Nebraska. 


@ Arvin Industries, Inc., Columbus, Ohio—Thurston Scott 
from division office manager to district manager in Ohio, 
West Virginia and northeast Kentucky for the furniture 
and housewares division, succeeding Lee Hadin, assistant 
sales manager for the division. 


@ Prolon Proprietary Div.. lro-phy-lac-tic Brush Co.. 
Florence, Mass.—Fred E. White from Geo. Borgfeldt Corp. 
to New York City and New York state area succeeding 
Michae) Murphy, promoted to eastern divisional sales 
manager. 


@ Everedy Co., Frederick, Md.—Charles C. Cockrell to the 
St. Lovis territory including eastern Missouri and southern 
Illinois in addition to his Kansas City territory. 


@ Gale Products, Galesburg, Ill—Benjamin J. Sherwood 
from traffic manager to a newly-formed territory including 
Kansas, Missouri and southern Illinois. 


@ Rockford Div., Washburn Co., Worcester, Mass.—James 
J. Hedges from Western Tire Auto Stores to Chicago for 
Androck products. 


@ Plymouth Rubber Co., Canton, Mass—Ronald Giles of 
Indianapolis to cover Indiana. 
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MAYES BROTHERS TOOL MANUFAC 
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BRILLIANT WHITE 


: TUB SEALER 
PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. 


¢ Garland, Texas 


‘igi ag 8 


USE PECORA’s P.P.P. FOR SALES ZOOM! 


Homeowners love this easy-to-apply 

tub sealer that stays so brilliant white. 

it's one of Pecora’s P.P.P.* (Perfect Profit Pair). They 
ask for it by name and recommend it too! 


Want more facts? Circle 217, p. 89 
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EVERYBODY MAKES THEM 
BUT HERE COMES THE 





Stack up 
higher sales! 
Display “SCOTCH” 

30 ad). 
Cellophane Tape— 
( ADJUSTABLE ) the fastest-selling 


SOLD THRU JOBBERS ONLY brand! & 


(ADJUSTABLE ) 





“SCOTCH” IS A REGISTERED TRADEMARK OF THE 3™ CO. 


Mitanesora [ffinine ano A\ffanuracturine company 
.. WHERE RESEARCH 1S THE KEY TO TOMORROW 


CHAMPION BRASS MFG. CO. 
1460 NAUD STREET | 
LOS ANGELES 12, CALIFORNIA 





Want more facts? Circle 218, p. 89 
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Want more facts? Circle 219, p. 89 
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Want more facts? Circle 220, p. 89 


BOOM SALES WITH PECORA’s P.P.P. pun, we’. 





Customers reach for this product—one of i 
Pecora’s P.P.P.* (Perfect Profit Pair) . . . ) F , 
because they've liked and demanded it through the years. SF. BS 2) 
It’s rated the top calking by homeowners everywhere. 22 = #fne == 

PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. *Garland, Tex. 
Want more facts? Circle 217, p. 89 
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One of the new compact cars was given away as grand prize at the 
Dealers’ Show sponsored by Albany Hardware Co., Albany, Ga. 
wholesaler, Mar. 29-31. Forty manufacturers had booths at the show 
held in the Albany National Guard Armory. Special prices were 
offered and 75 prizes were awarded. 





Sales Volume Goes Up 
For Pa. Wholesalers 


Sales were up in 1959 and 
for the first two months of 
this year for members of the 
Pennsylvania Wholesale 
Hardware & Supply Co. who 
took part in the association’s 
recent survey of business 
conditions. 


Sales were up 7.83 percent 
for January-February, over 
the same 1959 months, and up 
6.22 percent in 1959 over 
1958. 


Members turned in reports 
at the association’s meeting 
March 10 in New York. Fig- 
ures were compiled and a re- 
port sent out by James G. 
Krause, secretary-treasurer. 


Inventories were up 17.97 
percent at the end of Feb- 
ruary, over the previous 
February. 


Accounts receivable at the 
end of the year were 39.5 
days, slightly higher than a 
year ago. 


Louisiana-Mississippi 
Assn. Elects Reynolds 


W. E. Reynolds, =Jr., 
Waynesboro Hardware & 
Furniture Co., Waynesboro, 
Miss., was elected president 
of the Louisiana-Mississippi 
Retail Hardware Association 
at its convention in Baton 
Rouge, Jan. 30-Feb. 2. 

James B. Voorhies, New 
Iberia Hardware Co., Inc., 
New Iberia, La., was elected 
vice president. 

In addition to the officers, 
the directors for 1960 are: 
Preston Biggers, Corinth, 
Miss.; Clayton J. Borne, Jr., 
New Orleans; Charles W. 
Willis, Tylertown, La.; Las- 
ley Richardson, Rayville, La.; 
E. Bernard Senter, Macon, 


Miss.; Frank R. Duvic, Jr., 
New Orleans; and Lee J. 
Loupe, Hammond, La. 

The advisory committee 
consists of W. F. Montgom- 
ery, Jackson, Miss.; Thos. R. 
Sartor, Jr., DeRidder, La.; 
Calvin E. Flint, Jr., Bates- 
ville, Miss.; and John O. 
Vetter, New Orleans. 


Awards to Wholesalers 


Our Own Hardware Co., 
Minneapolis dealer-owned 
wholesaler, became a mem- 
ber of Ekco Products Co.’s 
Century Club. Membership 
is based on the purchase of 
$100,000 or more of Ekco 
housewares in one year. 





Dates Announced For 
Wholesalers’ Shows 


Hardware Whole- 
salers, Inc., Fort 
Wayne, Ind., Toy, Gift 
and Fall Merchandise 
Show, June 12-26, at 
company offices, Nel- 
son Rd., Fort Wayne. 


The S&M Co., Min- 
neapolis, Grand Open- 
ing Open House and 
Dealer Show, June 12- 
13, at company offices, 
Arthur & Kennedy 
Sts., Minneapolis. 


United Hardware 
Distributing Co., Min- 
neapolis, Toy Show, 
June 5-6, at company 
offices, 2432 N. 2nd St. 
Minneapolis. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
119. 
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News of the Trade 
Albany Hardware Hosts Show for Dealers 





Robert C. Tyo Elected 
Rototiller President 


Robert C. Tyo has been 
elected president of Roto- 
tiller, Inc. Troy N. Y., newly- 
acquired subsidiary of Port- 
er-Cable Machine Co., Syra- 
euse. Mr. Tyo is president 
of the parent company. 

W. D. Wallace and J. M. 
Hayes have been elected vice- 
presidents of the new sub- 
sidiary. Mr. Wallace is gen- 
eral administrative manager 
of Porter-Cable and Mr. 
Hayes is vice-president of 
manufacturirg. 

Rototiller will continue 
manufacturing from its Troy 
plant with sales through the 
gas products division of 
Porter-Cable. 


Two Firms Win Awards 

Sponsored by Melnor 
Western Auto Supply Co., 

Kansas City, Mo., and Coast- 


To-Coast Stores, Inc., Minne- 
apolis, are among _ several 


firms nominated to receive 
the newly-established Top 
Ten National Awards. 

These awards, sponsored 
by Melnor Industries, Inc., 
Moonachie, N. J., have been 
set up to improve buying and 
selling practices of lawn and 
garden equipment in the 
hardware field. 


Lawn Mower Institute 
Meeting Set for June 


The Lawn Mower Insti- 
tute, Inc., Washington, D. C.., 
will hold its eighth annual 
meeting and convention at 
the Shawnee Inn, Shawnee- 
on Delaware, Pa., June 12-16. 

Officers and members of 
the board of directors will be 
elected at the meeting. Insti- 
tute projects will be pre- 
sented and discussed. Busi- 
ness session topics include 
the statistics and economics 
of the industry, the outlook, 
and the organization’s safety 
program. 


OBITUARIES 





Stanley F. Bell 


Stanley F. Bell, 73, presi- 
dent of Strait-Line Prod- 
ucts, Inc., Costa Mesa, Calif., 
died recently in Orange, 
Calif. He was president 
since 1950. Mr. Bell had 
been associated with the 
hardware industry since 
1910. 


John W. Mochel 


John W. Mochel, 62, owner 
of Mochel’s Hardware Store, 
died April 12 following a 
short illness. Mr. Mochel 
was a former president of 
the Illinois Retail Hardware 
Assn, 


©. Harry Gale 


O. Harry Gale, 89, hard- 
wareman from 1890 to 1929, 
died March 23 in Sheldon 
Memorial Hospital, Albion, 
Mich. 


Herbert V. Mitchell 


Herbert V. Mitchell, 72, a 
hardware dealer in Roslin- 
dale Square, Mass., for 30 
years, died March 10. 


John H. Hunter 


John H. Hunter, 80, re- 
tired Silver Spring, Md. 
hardware dealer, died March 


31. Mr. Hunter had been in 
the hardware business 33 
years when he retired in 
1945. 


Edgar B. Schultz 


Edgar B. Schultz, 90, who 
operated a Macungie, Pa. 
hardware store 52 years, died 
March 27 in Allentown Hos- 
pital, Allentown, Pa. 


John F. Graham 


John F. Graham, 53, sales- 
man for North Memphis 
Hardware & Paint Co., died 
April 3 of a heart attack at 
his home in Memphis. 


Louis Bartz 


Louis Bartz, 56, owner of 
Our Own Hardware store, 
died March 20 at his home 
in Ruthton, Minn. 


Harry B. Harris 


Harry B. Harris, 71, for- 
mer owner of the Harris 
Hardware Co., died April 1 
at his home in Kansas City, 
Mo. 


John W. Haynes 


John W. Haynes, 63, presi- 
dent of the Haynes Co., died 
recently in Emporia, Kans. 








Reason For An Open House 





W. B. Cameron... 


87 Years Old; Hardwareman 45 Years 


W. B. Cameron at his desk in his store in Washington, Pa., 
where he has sold hardware for 45 years. 


When a man gets to be 87 years old he begins to 
think about taking things easy. But not W. B. 
Cameron who was 87 on Feb. 16. Mr. Cameron is 
still active in his hardware store in Washington, 
Pa. He gets down at 7 a. m., and calls it a day at 
5 p. m. 

Last month was another highlight in his career. 
The store celebrated Mr. Cameron’s 45th anniver- 
sary with the firm. The store held its first open 
house in honor of Mr. Cameron. There were special 
prices on merchandise, door prizes, and free refresh- 
ments. The store stayed open until 9 p. m. 


Mr. Cameron’s Reed & Cameron Hardware store 
opened its doors for business in 1892. George Davis 
started the store. Then he sold out to Joseph Little, 
and in 1907 Mr. Little sold his interest to S. L. 
Reed. Mr. Cameron became a partner with Mr. 
Reed on March 15, 1915. 


The store was in a number of locations in Wash- 
ington until it moved to its present location at 54 
W. Wheeling St. in 1921. 


Reed & Cameron Hardware started doing business 
on the platform of good merchandise at a reason- 


able margin of profit, fair dealings, and good 
service. 


The store has always catered to the specialized 
needs of the rural and farming areas around Wash- 
ington. 


News of the Trade 





National Key Acquires 


overflow work will 


Fairfield Publishing 


National Key Co. has ac- 
quired all of the outstanding 
stock of the Fairfield Pub- 
lishing Co., Chicago greeting 
card manufacturer and dis- 
tributor. 

Fairfield’s operation will 
continue in Chicago but 


brought into National Key’s 
new Cleveland headquarters 
plant later in the year. No 
change will be made in man- 
agement or employes of 
Fairfield Publishing. Fair- 
field will be operated as a 
wholly-owned subsidiary of 
National Key. 





Boyle-Midway Elects 
Two Vice-Presidents 


Me.vin Birnbaum and Jack 
Bishop were elected vice- 
presidents of the Boyle-Mid- 
way Div., American Home 
Products Corp. 

Mr. Birnbaum joined 
American Home Products in 
1959 as assistant to the 
president. For thirteen years 
he had been with Knomark, 
Inc. 

Mr. Bishop joined the firm 
as product manager of Aero- 
wax and Sani-Flush in 1959. 
He had been with Young & 
Rubicam, Inc., for the pre- 
vious six years. 


Outboard Marine Corp. 
Advances Hawkins 


R. D. Hawkins has been 
appointed advertising man- 
ager of the newly-formed 
OMC engines and equipment 
division of Outboard Marine 
Corp., Waukegan, IIl. 

Mr. Hawkins was adver- 
tising and public relations 
manager of Pioneer Saws di- 
vision and the Midland Co., 
a subsidiary of OMC. He 
joined the corporation in 
1959. 

Robert C. Fales was 
named supervisor for lawn 
and garden advertising for 
the new division. He was as- 
sistant advertising manager 
of Lawn-Boy and has been 


R. D. HAWKINS 
with the corporation since 
1958. 

Arthur W. Timmerman 
has been appointed assistant 
advertising manager of the 
OMC engine and equipment 
division. He was assistant 
advertising manager of Piv- 
neer Saws. 


Carion Division Names 
Product Sales Manager 


Loren J. Simer has been 
appointed product sales man- 
ager for the plastic sewer 
and drain pipe division of 
Carlon Products Corp., Au- 
rora, Ohio. 

Mr. Simer is moving up 
from his position as Carlon’s 
Midwest regional sales man- 
ager, a post he has held for 
two and a half years. He 
will be responsible for the 
sale of Carlon “D” pipe. 





Three Salesmen Join 
Oklahoma Hardware Co. 


Walter E. Kuhn, Burt 
Bullard and Ralph Cheney 
have joined Oklahoma Hard- 
ware Co., Oklahoma City 
wholesaler, as territorial 


representatives in the areas 
where they reside. 

Mr. Kuhn lives in Wichita, 
Kans. Mr. Bullard and Mr. 
Cheney reside in Lubbock, 
Tex. 

Oklahoma Hardware’s 
traveling sales force is now 
up to 30. 


‘ 


if 


New representatives of Oklahoma Hardware Co., Oklahoma en 
wholesaler, are left to right: Walter E. Kuhn, Burt Bullard, Ralp 


Cheney. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 

Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word 

Positions Wanted 

——, Rate) set solid, maximum 

an additional word. 


A) 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not ac 
Address Pe ign correspondence and ao ag 


HARDWARE AGE 


Classified Opportunities Depf. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be torwarded to bos 
number ‘advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is blished every other 
Thursda | 3 weeks 


y. Class close 
prior to publication date 
ee must seamen order in form 
of check money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





REPRESENTATIVE WANTED 


Exclusive line of Electric Lead Pots and 
Furnaces. Item is non-competitive and is 
used as standard equipment by many 
thousand plumbers. Many other indus- 
tries have use for this item. Write: 


MAURICE FETTERMAN CO. 
1170 Broadway, New York !, New York 





REPRESENTATIVES WANTED 


EXCELLENT LIN®E for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain stores. 
Item has excellent repeat business! Good 
commissions. Write, giving territory and 
background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 


PAINT BRUSH SALESMEN WANTED 


Several protected territories open for 
men with established following now 
calling on Paint, Hardware Stores and 
Lumber Yards, etc. Give all particulars 
first letter, all inquiries held strictly 
confidential 


Write: MAJESTIC BRUSH MFG. CORP. 
210 W. 29th St., New York 1 




















BUDGET PRICED PAINT LINE 


available in many territories. We pay you 
top commissions and guarantee you ex- 
clusive, protected territory. Sell a full line 
of fine quality paints priced to move in 
volume. Sideline acceptable. 


Box D-16, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








AGGRESSIVE REPRESENTATIVE 


wanted in Denver and Mountain States 
to Hardware, Housewares Trade and De- 
partment stores for fast-selling nationally 
advertised JET AERATOR and Shower 
Accessory Line. 


MELARD MFG. CORP. 
2926 White Plains Road, New York 67, N. Y. 











MANUFACTURERS REPRESENTATIVES: 
Calling on Hardware Trade for established Build- 
ers Hardware manufactures of Locks and 
Latches to cover Washington, Oregon also Rocky 
Mountain Territory on commission basis. Reply 
in confidence giving full information first letter 
to Box E-15, c/o Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





_SALESMAN PLUMBING & HEATING 
SPECIALTIES to sell for established national 
distributors, exclusive territory, 10% commission. 
Write full details = references. Replies con- 
fidential. Akron oan y Inc., 216-218 Grand 
Street, Brooklyn 11 PY ¥ 





REPRESENTATIVES WANTED BY 
PARTIES calling on Wholesale Hardware, Gro 
cery, Electrical and Rack Jobbers, who are will- 
ing to spend a few minutes extra time with a cus- 
tomer to SELL our household lime and rust 
sulvent. Our product has No Competitive Equal, 
not nationally advertised. Excellent commissions. 
Territories open for most of the United States. 
Write for complete information: Winn-So] Prod- 
ucts, Inc., 202 Market St., Oshkosh, Wisconsin. 





MANUFACTURER’S REPRESENTATIVES. 
Hardware, Variety, heranne Stationery, Art 
stores. P ing, Process, mill suppli- 
ers. Successful line pede (“rolls on elec- 
trically”) and Drystik (“rubs on like chalk’’) 
dry-bar wax-base pressure sensitive adhesives. 
Pressit object fasteners. Never spoil. rostik 
$8 roller coaters; related items. Excellent refill 
business. Write lines, territory. Lectrostik Co., 
4155 Montrose, Chicago 41, II. 
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IMPORTER 


Large Importer of popular price Tools and H are 
desires representatives of ‘high Bon volume selling 

Hardware, Automotive, and Chain Store Fields, for 

following states: Texas, Oklahoma, Louisiana, 

Arkansas, Mississippi, Tennessee, Alabama, Georgia, 

— Kentucky, Minnesota, North and South 
akota. 


Box 0-33, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 








SALESMEN WANTED 


Calling on Hardware Jobbers, Furniture Manu- 
facturers, and Lumber Supply Dealers to represent 
us for the sale of Bolts, Screws, and Nuts on Com- 
mission Basis. State experience, references, lines 
now handled, and territory covered in first letter. 


Box E-i4, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








WANTED 


N. Y. C. salesmen to take over estab- 
lished territories on salary, commission 
and expenses. All replies in complete 
confidence. 


JOSEPH A. MARKELL 


Proctor Paint, Yonkers, New York 











MANUFACTURER’S REPRESENTATIVES 
—calling on hardware wholesalers, to sell out- 
standing chemical item. Bubble packaged, well 
merchandised, non-competitive product. Excel- 
lent companion item for Reps already selling vari- 
ous bubble- packed products. Send resume of quali- 
fications, ees carried, and territory to U. S. 
Polymer Corporation, P.O. Box 262, Ansonia 
Station, New York 23, N. Y. 


ACCOUNTS WANTED 


REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill di- 
rect. Inquiries invited. Write ANCO Cer- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 

















Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 


NOW A 4th "SELLING" MAN ADDED . 


to BOBROW-LEWELL Associates, 814 Broadway. 
New York 3, New York. ORegon 44540 


WE GET RESULTS 














MICHIGAN and TOLEDO OHIO 


Dynamie and Established Agency wishes challenging 
position as agent for one additional line by aggres- 
sive a manufacturing products of House- 


wares, Electrical Appliances or Lawn 
Garden. QUALIFICATION aggressive coverage with 
merehandising program by established organization 


— E-17, e/eo HARDWARE AGE 
ut & 56th Sts., Philadelphia 39, Pa. 











WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi. 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 





WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Iowa and Ne- 
braska. Attractive —_ sition for the right man. 
Write giving full eanenen to Queen Cutlery 
ee 10 Commerce Court, Newark 2, New 
ersey 





ATTENTION SALESMEN, manufacturer’s 
representatives! If you are interested in broad- 
ening your line with hundreds of related items 
and your are calling on jobbers or volume dealers 
—our “Merchandise Service” will be of interest 
to you. You will receive weekly, a list of hard- 
ware, houseware and plumbing items which can 
be shipped to your accounts. We pay liberal 
ge = all sales, with no obligation to 
hay end for sample list and details. NA- 
TONAL DIST. CO., Box 280, Bayonne, N. J 





COVERING LOUISIANA, 
TEXAS, OKLAHOMA, ALABAMA. _ Need 
disa ring stairs, sandpaper and abrasives, 
masking tapes, caulking and putty, metal louvers, 
windows, doors, builders and cabinet _ranereee 
Three men want to check what you have. Box 
E-18, c/o Harpware AcE, Chestnut & ae eth Sts.. 
Philadelphia 39, Pa. 


ARKANSAS, 





ESTABLISHED MANUFACTURERS’ REP 
RESENTATIVE open for additional Hardware, 
Housewares or Garden line for Metropolitan New 
York and New Jersey. Concentrated rsistent 
coverage of Hardware, Housewares and Garden 
Wholesalers, Rack Jobbers, Chains and Catalog 
houses. Excellent reputation in trade. Box C-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





Available Now! 





GARDEN SUPPLY LINES WANTED 


Manufacturer's and Horticultural agent wants any 
lines that wiil sell to Garden Supply Jobbers and 
Dealers. Agent row calling on all of New York 
State, except Westchester County and Long Island. 
Agent has over 260 dealer accounts and 10 jobbers, 
arden stores and Nurseries. Give full particulars 
in first letter. 


Box D-37, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 30, Pa. 


SELLING AT BIG SACRIFICE 
PLASTIC HOUSE NUMBERS 
$10 A THOUSAND 
Cost $60 to Manufacturer 
M. SHNEID 
66 Alliance Ave., Rochester, N. Y. 








EXTRAORDINARY REPRESENTATION 


Young, dynamic, fast moving sales team, persistently 
selling at all levels of distribution in E. Pa., 
Jersey, Md., Del. representing nationally 
— electrical appliances, hardware, housewares. 
We're interested in one more product line with real 
volume potential. 


Box E-16, ¢/e HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39. Pa. 











ACCOUNTS WANTED: Salesmen calling on 
Hardware, Electrical, Housewares, Paint and Ra- 
dio departments of large chain department stores 
seeking additional lines or items, imported or do- 
mestic. New York, New Jersey or Pennsylvania 
area. Box C-28, c/o Harpware Ace, Chestnut & 
S6th Sts., Philadelphia 39, Pa 





MANUFACTURER’S REPRESENTATIVE 

-selling all hardware jobbers in Virginia, Mary- 
land, Delaware, D. C., Southern New Jersey and 
Eastern Pennsylvania. Best references. eeds 
one additional high grade line. Box E-10, c/o 
Harpware Ace, Chestnut & 56th Sts.. Philadel- 
phia 39, Pa. 





SALESMAN—34 years calling on Retail and 
Wholesale Hardware—Paint—Lumber Yards— 
accounts in Metropolitan New York. Would like 
Hardware line to sell direct to retail stores. 
Box E-13, c/o Harpware Acre, Chestnut & 56th 
Sts.. Philadelphia 39, Pa. 





WE ARE ELECTRICAL AND HARD. 
WARE Wholesalers selling to the Variety and 
Hardware dealers. Seeking proven items on a fac- 
tory shipment basis. Commission or we carr 
accounts. Carol Eee Co., 5413 Avenue N. 
Rrooklyn 34, N. 





AGGRESSIVE AGENCY COVERING 
WESTERN PENNSYLVANIA, West Virginia 
and Ohio, desires two additional volume lines. 
Excellent references. Box C-41, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


HELP WANTED 


MANAGER WANTED by esiarge 
Hardware Store in City of 50,000. Competent 
man with background of successful operation. 
Must be qualified to handle all phases: sales, 
advertising, promotion and buying. Excellent 43 
portantty. nd complete resume to Box 8 

Crosse, Wisconsin. 


Retail 





HARDWARE MAN Inside work for quota- 
tions and correspondence. opportunity and 
salary. P.O. Box 221, Columbus 16, Ohio. 


BUSINESS OPPORTUNITIES 


FOR SALE 


Hardware established Wholesale Busi- 
ness in Delaware Valley. Good follow- 
ing, distributors for top line of Hard- 
ware and Tools. 
Acme Business Brokers, Penn Squere Bidg. 


Filbert & Juniper Sts., Philadelphia 7, Pa. 








YOU SET THE PRICE 


We must close out our stock of hardware. 
Send for our surplus list showing more 
than five hundred hardware items Have 
shipped to both coasts and deep south. 
Offer what you will. No reasonable offer 
will be declined and some unreasonable 
offers will be accepted 


Joseph Binford & Son 
Crawfordsville, Ind. 








QUALITY HOUSE BROOMS 


100% Broom Corn. Full weight brooms. 
$5.95 per dozen f.o.b. Laredo, Texas, or 
$6.40 per dozen ex-docks. loaded trucks, 
f.o.b. Atlantic Seaboard Ports. Less 2%. 
Price Leader Surplus Bargain. Volume 
users write: 


NICA, Ineorporated 








SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon's expanding market 
on our Refillable Assortments. $2,000.00 
investment sets you up with a complete 
inventory and exclusive franchise with 
our full support and cooperation. 


SHARON BOLT & SCREW CO., INC. 








Endicott St., Norwood, Mass. 





: 


DETROIT, MICHIGAN—Industrial and” Old 


residential neighborhood. Modern store in aféa 
for over 40 years. Annual volume upwards of 
$300,000.00. Public utilities substation grossing 
over $280,000.00 annually. Good opportunity 
for — party. Owner, has other interests.. Box 
E-11, c/o Harpware Acs, Chestnut & 56th. Sts., 
Philadelphia 39, Pa. | . 


P.O. Box 6681, Dallas 19, Texas 








A RARE BARGAIN! Only $15.00 for our 
special trial assortment containing one-half dozen 
= soem of our fifty most popular brass key 

ks. Every blank guaranteed! Order today! 
HAZELTON’ CHAIN CO., (Manufacturers of 
key blanks & sash chains), 81 Kemble St., Rox- 
bury 18, Mass. 





FOR SALE: Hardware Store located in Win- 
ona, Miss. Contents: $13,500.00. Lease on Bldg. 
expires Oct. 12, 1964, with option to buy. Ideal 
man and wife. Contact: Perry Spra - 
fontaine, Miss. Daytime call 3131 Eupora, Miss. 





BUSINESS OPPORTUNITIES—STATE OF 
FLORIDA—MIAMI. Industrial land for lease. 
Will build to suit. Zoned 1.V. 3—Heavy indus- 
try. Close to new As ow West Miami Feed 
gg Inc., 1625 S 67th Avenue, Miami 103, 


POSITIONS WANTED 





ASS'T. SALES MANAGER 
ENTHUSIASTIC, ee Le District M 
lly anufacturer desires 
NSIBILITY IN SALES MAN- 
ROWTH COMPANY. WORK- 
many major market areas 
0 years successful HARD- 
INDUSTRIAL ites EXPERIENCE. Wide 
wholesaler contacts. Family man, Age 33, College 
Graduate. Excellent references. 
Box D-30, ¢/o HARDWARE AGE 
Chestnut & 56th Sts.,, Philadelphia 39, Pa. 














ADVERTISING, SALES PROMOTION 
MANAGER. Veteran catalog specialist, well 
rounded in all graphic arts, has reached peak 
with old-line distributor. Has 15 years in hard- 
ware, sporting goods, housewares promotion. Seeks 
challenge with East Coast distributor or manu- 
facturer. Let me apply my = in solving your 
distribution problems. D-41, c/o HARDWARE 
Aces, Chestnut & 56th Sts., Philadelphia 39, Pa. 





“PROGRESSIVE . HARDWARE  SALES- 
MAN” seeks association with ‘Progressive Con- 
cern” as Manufacturer’s Representative or Whole- 
sale Representative. New York State or om 
ern Pennsylvania territory preferred. Will con- 
sider moving to new location. 14 years’ success- 
ful! selling both retail and wholesale. Box E-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


NEW—AUTHORITATIVE—COMPLETE 
HARDWARE AGE 


BUILDERS’ HARDWARE 
HANDBOOK 


by Adon i. Browned, A. Hi. C. 


All the basic facts about Builders’ Hardware pre- 
sented in simple, easy to understand language. 


Detailed descriptions of functions—applications 


—specifications and estimating. 


A time saving, profit making reference for 


Architects ° ardwaremen ° Teachers 
¢ Students °¢ Contractors 


234 pages 
385 illustrations 
8." x 11" clothbound 


Skillfully organized and easy to understand, this 
exclusive handbook provides the information 
necessary to operate a basic builders’ hard- 
ware business at a profit. Not since the publi. 
cation of “Taking the Mystery Out of Builders’ 
Hardware” by Mr. Brownell, in 1940, has there 
been made available in one source so much 
practical, down-to-earth information about the 
builders’ hardware business. 


Recommended by 
National Builders’ Hardware Association 
and the American Society of 
Architectuural Hardware Consultants 


Mail This Coupon Today 





_ State 


amy tog “gt gf ny ty 
you the 45 cents and postag 


lone _.. 


th order, saving 
e charge. 
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Profitable Fast Sellers 


GARDNER 


WEATHERSTRIP 


PACKAGED HOLDFAST 


Quickly and easily installed on doors 
and double hung windows. Treated 
felt on brass or white metal perfo- 
rated for nails . . . nails for installa- 
tion included. Cartons are designed A 
for effective display, to help make fast 
profitable sales. 

Also a complete line of packaged 
wool, hair and cotton felts in various 
quantities and lengths to complete 
your weatherstrip line. 


Index to Advertisers 





THE ADVERTISERS INDEX is published as « convenience and 

not as c part of the advertising contract. Every cere Is 

taken to index correctly. Neo allowance will be made for 
errors or failure te insert. 


DuPont de Nemours & Co. 
Inc., E. 1., Polychemicals- 
Ad-A-Luster Products Co. 95  Tynex-Paint Brush 


Airex Corp. 
Div. of the Lionel Corp. 56 


Ajax Hardware Corp....... E 
Aluminum Co. of America 
Market Makers Program. 40-4! — nr a 
Aluminum Co. of America ae ewe 
Pigment Div. ........ 1 
American Air Filter Co. 43 rs 


American Bleached Shellac 
Mfrs. Assocs. 7 103 


ALL-METAL STRIPS 


Double hemmed, top quality 
spring bronze or aluminum; | American Chain Div. 

guaranteed to give effective ser- American Chain & Cable 

vice. Perforated for nailing, nails Co. G 
included. Packaged in attractive 
transparent boxes holding 17 feet 
(bronze or aluminum) or 20 feet 
(bronze only), as illustrated. 
Also in 100-foot rolls. Quick and 
profitable sellers. 


DnoMPacsl ann SOLOIST 


Two quality zinc strips with treated felt. 
(BROWN BEAR line includes a water-proof 
rubberized fabric covering over the felt.) High 
weather-proofing qualities. Perforated for nail- 
ing. Seven foot lengths in 7%", 1", and 11,” 
sizes. Also in door bottom sizes with oval per- 
forations for screws. Door bottoms made of 
treated felt on brass also available in several 
weights. “ 


Fletcher-Terry Co. 


Gardner Wire Co. 
General Chrome, Inc. ... 


General Electric Telechron 
Clock & Timer Dept 


Gibson Good Tools, Inc... 


Graham & Co., John H. 
Bevin Bros., Mfg. Co..... 


GS. W. Griffin Co. 
Great Neck Saw Mfrs. Co.. 
Griffin Mfg. Co. 


Armco Steel Corp. 
Sheffield Div. 


Artwire Creations, Inc 
Atlas Screw & Specialty Co. 


Bassick Co., 

Black & Decker Mfg. Co... 
Briddell, Inc., Chas. D. H 
Brown Corp... W.R......... 


Hanson Co., 
Heller & Co., 
Hines-Park Rede: Inc. 


Duncan-Hines Institute 


Hodell Chain Co. 


Henry L. 


rubber-coated fabric. 
Tacks included. 


GASKET STRIPS 


Competitively priced, 
easily installed strips that 
have many uses. Three 
types: GARD-STRIP, a 
tough vinyl plastic gasket 
strip (transparent pack- 
age shown holds 18 feet, 
with nails) ... STORM 
SEAL, with cotton filler 
and covered with maroon 
All shipped on reels or in smaller units. 


UNIVERSAL DOOR SETS—WINDOW SETS 





: eee 1909 


Gardner’s No. 5 Uni- 
versal Door Sets and 
No. 6 Window Sets 
(for double hung win- 
dows) are popular 





1329 $O. CICERO AVENUE, 


bronze strip items. 
Complete including 
nails and instructions. 


Order from Your Jobber or Write Us 


Also Stock Spring Assortments 
Ciean-Out Augers 
Pole Sockets 


ARDNER WIRE Co. 


CHICAGO 50, ILLINOIS 


Packed in neat, 
individual cartons. 


Want more facts? Circle 221, p. 89 
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Champion Brass Mfg. Co... 
Chilton Book Div. .......... 
Church Co., C. F. 

Div. of American Standard 
Clayton & Lambert Mfg. Co. 
Cleveland Mills Co. 
Columbia Fastener Co. 
Columbia-Southern Chemical 


Corp. Sub of Pittsburgh 
Plate Glass Co. .._.. 


= Plastic Pecduats. 
ne 


Coughlan Co., G. N. 


D 


Dempster Mill Mfg. Co... 
Desmond-Stephan Mfg. Co.. 
Detroit Stamping Co. 
Diamond Tool & Horseshoe 
Co. 
Disston Div. 
H. K. Porter Co., Inc... . 
DuPont de Nemours & Co. 
Inc., E. U., Finishes Div. 
Trade Sales Paints 
DuPont de Nemours & Co., 
Inc., E. 1., Polychemicals 


. 52-53 


98 


5! 


National Screw & Mfg. Co. 
Hol-Dem Electric Fencer Co. 
Holt Mfg. Co. 


Howard Hardware Products 
Co. 


Hyde Mfg. Co. ...... 
Hydroponic Chemical Co... 
Hy-Ko Products Co. 


Ideal Brass Works, Inc. 
Igloo Corp. 
Independent Lock Co. ... 


Indestro Hand Tool Div. 
Duro Metal Products Co. 
lron City Tool Works 


Irwin Auger Bit Co. 
« 

Kennedy Mfg. Co. .. 

Kester Solder Co. . 
L 


Lauson Engine Div. 
Tecumseh Products Co.... 








Index to Advertisers 





Leonord Co., The 
Liberty Distributors 
Life-Like Products, Inc. .. 
Lincoln Metal Products Corp. 130 
Lionel Corp. 

Airex Corp. 
Lowe's, Inc. 


Macklonburg-Duncan Co... 
Magic Iron Cement Co., Inc 
Mansfield Sanitary, Inc. .... 
Marshalltown Trowel Co... 
May Ma-Crepe Co., D. C.. 
Mayes Bros. Tool Mfg. Co. 
McGill Metal Products Co. 
Miami Cabinet Div. 

Philip Carey Mfg. Co... 
Miller Co., Inc., Robert E.. 


Minnesota Mining & a 
o. 


Molly Corp. 
Mortell Co., J. Ww. 


N 


National Screw & Mfg. Co. 
Hodell Screw & Mfg. Co.. 


New England Lock & Hard- 


wore Co. 


86 


Parker Mfg. Co. 
Pecora, 


Inc. .. 138-139 

Pennsylvania Refining Co. 
Gumout Div. 

Peters Cartridge Div. Rem- 
ington Arms Co., 
DuPont de Nemours & Co. 

Pioneer Gen-E-Motor Corp.. 

Pittsburgh Plate Glass Co. 
Columbia-Southern Chem- 
ical Corp. 

Pittsburgh Plate Glass Co. 
Paint Div. 

Pittsburgh Plate Glass Co. 
Pennvernon Pow 

Plastex Co. 

Portable Electric Tools, 


33 
116 


Porter Co., Inc., H. K. 
Disston Div. 


Quickee Products, 


Inc. 


R 


Remington Arms Co., Div.— 
Firearms, E. |. DuPont de 
Nemours & Co. 

Rival Mfg. Co. ........ 114, 131 


Ss 


$-K/Lectrolite Tools 





Sager Weatherstrip & Calk- 
ing Corp. 122 

Schlueter Mfg. Co. 

Screw & Bolt — of 


America 


Sheffield Div. 
Armco Steel Corp. 


Shuford Mills, Inc. 
Skil Corp. 
Skuttle Mfg. Co. 
Slaymaker Lock Co. 
Sonotone Corp. 
Battery Div. 
Southern Screw Co. 
Standard Screw Co. 
Stanley Works 
Swing-A-Way Mfg. Co. 


Swingline, Inc. 


T 


Tap-A-Line Mfg. Co. ...... 125 


Tate Co., E. H.....130, 137, 146 
Van Siebetls <cikss co emaeseee UF 


Tecumseh Products Co. 
Lauson Engine Div.... 136 


Thompson Co., E. A 128 
True Temper Corp..119, 120, 131 


U 


Union Steel Chest Corp.... 
United Industries, Inc 44 
United States Plywood Corp. 13 


United States Steel 
National Advertising .. 


Utica Drop Forge & Tool Div. 
Kelsey-Hayes Co. ....... 81 


4 


Vital Products Mfg. Co... 


Vichek Tool Co. 


36 


w 


Wallace Silversmiths 
Woter Master Co 

Wessel Hardware Corp..... 
Westclox Div. 


General Time Instrument 


04 
18 | 
.. 103 


Western Wire Products Co.. 
Winfield Brooks Co... 
Wissota Mfg. Co. 

Woodhill Chemical Co. 


Y 


Yale & Towne Mfg. Co. 
Lock & Hardware Div..... 3 | 


Yardley Plastics Co. .... 106-107 | 





128 


.19-22 | 


| Seats, gives floors, rugs and carpets 


Multiply 
your rental 


hon 
WITH 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
.. greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 


it handles easily, stows betw 
a sily, stows een Car Attachment for adjusting 
brush to deep pile 


air of professional care. For full story of rugs and carpets. 
on this easy-to-rent Holt JW12, mail 
coupon now. 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


) AUG, MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif.;“or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. P-5 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


30 





Please send me details on Holt JW12 for rental use. 


NAME 





POSITION 





FIRM 





ADDRESS 








ete 
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more Fix-Up, 
Paint-Up Tools 
this Spring 

with the No. C120 
Hyde Tool Tower 


You'll sell 





tor Free 
Ds Uhi-idehitia- 


= \ j 
= VV ‘ahi- 





Want more facts? Circle 223, 


‘\ 
yy 


- of 


ALWAYS SELL GENUINE 


MOLLY 


~ SCREW ANCHORS and JACK NUTS ~ 


CA\n,. ) 


. 


_ Si} 
(=e 


“~~ Reading, Pa. 











NEW 


SELL-o-RAMA 








CLEVEREST HOUSE NUMBER 
DISPLAY EVER OFFERED 


Always orderly—sales invitin 
—not a dust catcher. Eac 
spindle stocks as well as —. 
Perfect for quick s 

Dispiay FREE — 

Assortment of 7 beg 

8-10 or R-10 i" Numbers. 
plus Frames and Lown Stakes. 
Retails $21.90. 


ORDER FROM YOUR JOBBER 
Hy-Ko Products Co., Cleveland 3, 0. 


Want more facts? Circle 225, p. 89 








~ Slaymaker offers * 
* FREE RACK 


to display locks in 


= a 
SELES 
See-Packed Locks Outsell Others as Much as 5 to 1 


Whether you use the free wire rack or display the 

locks on pegboard, counter or bin, you'll enjoy the 

extra profit you make with Slaymaker padlocks in 

the dramatic See-Pack. Ask your jobber, or write ... 
SLAYMAKER LOCK CO, e LANCASTER, PA. 

World's Largest Producer of Brass Padlocks aa 
toe . foe ee ee Se |)? te fe 
Want more facts? Circle 226, p. 89 


ee fe cS hE US Ue 








PLASTIC 
MIRROR HOLDERS 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY S11. 
Want more facts? Circle 227, p. 89 


© BOSTON, MASS. 


igardens. Produces vigorous, beautiful growth in all plants quickly. Pays 








a An >< 


Soluble PLANT | Tele). Complete 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns (ete ™ 

dealer 334% profit. Attractively packaged for display. Does not deter- HYPONGX 
iorate, 1s clean, Neoge and SAFE. Dissolves instantly in water for use : omens 

l-or. makes 6 gallons liquid plant food. 

Dealer & Grower Cost 

....... $4.80 case 

| $6.96 case 

$9.44 case 


Retail Price 
¥%, oz. t. 
2 o2. 


10 oz. 
S ibs 
Larger Sizes Pape: “if igher Can’ t Pe ty ‘Order Direct. 


Write for list of other ONeX home and garden products. 


48 to case. — wi. 
.— wt. 
24 to case. — wt. 
_— wt. 
— noe 











Genuine 
Original 


One Set of 4 
on a 3-Color Card 
6 SiZes: %", %", I", 
11/16", Ye", De". 





Ask your Jobber or write— 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . 


Contains | doz. cards of either 


needle point nail. 
finish. 


. Eye-Catching. Sells on Sight 


%,"" or I'' DOMES. DOMES have 


Case hardened steel, burnished nickel plated mirror 


Both Container and Cards in 3 COLORS 


ROBERT E. MILLER & CO.., 


INC., 35 Pearl St., New York 4, N. Y. 
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A small mint in less than 
2 sq. ft. of floor space! 


6 


YF ae 
Bs 


Dog Chains 


You'll sell more dog chains ...and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover ... with this attractive 
merchandising display and starter set. 


Here’s how starter stock pays off 


Returns, at retail . . . . . $36.60 
(at suggested resale prices) 
Dealer’s cost, complete . . 


DEALER’S PROFIT 


(Prices subject to change) | 


36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 
(Shipping weight, complete with display stand, 23 Ibs.) 


Complete with 36-Piece Assortment 
and Display Stand 


A certain sales-maker. Requires only 15” x 18” of floor space: 
Brightly colored sign and sturdily constructed, well-balanced 
stand made of quality bar steel stock, weighs 7 Ibs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet 
Order From Your Hodell Distributor 
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HODELL CHAIN COMPANY 


oS "2 


LAND 3, OHIO 


Division of National Screw & Mfg. Co 


A 


Vational, 





